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Who Did It? 


Credit Life Insurance 


. Charles A. Peterson 


Replacement of Policies . . . . . . . .H. Harold Leavey 
Little Things Add Up . . . . . «Lambert N. Huppeler, CLU 
Mechanization of Agents’ Commissions . . . Martin H. Tinsley 
Interviews for Executives . . . . . . . Edward F. O'Toole 


Motivation and Management . Guy Fergason 


Wega: BS 


Merging Life and Property Sales . . Bernard John Daenzer 


Research Needs . . J. F. Follmann, Jr. 


The Legal Spotlight . . . . . . . . . ~ Ralph D. Churchill 
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[HE NATIONAL MAGAZINE OF INSURANCE 


EASIER TO BUY...EASIER TO SELL 


This indexed, ready-reference manual of sales aids contains tools and s 
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LIFE INSURANCE cagAme 


techniques for everything from a policy presentation to an estate analysis. Life, Aeotdent Sickness, Pousion Plant, hae a 


Skillfully co-ordinated with a complete new training program, this mate- W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice Pre: ide) 


rial is at the finger-tips of every Berkshire careeragent and first line broker. pirrericup. mass. « A MUTUAL COMPANY « 18! 
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“There’s more new here than steel and stone!” 


—SAYS CLARENCE A. JACKSON, PRESIDENT, AMERICAN UNITED LIFE INSURANCE COMPANY 


HERE'S a tingle of excitement, here . .. based on new ideas, 
new policies, new ambitions, new enthusiasms and capable, 
hew young specialists in our various departments. 
| “There are new sales records, too. For example, a 61% 
Mcrease in 1957 over 1956, following a 36% increase in 
1956 over 1955. 

“This is the dynamic atmosphere in which we begin 
1958 . . . a year in which we expect to write the greatest 
chapter in our 81-year history! 

“Our new structure, now arising, is far more than a 
much-needed addition. It’s testimony of past and present 
growth . . . a symbol of further gains the future holds for 
American United. 





minded company— The Company with the Partnership Phi- 
losophy.’ This philosophy represents a way of living which 
we enjoy, in common, with our policyholders and associates. 

“If you want to know more about American United, 
write to me personally.” 


)>Waak-3 a hot-Ue mm Chat ha-ce| 


IFE NSURANCE COMPANY 





§ Partnershir 





“In Life, Group and A & S, American United is a sales- 


AMERICAN UNITED LIFE INSURANCE COMPANY e¢ HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL: SPECIALISTS IN SUBSTANDARD UNDERWRITING—REINSURANCE 















DON’T READ THIS 
if yow’re satisfied and have 
unlimited opportunity 










If you do need room to grow and feel you would like a ground 
floor opportunity with a progressive, expanding medium size 
company, let us tell you our story. 


Soaheo,_oeseeet agency opportunities in * ‘The Provident 
es 


Top contracts 

Liberal financing plans 

Vested renewals 

Complete portfolio . . . life, A&H, annuities, pension trust 
Highly competitive rate book . . . many ‘‘specials'* 
Retirement pian, group life, hospitalization 

Personalized service 

Excellent home office cooperation 

The right spot for you 


Write in strict confidence to 
JOSEPH DICKMAN, Agency Vice President 


THE PROVIDENT 


Life Insurance Company 


BISMARCK, NORTH DAKOTA 
e 
LIFE ¢ ACCIDENT ¢ HEALTH ¢ HOSPITALIZATION 
ANNUITIES © PENSION TRUST 
* "The Provident States" 


Minnesota, North Dakota, South Dakota, Montana, Wyoming, 
Idaho, Washington, Oregon, California, New Mexico 


































































Our Special Profit Sharing Policies! 


Select Territory: e Experienced Agents 
CALIFORNIA Wanted 


COLORADO . 
IDAHO KANSAS e Policy Holders and Other 
NEBRASKA NEVADA Leads 

NEW MEXICO a. 

OREGON e Top First Year 


SOUTH DAKOTA Commissions 


Aa e Vested Renewals 
—" e Non-Participating and 
Other Policies 
In 28th year 


Copital and Surplus e Paying 4% Compound 
Beth ns gel Interest on Dividend 
$100.00 Liabilities Accumulations 
Over $51,000,000 
in Force BANKERS UNION 
Soe : LIFE INSURANCE 
rite To: 
Mr. Paul E. Ryan, C 0 Mm PA N Y 
Agency Vice-President 1300 Grant Street * Denver, Colorado 
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Furnish 
In millions (000,000 omitted) 
etna Life 
TOTAL INSURANCE % Chana lecimebias 
from ‘onnecticut 
Month 1955 1956 1957 1956-195 Bo. ntinental 
January ........ $3,076 $3,774** $4,338 ariklin Lif 
February ....... 3,330 3,738 5,000 ulf Life | 
March. oc... .... 3,797 4,650 5,653 fferson St 
WE 85s glares 5,616* 4,244 5,907 nsas City 
| ee Searle 3,608 4,603 6,224 e & Cas 
MOMS 5is nw eclos 3,995 4,402 5,545 ife Insuran 
July eeecececces 3,560 4,307 5,281 incoln Nat 
August eccecccce 3,645 4,60 I 4,963 onumenta 
September ..... 3,718 4,195 4,602 ational Li 
October ....... 3,679 4,856 5,732 dalhiladel phi 
November ...... 4,570 4,805 5,469 +14%divavelers 11 
. S. Life | 
Eleven Months .. 42,594 48,175 58,714 est Coast 
December ..... 5,833 7,138 (a) Adjus 
a “= (b) Adjus 
WOE i GS. $48,427 $55,313 (c) Adjus 
TOTAL ORDINARY INSURANCE 
January ........ $2,206 $2,496 $3,196 
February ....... 2,196 2,653 3,252 
WOMEN eo 2a vcs os 2,781 3,076 3,975 
| pirated 2,507 2,913 3,883 OUTE 
BRR Se 2,585 3,063 4,030 y i ie os 
OE ODN a woke os 2,749 2,966 3,728 
Mo i aa ae 2,416 2,891 3,756 /ermon 
August eee eee'ec 2,568 2,923 3,727 eported 
September ..... 2,354 2,698 3,452 a iat 
October ....... 2,575 3,350 4,023 f SS0cia 
November ...... 2,751 ~ 3,451 3,884 and lead 
Eleven Months .. 27,688 32,480 40,906 reased . 


December ...... 





3,139 





3,895 

















bo et ere $30,827 $36,375 
TOTAL INDUSTRIAL INSURANCE 

January ........ $494 $453 $472 
February ....... 521 529 509 
DAOUER bcdio sacks 565 592 563 
| Ee amon in 517 531 569 
WINE ccs c hae 581 602 574 
eon eras 545 558 521 
SU Sones chy a 505 521 492 
. . 517 545 515 
September ..... 537 544 517 
October ....... 546 569 510 
November ...... 525 531 465 
Eleven Months .. 5,853 5,975 5,707 
December ...... 489 556 

WE 2a edannoes $6,342 $6,531 

TOTAL GROUP INSURANCE 

Se a ee $376 $825** $670 
February ...:... 613 556 1,239 
WA oc 45 982 1,015 
og EEE PE re eae 2,592* 800 1,455 
UN ic deans 442 938 1,620 
UM te vevewatn 701 878 1,296 
WP cian seawes 639 895 1,033 
August ........ 560 1,133 721 
September ant 827 953 633 
CRIN ccc ot 558 937 1,199 
November ...... 1,294 823 1,120 
Eleven Months .. 9,053 9,720 12,101 
December ...... 2,205 2,687 

| he Rieti $11,258* $12,407** 


+289 
4-36 


4244 


Sources: Life Insurance Agency Management Association and Institute of Li 


Insurance. 


Figures exclude credit life insurance. 


ipl pe Ang ye ant 
$64,000,000. 


° Figeres ing toeinde ‘cnt Group Life amounting to $6,738,000,0 


State Employees Group Life amounting 
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Best’s Insurance News Publication Office, Columbia Turnpike, Box 232, Rensselaer, N.Y. Publication Date: Ist of the Mo 
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life insurance stocks 


Furnished through the courtesy of The First Boston Corporation. 


































































Bid Price 
High Low Dec. 13, 1957 
4 etna Life Insurance Co. 213 173 185 
shang Beoiumbian National Life Ins. Co. 1% 64 5 
from onnecticut General Life ins. Co. 310 235 245 
ontinental Assurance Co. 136!/2 85 9 
ariklin Life Insurance Co. 113! 56 57 
ulf Life Insurance Co. (a) 31%, 21 23/2 
fferson Standard Life Insurance Co. (b) 104% 69/2 70 
nsas City Life Insurance Co. 1500 1015 1050 
fe & Casualty Insurance Co. 26'/2 17 17 
ife Insurance Co. of Virginia 1241/2 95'/2 100 
incoln National Life Ins. 228 159 175 
onumental Life Insurance Co. 90 70 71 
smiational Life & Accident Insurance Co. 107'/2 79 92 
+18°Bihiladelphia Life Insurance Co. (c) 90 47 58 
+14% avelers Insurance Co. 86%, 68 T5\/4 
. S. Life Insurance Co. 364, 24%, 27/4 
est Coast Insurance Co. 48 38 39 





(a) Adjusted for 10% stock dividend. 
(b) Adjusted for 25% stock dividend. 
(c) Adjusted for 25% stock dividend and 2 for | split. 


Reet sales by states 


















OUTH DAKOTA LED all states in percentage increase 
» in ordinary life insurance sales in October, with 
/ermont in second place and New Mexico third, it is 
eported by the Life Insurance Agency Management 
Association, which has analyzed October sales by states 
and leading cities. Countrywide, ordinary business in- 
reased 20% in October, compared with the same month 
in 1956, while South Dakota sales gained 41%. In 
‘ermont, October sales were up 37% and in New 
Mexico, 35%. : 
For the first ten months, with national ordinary sales 
p 28% from the year before, Pennsylvania led, with an 
Zm@ncrease of 43%, with New Jersey in second place, up 
2% from the corresponding period of last year. 
Among the large cities, Los Angeles showed the 
greatest rate of increase for October, with a gain of 
26%. St. Louis was next, with purchases up 21%. St. 
@Louis led for the ten months, showing a gain of 37%. 


eonventions ahead 


FEBRUARY 

14-15 New York Association of Life Underwriters, Gideon-Putnam 
Hotel, Saratoga Springs, N. Y. 

7-19 Health Insurance Association of America, Group Insurance 


— 19 Forum, Drake Hotel, Chicago. 
+1237 8-20 Northern California General Agents and Managers Con- 
He = of NALU, annual, Del Monte Lodge, Pebble Beach, 
i alif. 
+73) MARCH 
+48) 5- 7 American Management Association, Special Insurance Con- 
+15; ference, Drake Hotel, Chicago. 
—36) 10 Cleveland Insurance Day, fifth annual. 
—i 7-19 Life Insurance Agency Management Association, agency 
+28; management conference, Edgewater Beach Hotel, Chicago. 
+36 (23-27 National Association of Life Underwriters, midyear, Birming- 
am. 


+247827-28 Life Advertisers Association—Eastern Round Table, Barbizon- 
Plaza Hotel, New York City. 
7-29 Life Insurers Conference, 49th annual, Hollywood Beach 
Hotel, Hollywood Beach, Fla. 
tute of Li APRIL 
| South Atlantic General Agents and Managers Conference 
000 of NALU, annual, Chamberlain Hotel, Old Point Comfort, Va. 
6,738,00,"0-11 Society of Actuaries, Sheraton Hotel, Philadelphia. 
17 Illinois Association of Accident and Health Underwriters, 
sales congress, Chicago. 
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Accident and Health 





is important in the development of life insurance agencies. 
That is why we have a complete A&H line featuring such 
saleable contracts as lifetime disability benefits and 
three different Non-Cancellable plans! 

We are growing fast in our territory* because we have an 
outstanding A&H line plus these features: 

* COMPLETE LINE OF LIFE CONTRACTS from 
birth to age 70 with full death benefit from 
age 0 on juvenile policy contracts! 

* COMPLETE SUBSTANDARD FACILITIES! 

* EDUCATIONAL PROGRAM for all new men! 

* SALES PLANS that build financial futures! 

Write to R. D. Rogers, C.L.U., Agency Vice President 
for details. 


BROKERAGE BUSINESS ACCEPTABLE 
INQUIRE 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


Cc. G. Ashbrook, President 
North American Building, Chicago 3, Illinois 














For half a century... 


“The Country's Most Friendly Company" 
Liberal Agency Contract 


* Openings in Arizona, California, Florida, Illinois, Indiana, lowa, 
Kansas, Louisiana, Michigan, Minnesota, Missouri, Nebraska, Ne- 
vada, New Jersey, North Dakota, Ohio, Oregon and Wisconsin. 

















TO OUR 
FIELD FORCE : 





= $78,000,000 of New Paid 
Business has broken all Company 
records, and represents an 


increase of 56% over 1956, the 





previous high year! 


UNITED — 
ye . a Company 


1625 EYE STREET,N.W. + WASHINGTON 6G, D.C. 


Life Insurance Protection Exclusively For The 
Service Officer, His Wife and Children 




















Wy second year in the 
(usiness ... over 
$20,000 earnings! 


San Diego, California 
November 27, 1957 


james E. BAEHR 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


This is the greatest company and business in the world! When my fine asso- 
ciate, Ed Chilton, brought me into the business a little over two years ago, I 
had no idea of the thrills and fine income I would receive. 


First, I won a beautiful wrist watch for qualifying for the 60 Club—60 cases 
in 60 days. I have just received word that I have qualified for the Million Dollar 
Round Table during my second year in the insurance business. 


Now as to my earnings: 


WUE an a te wk Ss OS ee ee ae 
Second year . . ...... . . . « inexcess of $20,000 


I look forward to “Ceiling Unlimited” in my future. 


These wonderful years of my life have been made possible because of un- 
stinting cooperation from our home office and the best kind of leadership from 
our State Manager, George Landis. 


Sincerely, 


James E. Baehr 


An agent cannot long travel at a faster gait than the company he represents! 


The Friendly 
FRANIKILAN LIE comeaxy * 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 


Best’s Life N 
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EDITORIAL 


The Editors’ Corner 
1958 Dividend and Related Actions 
Who Did It? 


MANAGEMENT & GENERAL 


Credit Life Insurance 
Replacement of Policies 
Research Needs 

The Legal Spotlight 


OFFICE METHODS 


Modern Aids to Office Efficiency 
Mechanization of Agents’ Commissions 
Interviews for Executives 

Booklets 


Motivation and Management 


Office Equipment Directory . 


SALES & SALES MANAGEMENT 


Little Things Add Up . 
Merging Life and Property Sales 


MISCELLANEOUS 


Life Sales 

Life Insurance Stocks 

Sales by State ........ 

Conventions Ahead . 

Company Developments . 

New Publications ..... 

Obituaries 

Home Office and Field Appointments 


Association Notes . 
Policy Changes . 
Reports on Companies 


New Directors ... 





company developments 


ALABAMA Admitted 
Allstate Life Insurance Company 
Nationwide Life Insurance Company 
University Life Insurance Company 
Western & Southern Life Insurance Company .. 
ARIZONA Admitted 
Sauttmestem Life tus: Cos. ices conde caccos css de Dallas, Texas 
CALIFORNIA Admitted 
Allstate Life Insurance Company 
American Life Insurance Co. of New York 
Bnai Zion 
COLORADO 
Czechoslovak Society of America 
General Fidelity Life Insurance Company 
General Life Company of America 
Life Insurance Co. of North America 
DELAWARE 
Security Life & Accident Company 
FLORIDA Examined 
National Standard Life Insurance Company 
IDAHO Examined 
Grange Mutual Life Company 
ILLINOIS Admitted 
Crown Life Insurance Company 
Cuna Mutual Insurance Society 
INDIANA Licensed 
Merit Life Insurance Company 

Admitted 
Colonial Life Insurance Company of America 
Community Mutual Life Insurance Company Detroit, Mich. 
National Life Assurance Co. of Canada Toronto, Canada 
Provident Indemnity Life Insurance Co. ............ Norristown, Pa. 
Southern Life Insurance Co. of Georgia Atlanta, Ga. 
United American Life Insurance Company Denver, Colo. 
Western Life Insurance Company Helena, Mont. 
KANSAS Examined 
Crusader Life Insurance Company 


Skokie, Ill. 
Columbus, Ohio 
Indianapolis, Ind. 
..Cincinnati, Ohio 


Skokie, Ill. 

New York, N. Y. 
New York, N. Y. 
Cicero, Ill. 
Richmond, Va. 
Seattle, Wash. 
Philadelphia, Pa. 
Denver, Colo. 
Orlando, Fla. 
Nampa, Idaho 


Toronto, Canada 
Madison, Wis. 


Evansville, Ind. 


...East Orange, N. J. 


Kansas City, Kans. 





THREE BONUS SERVICES 
TO SAVE YOU: 


* time 

* effort 

* and money 
Modern Aids to the Efficient Office 
Informative Booklets 
A Directory of Office Equipment 


See The Office Methods Section 
of Every Issue of 


Best’s Insurance News 











Newton, Kans. 
Lawrence, Kans. 
Topeka, Kans. 


First Kansas Life Insurance Association 
Standard Life Association 
Utility Operators Beneficiary Association 
LOUISIANA Licensed 
American Service Insurance Company Inc. ........- Marksville, La. 
Central American Life Insurance Company Ruston, La. 
Life of America Lafayette, La. 
Savings Life Insurance Company Alexandria, La 
MARYLAND Admitted 
Poulsen Insurance Company of America 
United American Life Insurance Company 
University Life Insurance Company 
Examined 
Independent Life Insurance Company 
MASSACHUSETTS Examined 
Massachusetts Mutual Life Insurance Co. ....... Springfield, Mass 
MICHIGAN Admitted 
Life Insurance Co. of North America 
Puritan Life Insurance Company 
MISSISSIPPI Licensed 
Jefferson Davis Life Insurance Company 
MISSOURI Licensed 
Home Fidelity Life Insurance Company 
Admitted 
National Guardian Life Insurance Company 
MONTANA Admitted 
Provident Mutual Life Ins. Co. ...............-- Philadelphia, Pa 
Western & Southern Life Insurance Co. ........... Cincinnati, Ohi 
NEVADA Admitted 
Provident Mutual Life Ins. Co. of Philadelphia 
NEW YORK Admitted 
Pema Cire. RCE, GI, <5 os choc soc oct cee stnens Skokie, Ill 
NORTH DAKOTA Admitted 
Constitution Life Insurance Company 
OREGON Licensed 
Investors Insurance Corporation 
PENNSYLVANIA Incorporated 
Mercantile Life Insurance Company 
Royal Oak Life Insurance Company 
Universal Life Insurance Company 
Examined 


Chicago, III 
Atlanta, Ga 
Indianapolis, Inc. 


Baltimore, Md 


Philadelphia, Pa. 
Providence, R. |J 


Biloxi, Miss 


Kansas City, Mo 





Madison, Wis 


....Philadelphia, Pa 


Chicago, III 
Portland, Ore 


Philadelphia, 
Philadelphia, 
Philadelphia, 


Protected Home Circle 

Quaker City Life Insurance Company 

SOUTH CAROLINA Licensed 

Carolina General Life Insurance Company Inc. 
Admitted 

General Services Life Insurance Company Washington, D. | 


....Greenville, S.C 


Security-Connecticut Life Insurance Co. ........ New Haven, Conn 
Western Life Insurance Company Helena, Mont 
Examined 
Citadel Life Insurance Company 
SOUTH DAKOTA Admitted 
Provident Mutual Life Insurance Company Philadelphia, Pa 
Western Life Insurance Company Helena, Mont 
Western and Southern Life Insurance Co. ....... Cincinnati, Ohig 
TENNESSEE Licensed 
American Investment Life Insurance Co. ......... Nashville, Tenn 
Admitted 
United Services Life Insurance Company 
TEXAS Admitted 
Cuna Mutual Insurance Society 
General Services Life Insurance Company Washington, D. G 
Globe Life & Accident Insurance Company ..Oklahoma City, Okla 
Western & Southern Life Insurance Company Cincinnati, Ohi 
Reinsured 
Great American Health & Life Insurance Co. 
UTAH Licensed 
American Buyers Life Insurance Company 
Admitted 
Allstate Life Insurance Company 
Farm & Home Insurance Company Indianapolis, Ind 
Globe Life & Accident Insurance Company ...Oklahoma City, Oki 
Standard Life Insurance Co. of Indiana Indianapolis, Ind 
Valley Forge Life Insurance Company Reading, P4 
VIRGINIA Admitted 
Allstate Life Insurance Company 
WASHINGTON Admitted 
Allstate Life Insurance Company 
Industrial Life Insurance Company 
Western Bankers Life Insurance Company 
WEST VIRGINIA Admitted 
Allstate Life Insurance Company 
WISCONSIN Licensed 


Time Insurance Company’ 


Spartanburg, S. C 


Washington, D. C 





Madison, Wi 


...San Antonio, Tex 


Salt Lake City, Ute 


Skokie, | 


Dallas, Texé 


OME O 
Salt Lake City, Uta 


IVISION 
Skokie, | 


Milwaukee, Wij 


United Insurance Company of America Chicago, |! 
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ying on fifty” 





SOUTHLAND LIFE 


INSURANCE COMPANY 





Up 


z 
Mili 


aT] 
SL 


SOUTHLAND CENTER 


64 Branch Offices 


OME OFFICE e DALLAS, TEXAS 
IVISION OFFICE e WASHINGTON, D.C. 


LIFE e ACCIDENT e 


“Going on fifty” is a significant time of life... for people... and 
for companies. 


For people it is generally regarded as a notable milestone in years . . . 
a time for reflection on the accomplishments of the past and plans 
for the future; a time when we are reminded that our span is a 
year greater. 


For companies, “going on fifty” is significant, too, but in a vastly 
different way. It is a milestone in years, but years which have been 
and must continue to be new thresholds to a boundless span. 


And so it is with Southland Life Insurance Company, now in its 
fiftieth year of service to people... policyowners and their 
beneficiaries, stockholders, and to the general public which it is 
privileged to serve in many worthwhile ways. 


In these years, Southland Life has grown to the position of the fifteenth 
largest publicly-owned (stock) life insurance company in the United 
States with over $1,165,000,000 of insurance in force and assets of 
over $207,500,000. 


Today, Southland Life provides insurance protection for more than 
half a million American families. 


Southland Center 


In our fiftieth Anniversary year, we look forward to the completion 
of Southland Center. This home office building, in the heart of 
downtown Dallas, will provide a fully-integrated business center 
containing more than 1,500,000 square feet of floor area. 


Included within the structure will be the ultra-modern 42-story 
Southland Life Tower, the 28-story Sheraton-Dallas luxury hotel 
tower, and a complete shopping and retail center. Five below-ground 
levels will provide space for a 2,500-car daily capacity garage. 
Foundations are included in present construction for the future 
addition of another office tower of 32 stories. 


We pay tribute to the agents, employees, stockholders, policyowners 
and friends who have contributed so much to the growth of Southland 
Life and the realization of our dreams for a great Southland Center. 


Southland Serving 
1908 
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Are you ready for your own 


general agency? 
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If you are confident you have the experience, knowledge and henom 
ability to build your own staff and successfully operate your ection | 
own general agency, Old Republic Life Insurance Company of 7 ment. | 


$s point 
inced « 
chievec 
ompani 
hat the 


Chicago may have the opportunity for you. 

Old Republic, long the acknowledged leader in the specialized 
credit life field, has for many years written ordinary life as well, 
and offers a complete portfolio of ordinary policies to meet the 
needs of any client—or any general agency. The company is, of 


course, admitted in the 48 states, District of Columbia, Terri- tompan 
tory of Hawaii, Commonwealth of Puerto Rico and the Domin- — 
S$ inev1 


ion of Canada. 7). 
As of July 31, 1957 Old Republic had $2,054,000,000 of insur-  /(_ 
ance in force. 

Through its associated company, Old Republic Insurance mong 
Company of Greensburg, Pennsylvania, agents can be offered, 4. ml tt f insur 
on a selected basis, facilities for writing fire and all casualty 4 BP on || RNS | perves 
lines except ocean marine. EERREESEGED oo | aaa, lent an 

Old Republic is actively interested in expansion in all lines, 
and in securing men whose calibre, judgment and experience 
qualify them to become general agents. 


If you believe you can meet the ' 
necessary requirements, contact 
Superintendent of Agencies. 


Old Republic 


Life Insurance Company 
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°° Because the cost of mutual life 
surance depends not only upon pre- 
iums but also upon dividends, the 
tion taken with regard to dividends 
highly important. On page 12 we 
tre showing the results of a year-end 
irvey of 1958 Dividend and Re- 


lated Actions. The study reflects the 


‘ontinued improvement in dividend 
-ales and dividend and settlement 
jption interest. 


e¢ The first credit life insurance 
olicy was issued in the year 1916. 
since that time its growth has been 
jhenomenal; no other type of pro- 
ection has had such rapid develop- 
ment. In Credit Life Insurance it 
s pointed out that industry is con- 
inced of its advantages and it has 
chieved recognition by insurance 
rompanies as indicated by the fact 
hat there are about two hundred 
companies in the country today 
offering it. It has not been without 
ts inevitable growing pains, but the 
apidly growing child is doing nicely. 
ur author on page 18 discusses, 
mong other things, another form 
ff insurance which he believes de- 
serves consideration—credit acci- 
lent and health insurance. 


°° Recently a survey was made 
0 determine the predominant prac- 
ice among insurance companies as 
egards the replacement of lost pol- 
cies. The article on page 20, writ- 
en on the basis of the answers given 
’y one hundred respondees, ponders 
he legal aspect of encountered prob- 
ems in Replacement of Policies. 
[ust a company pay twice when 
hn original beneficiary turns up with 
h Supposedly lost policy after settle- 
ent has been made to the person 
amed on a duplicate? Who is en- 
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titled to payment when claim is 
made both by one who was given 
the policy as a gift and by a different 
named beneficiary who holds a du- 
plicate? What about forgeries? 
Various court cases are cited to in- 
dicate precedence. 


eee Using methods that have been 
tested and been found effective in 
the past, is the means whereby a 
company can grow in phenomenal 
proportions. To double sales, no 
magic formula is needed, merely ex- 
perience, courage and determination. 
Our author on page 25 claims that 
Little Things Add Up to form a 
company atmosphere of progressive- 
ness, broadmindedness and achieve- 
ment. Special attention paid to the 
areas of communications, responsi- 
bility and authority, teamwork and 
pride and human relations pay off 
in growth—both from the standpoint 
of admiration and in monetary gains. 


eee A time-consuming job, much 
of which has been done by hand and 
therefore been subject to error can 
be simplified by the Mechanization 
of Agents’ Commissions. On page 
37 is a description of such a method, 
which greatly simplifies, standardizes 
and speeds up operations with sub- 
stantial cost savings. 


eee It is an obvious fact that /n- 
terview for Executives is much 
more important than hiring clerical 
personnel. Yet very often, the latter 
are selected by use of a systematic 
procedure, while the former are hired 
on an intuition basis. On page 38, 
is an informative article which points 
out the fallacies in such a method. 
A guide and suggestions for proper 
interviewing and selection of upper- 
echelon men are given. 


°°? Merging Life and Property 
Sales has been resisted in many 
quarters. Much of the resistance has 
stemmed from the companies them- 
selves and the confusion of corporate 
powers under which they operated. 
The big fact today is that the merg- 
ing of these two areas is definitely 
accelerating regardless of company 
advantages or disadvantages. Our 
author on page 50 points out that two 
of the basic trends in the insurance 
industry are going in different direc- 
tions. In the personal lines field, the 
trend is to greater simplicity, and in 
the commercial field, there is a trend 
toward greater complexity. He can 
see many advantages in the trend to 
merge, and believes that much can be 
done by proper education of the pub- 
lic and people in the industry. 


eee Statistics are a source of basic 
data, a substitute for costly hunches, 
for trade opinions and for gossip, 
but research is only worthless, 
wasted activity unless it is put to 
active practical use by management. 
The government, and to an even 
greater degree, the trade associa- 
tions are excellent sources of infor- 
mation that is invaluable to our Re- 
search Needs. \n order to function 
better as the mechanism for the in- 
surance of medical expenses, and as 
the protection against loss of income 
resulting from accident or sickness, 
the industry needs to know more 
about the trends in the growth and 
development of private health in- 
surance, needs a further analysis 
of the medical bill and how it is af- 
fected by insurance benefits, needs 
to know much more about the con- 
sumer. See page 53. ‘ 


ee? Countrywide recognition has 
recently been given to Richard H. 
Morris for the services his organi- 
zation has performed in improving 
the quality and cutting down the 
quantity of business letters. An 
article on Mr. Morris and his the- 
ories was featured in the Saturday 
Evening Post last month. Shortly 
after it appeared he was a guest on 
Jack Paar’s television show “To- 
night.” Some of our readers may 
remember a series of articles en- 
titled “Better Letters” Which Mr. 
Morris wrote in Best’s Insurance 
News several years ago. Our con- 
gratulations on a well deserved 
recognition, Mr. Morris. 
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1958 DIVIDEND A 


Interest On————_— 
Action Instalment Settlement 
Company Taken From To Accumulations W * NW t¢ 


Aetna Life, Conn. ........... Increased 1/ 1/58 1/ 1/59 . 3.00 3.00 


Aid Association for Lutherans 
American Bankers, Texas ... 
American Capitol, Texas .... 
American Home, Kansas .... 


American Life Assoc., Conn. . 
‘American Mutual, Iowa 
American Protective, Texas .. 
American Savings, Ariz. 
American United, Ind. ...... 


Baltimore Life 

Hawlere: NOM 6. ee SS 
Bankers, Iowa 

Bankers Life, Texas 

Bankers Mutual, Ill. ........ 


Bankers National 

Bankers Union, Colo. ....... 
Benefit Assn. of Ry. Employees 
Brotherhood of R.R. Trainmen 
Cal-Farm Life 


California Western States .... 
Canadian Premier 
Carolina Life. S.C. ix.cs5:.. 
Central Life, Iowa 


Chesapeake Life 


Chicago Metropolitan Mutual. 
Christian Mutual, N. H. ..... 
Churchmembers’ Life, Ind. ... 
se ae 
Comsta: sete, Ge. 6 ce. 0c 


College Life, Ind. 2... .seicc 
Columbian Mutual, N. Y. .... 
Columbian Mutual, Tenn. .... 
Commercial Life, Ariz. ...... 
Confederation, Canada 


Connecticut Mutual 

Conn. Savings Banks 
Continental American 
Continental Assurance 
Continental L. & A., Idaho .. 


Continental Life, Texas 
Cooperative, Canada 

Country GIA TE oo ck. vsese. 
Crown Life, Canada 

Cuna Mutual, Wis. .......... 


Detroit Mutual, Michigan .... 
Dominion Life, Can. ......... 
Empire, Canada 

Equitable Reserve Assoc., Wisc. 
Farmers & Traders 


Farm Bureau 

Farm Family Life, N. Y. ..... 
Farmers Life, Iowa 

Fidelity, Canada 

Fidelity Mutual, Pa. ......... 


12 


Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Increased 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
New 
Continued 
Increased 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Modified 


Continued 
Continued 
Increased 
Increased 
Continued 


Continued 
Continued 
Continued 
Continued 
Increased 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Modified 
Continued 
Increased 
Increased 


7/ 1/56 
1/ 1/50 
3/ 1/57 
1/ 1/56 


1/ 1/54 
1/ 1/57 
1/ 1/55 
1/ 1/55 
7/ 1/57 


1/ 1/49 
10/ 1/56 
1/ 2/57 
1/ 1/52 
1/ 1/49 


1/ 1/51 
1/ 1/56 
1/ 1/57 


1/ 1/57 


1/ 1/52 
1/ 1/54 
1/ 1/56 
5/ 1/57 
4/ 1/57 


1/51 
1/57 
1/53 
1/57 
1/58 
1/57 
1/57 
1/57 
1/58 
1/56 


1/52 
1/54 
1/57 

1/ 1/57 

1/ 1/58 


7/ 1/53 
1/ 1/56 
5/ 1/57 
1/ 1/57 
1/ 1/55 


7/ 1/53 
1/ 1/58 
1/ 1/47 
1/ 1/58 
1/ 1/58 


1/ 1/59 
1/ 1/59 
6/30/58 
1/ 1/59 


1/ 1/59 


1/ 1/59 
7/ 1/58 


1/ 1/59 


1/ 1/59 
1/ 1/59 


1/ 1/59 
1/ 1/59 
1/ 1/59 
5/ 1/59 
1/ 1/59 


1/ 1/59 
1/ 1/59 
1/ 1/59 
5/ 1/58 
4/ 1/59 


9/ 1/58 
7/ 1/58 
3/ 1/58 
1/ 1/59 
1/ 1/59 


1/ 1/59 
7/ 1/58 
1/ 1/59 
1/ 1/59 
7/ 1/58 


3/ 1/58 
1/ 1/59 


1/ 1/59 


7/ 1/58 
1/ 1/59 
5/ 1/59 
1/ 1/59 
1/ 1/59 


7/ 1/58 
1/ 1/59 
1/ 1/59 
1/ 1/59 
1/ 1/59 


WW WWWWHY WNW NNN: 
SSS SSass aSSERS 


WHWH WNNNS NN, 
BS S$SS88 SSSS: 


SSSS8 SRsEi 


Ou 
oO 


3.25 
2.50 
3.00 
2.50 


3.50 
3.00 
2.50 
3.50 
2.75 


3.00 
3.00 
3.20 


2.50 
3.00 
2.50 


2.50-3.00 2.50-3.0( 


2.50 
2.50 





ELATED ACTIONS 


Company 


First Kansas 

George Washington 
Gibraltar Life, Texas 
Girard, Texas 
Girardian, Texas 


Golden State Mutual, Calif. ... 
Govt. Personnel Mutual, Texas 
Grange Mutual, Idaho 
Great National, Texas 


Great Northwest, Wash. ..... 
3reat Oil Basin 

Guarantee Mutual, Neb. ..... 
Guaranty Income, La. ....... 
GG DR ES av kwaces ess 


> * Ey eae ee 
Homesteaders Life, Iowa .... 
Hoosier Farm Bureau 
Imperial Life, Canada 
Indianapolis Life 


Industrial, Canada 

Jefferson National, Ind. ...... 
John Hancock 

Kansas Farm Life 

Kentucky Home Mutual 


Liberty Life & Acc., Michigan. 
Life Insurance, Utah 

Life of No. Amer., Pa. ...... 
Lincoln Mutual L. & C., N. D. 
Lincoln National, Ind. ....... 


Loyal Protective, Mass. ...... 
Lutheran Brotherhood, Minn.. 
Lutheran Mutual 

Maccabees, Michigan 

Midland Nat'l, S. D. ......... 


Midwestern United 

Minnesota Mutual 

Ministers Life & Casualty Union 
Modern Woodmen of America. 
Monarch Life, Canada 


Monarch Life, Mass. ........ 
Mutual Service Life, Minn. . 
National Educators 

National Equity, Arkansas .. 
National Fidelity, Mo. ....... 


National Guardian 

National Life, Canada 
National Life, Iowa 

National Life, Vermont 
National Old Line, Ark. ..... 


National Reserve, Kans. ..... 
New England Life 

New York Life 

North Central Life, Minn. .... 
Northern Life, Canada 
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Action 
Taken 


Continued 
Increased 

Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Increased 
Increased 
Increased 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
New 
Continued 
New 


Increased 

Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Modified 

Continued 


Continued 
Increased 
Revised 

Continued 
Continued 


From 


1/ 1/54 
6/ 1/57 
4/ 1/54 
1/ 1/55 


1/ 1/51 
1/ 1/55 
7/ 1/47 
1/ 1/55 


10/ 1/55 
1/ 1/57 
4/ 1/56 
1/ 1/57 
1/ 1/57 


1/ 1/57 
7/ 1/52 
1/ 1/58 
1/ 1/58 
7/ 1/57 


5/ 1/56 
1/ 1/51 
1/ 1/57 
1/ 1/55 
3/16/56 


10/ 1/53 
1/ 1/57 
1/ 1/58 
2/ 1/49 

10/ 1/57 


1/ 1/58 
7/ 1/54 
1/ 1/56 
1/ 1/57 
1/ 1/54 


1/ 1/54 
7/1/56 
7/ 1/57 
1/ 1/55 
1/ 1/57 


1/ 1/48 
7/ 1/54 
9/ 1/52 
5/ 1/50 
1/ 1/56 


1/ 1/57 
7/ 1/56 
1/ 1/52 
1/ 1/58 
1/ 1/55 


5/ 1/48 
1/ 1/58 
1/ 1/58 
1/ 1/51 
1/ 1/53 


1/ 
3/16/59 


1/ 1/59 
1/ 1/59 
1/ 1/59 
7/ 1/58 
1/59 
1/59 


1/58 
1/59 


Interest On—————_ 
Instalment Settlements 
Accumulations W * NW ft 


3.25 3.25 3.25 
3.00-3.50 2.50-3.00-3.50 ... 
3.00 2.50 2.50 
2.50 2.00 2.50 
2.50 2.00 2.50 


2.50  3.50-4.00 ae 
2.50 2.50 2.50 
3.00 2.50 2.50 
2.50 2.00 siti 
3.00-3.50 2.50-3.00 2.50-3.00 


3.00 4.00 4.00 
3.00 2.50 3.00 
3.25 3.00 3.00 
2.50 2.50 

3.10 


3.00 . 3.00 
2.50 
2.75 
4.00 
3.50 


, PROWHW WNW 


mee Besse SSuss Suess : BAS Sus: 
BSS RPSSS Sub: § 


BP, WWW NWWWW 


& SSess RSSsb Ses: 
S 2: 


00 3. 
3.00-3.50 3.00-3.50 
a 


WN PWWWH NWWWW WH 


a 
2.50 


3.00 
4.00 
3.00 
3.25 
2.50 


2.50 
3.35 
3.15 
; 3.00 
4.00 4.00 : 
(Continued on the next page) 


WWWW NWWEW WWWWW PWWWW 
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Company 


Northern Life, Wash. ........ 
Old American, Wash. ........ 
Pacific Mutual, Calif. ........ 
Palio Aaetican. 2... sce cee 
en ME, A ca ee 
Philadelphia Life, Pa. ........ 
Phoenix Mutual ............ 
Piedmont Lite. Ga... ......:. 
Pioneer Mutual, N. D. ...... 

Polish Rom, Catholic Union, Il. 


on SY is, Sn en ee 
Praetorian Mutual .......... 
Presbyterian Ministers’ ...... 
Protective Home Circle, Pa. .. 
Provident Mutual, Pa. ....... 


Prudence Life, Illinois ....... 
Reserve Life, Texas ......... 
Royal Neighbors of Am. ..... 
Savings Banks, N. Y. ........ 
Security L. & A., Colorado ... 


Security Life & Trust, N.C. .. 
Security Mutual, N. Y. ...... 
Shenandoah Life ............ 
Seas CF TROOWAY. ou iis ews ses 
Southern Farm Bureau ...... 
Southern States, Texas ...... 
Southern Union, Texas ...... 
Sovereign Life, Canada ...... 
Sie Pat ands otc dak 6 
State Mutual, Mass. ........ 
Teachers Ins. & Ann. Assoc. .. 
Teachers Protective Mutual, Pa. 
Tennessee Life, Texas ....... 
Reroe Ceitral . .. nek ee ce 
Bo oS rarer 


Union Mutual, Maine ....... 
United Home Life, Ind. ..... 
United Services, D. C. ...... 
Uist. EOE | Sk cee ceek wes 
University Life ............. 


Victory Mutual, Ill. .......... 
Western Farm Bureau, Colo.. 
Western Life, Canada ....... 
Western Mutual, Ill. ........ 
Western Mutual, S. D....... 


Western Life, Montana ...... 
Woman’s Benefit Assoc., Mich. 
Women’s Catholic Ord. of For- 

OS RES rene een pole ae 
Woodmen Accident & Life ... 
Woodmen of the World, Neb. 


World Ins. Co., Neb. ........ 
a Guaranteed rate. 


* Withdrawable. 
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1958 DIVIDEND ACTIONS—Continued 


Action 
Taken 


Continued 
None 

Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Modified 
Continued 
Continued 
Increased 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Increased 
Continued 


Continued 


Continued 
Continued 
Continued 
Continued 
Revised 


Modified 
Continued 
Continued 
Increased 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 
Continued 
Continued 
Continued 


Continued 
Continued 


Continued 
Modified 
Continued 


Continued 


Instalment Settlements 
From To Accumulations W * NW t 
Of Ss eiee ns 3.00 2.25 2.50 
Si RS fl Faas ae Fa aa 2.50 3.00 
1/ 1/56 1/ 1/59 3.15 3.15 3.15 
6/ 1/54 1/ 1/59 3.25 3.25 3.25 
1/ 1/57 1/ 1/59 3.15 3.15 3.15 
1/ 1/57 7/ 1/58 3.35 3.25 3.25 
1/ 1/56 7/ 1/58 3.00 3.00 3.00 
1/ 1/56 1/ 1/59 3.50 ea tie 
1/ 1/48 1/ 1/59 3.00 2.50 2.50 
1/ 1/54 9/ 1/59 2.50 2.50 
1/ 1/57 1/ 1/59 3.00 3.00 3.00 
1/ 1/58 1/ 1/59 3.00 3.00 3.00 
1/ 1/57 1/ 1/59 3.50 3.50 4.00 
4/ 1/50 / 1/58 2.50 2.50 2.50 
1/ 1/58 1/ 1/59 3.25 3.25 3.25 
1/ 1/48 1/ 1/59 2.50 2.50 2.50 
Ser as Co + 2.50 2.50 
4/ 1/52 4/ 1/59 < 3.00 3.20 
5/ 1/57 5/ 1/58 3.25 3.25 3.25 
1/ 1/56 1/ 1/59 3.50 3.50 3.50 
5/ 1/48 5/ 1/58 4.00 3.50 3.50 
5/ 1/57 5/ 1/58 3.25 3.00 3.00 
1/ 1/58 1/ 1/59 3.50 3.25 3.25 
7/ 1/53 7/ 1/59 3.00 2.00 2.50 
5/ 1/56 5/ 1/58 3.00 2.00 2.50 

® { 

if Tae; atyekek 3.00-3.50 2.50 3.00 
6/ 1/55 6/ 1/58 3.00 a see? 
1/ 1/51 1/ 1/59 3.50 3.00 3.50 
1/ 1/55 . 1/ 1/59 3.00 3.00 3.00 
1/ 1/58 1/ 1/59 3.00 3.00 3.00 
1/ 1/56 1/ 1/59 aa 3.375 3.375 
1/ 1/54 1/ 1/59 ae> 2.00 Fe 
7/ 1/54 7/ 1/58 3.00 3.00 3.00 
1/ 1/58 1/ 1/59 3.00 3.00 3.00 
1/ 1/55 1/ 1/59 2.00 2.00 2.00 
1/ 1/57 1/ 1/59 3.25 3.25 3.25 
1/ 1/55 1/ 1/59 3.00 2.50 2.50 
5/ 1/55 5/ 1/58 3.00 mea 3.00 
1/ 1/56 1/ 1/59 3.00 3.00 3.00 
9/ 1/56 9/ 1/58 3.00 3.00 3.00 
1/ 1/50 1/ 1/59 2.50 2.50 os 
1/ 1/56 1/ 1/58 3.00 2.00 2.50 
IRC . - a  ee 2.50 2.50 2.50 
1/ 1/55 1/ 1/59 3.00 3.00 3.00 
7/ 1/50 7/ 1/59 2.00—3.00 2.00 2.00 
1/ 1/53 1/ 1/59 2.50 2.50 2.50 
Ale: Became ey ern 3.00 3.00 ie 
1/ 1/56 1/ 1/59 2.00 Pe: * 
1/ 1/58 1/ 1/59 3.00 3.00 3.00 
7/ 1/50 7/ 1/58 3.00 3.00 3.00 
1/ 1/48 1/ 1/59 2.75 2.00 2.00 





+ Not withdrawable. 





Interest O 





¢ Except period certain portions of life income settlements, 3%. 
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N THE POST-MORTEM on Cock Robin everybody 
DT oaimed that it was somebody else who must have 
lone the low deed. When Jimmy spills the jam pot 
1is reaction to discovery is likely to be cherubic in- 
aocence. And when the product revolution in life insur- 
ance produces some unhappy results too many people 
try to duck responsibility for lack of foresight. 


Home Office Defense 


While we cannot quote any individual executive as 
representing the home office defense line on specials, 
jumbo group, family policies, and similar recent devel- 
opments, a composite statement might read as follows: 

“We instituted the . . . contract because we had to. 
Our general agents were crying their heads off for 
something to meet competition with, and the Remarkable 
Life had us beat six ways to Sunday on cost (or product 
appeal, as the case may be). Before that we were going 
along fine. We would never have put in a radical new 
line as we did if it had not been for pressure from the 
field.” 

The publication Probe, however, takes the field’s side 
of the case: 

“Historically, it isn’t true that the field forces have 
pressured anything out of their home offices. Not only do 
they not possess this kind of strength; but they have 
seldom, if ever, presented anything resembling a solid 
front. Companies have found it almost as easy to reject 
suggestions from their agents as to decline individual 
applications. 

“It’s true, of course, that agents like to be in a favora- 
ble competitive position and that innumerable sugges- 
tions have been made to accomplish it. If, however, 
today’s frenzied operations were simply the result of 
company acquiescence to agent’s demands, we would 
now see the most satisfied field forces in history. Instead, 
we see disturbance and disillusionment on all sides. . . .” 


Let's Retrace Our Path 


Some people have the belief that before the recent 
developments a slumbering happiness prevailed in the 
life insurance industry. Somebody (somebody else) 
murdered this sweet quietude. Competition started and 
now things are just plain bad. Now, anybody who has 
been in the business more than five years knows that 
anything approaching this view is nonsense. 

Competition has always been keen among life insur- 
ance companies and, except in wartime, between life 
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who did it? 


insurance and other products. The competitive climate 
back in the early 1950s became so intense that field men 
and their companies began to look for easy ways to 
escape from the existing competitive pressures. A new 
life insurance product must necessarily be devised in the 
home office, by teamwork between its actuarial and 
agency department creators; it is also certain that such 
a product is not often created in a vacuum, for no ap- 
parent market, and with no request whatever from the 
field for a policy to meet competition. 

When Company A delivers a brand new policy 
product to its field force for sale, and the product is 
successful, we may as well concede that the home office 
of Company A is the originator of this product, however 
much its field men—particularly general agents or man- 
agers—may have desired some policy which would be 
be competitive. When, however, the field men of Com- 
pany B complain about the policy and want one of their 
own, the B home office carries little blame for giving its 
men what they want. In fact the competition may, in 
the long run, allow them no choice in the matter. 


A Major Influence 


That field forces are a major influence in new devel- 
opments is borne out by a survey Life Association News 
conducted among its “questionnaire panel” of more 
than two hundred members of N.A.L.U. The question 
was: “Is a demand from field men for tools to meet 
competition and to give the public what it wants pri- 
marily responsible for the widspread introduction of 
new and novel plans of life insurance and changes in life 
insurance merchandising?’ Responses were: Yes, 
42.5% ; no, 35.1% ; maybe, 22.4%. 

Probe’s documentation of the non-involvement of the 
field force in the origination of developments consists 
of citing “disturbance and disillusionment”—which 
certainly exist. But it may well be asserted that the 
disturbance and disillusionment result from second- 
guessing and hindsight. The field force, and to some 
extent home office, thought the new contract would solve 
all their problems and it did not work out that way. Let 
us follow out why this could be so, with a hypothetical 
example. 

Suppose Company A (the one cited above, if you will) 
is in a poor cost position relative to other companies, 
particularly in relationship to Companies D and E, 
which are leaders in low net cost. A, a medium-sized 
company, brings out a high minimum special, being the 
(Continued on page 79) 
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Controlling Employee Benefit and 
Pension Costs 


This is a compilation of papers 
highlighting the experience and 
operating philosophies of companies 
which have taken carefully thought 
out steps to fulfill the needs of their 
employees and at the same time have 
taken positive steps for controlling 
the cost of these benefits. The ma- 
terial was originally prepared for a 
special conference held by the 
American Management Association 
in Chicago on March 11th and 12th, 
1957. 

The pamphlet is divided into five 
parts covering such subjects as the 
responsibility for employee benefit 
programs, current approaches to in- 


publications 


flation-proof pensions and the prob- 
lem of health insurance costs. 


127 pps; $2.50 per copy for mem- 
bers and $3.75 per copy for non- 
members of the American Manage- 
ment Association, Inc., 1515 
Broadway, New York 36, N. Y. 


Laff Insurance by Larry Shields 


This is a collection of jokes about 
all branches of insurance. Many of 
them will be familiar to the insur- 
ance man, but others may prove 
helpful for insertions in speeches, 
etc. 


125 pps; $2.95 per copy. Pub- 
lished by Vantage Press, 120 West 
31st Street, New York 1, N. Y. 
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Family Counselor... 


The Life Underwriter helps in the mak- 
ing of plans for the welfare and security 
of the family. 

Fidelity is proud of its life under- 
writers and family counselors and of 
the great job they are doing in the field. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY 


AT FAIRMOUNT AVENUE 
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Concepts of Actuarial Soundness in 
Pension Plans by Dorrance C. Bron- 
son, F.S.A. 


If the benefits promised some fif- 
teen million persons by some twenty- 
five thousand private pension plans § 
and a much greater number of pub- 
lic pension plans of a variety of & 
types are to be realized, financial 
resources must be set aside and held 
until the time they are needed. In 
a great majority of cases, the prom- 
ise of a retirement benefit is illusory 
unless the accruing obligations are 
offset by funds accumulated for the 
specific and sole purpose of honoring 
these obligations. This book con- 
cerns itself with the problem of ex- 
amining the rate at which, and the 
conditions under which, funds can 
be accumulated in order to assure 
participants in pension plans that 
they will receive the benefits to 
which they are entitled. 

In the course of this study the 
book considers such matters as the 
actuarial background of pension 
plans, actuarial assumptions and 


funding methods, funding media for §7,*’ 


pension plans, legislative actuarial 
soundness and government pension 
plans. 


183 pps; $5.00 per copy. Pub- 
lished for the Pension Research 
Council of the Wharton School of 
Finance and Commerce, University 
of Pennsylvania by Richard D, Ir- 
win, Inc., Homewood, Illinois. 


The "What's" of Agency Manage- 
ment by Fred A. Lumb, CLU 


This book on agency management 
covers such topics as the worth and 
potentiality of an agency, the kind 
of contract that should be signed, 
agency building philosophy, financ- 
ing, etc. The discussions are devoid 
of theory being confined to facts 
and figures only. The author has 
segregated those problems which 
develop differently in managerial 
agencies than in general agencies, s0 
that the discussions are equally as 
effective for one type of operation 
as for the other. 


136 pps; $2.00 per copy—less 
quantities. Published by The Rough 
Notes Company, 1142 North Merid- 
ian Street, Indianapolis 6, Indians. 
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HAS MANY BIG WINDOWS | 


/f you are looking 

for a big opportunity as a 

LIFE GENERAL AGENT 

ACCIDENT & HEALTH GENERAL AGENT 
BROKER 

or 


AN UNUSUAL BRANCH OFFICE 
OPENING 


We invite you to take a good /ook at 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 3: «: 


Credit 
Life 


Insurance 


CHARLES A. PETERSON 
Vice President 
Insurance City Life 


O MAN’s DEBTS should live after 

him. To believe that concept 
is to believe in credit life insurance. 
Credit life insurance is that form 
of insurance under which the life 
of a borrower of money, or the pur- 
chaser of goods, is insured in con- 
nection with a specific loan or credit 
transaction. 


Since 1916 


The first credit life insurance pol- 
icy was issued in the year 1916; 
since that time its growth in this 
country has been nothing short of 
phenomenal. No other type of in- 
surance protection has had such 
rapid development. The period sub- 
sequent to World War II has seen 
the most growth. 

For example, at the end of 1945, 
there was approximately $365,- 
000,000 of credit life insurance in 
force in the United States. In 11 
short years, that volume of insurance 
in force had increased to over 
$17,000,000,000. At the end of 1945 
there were just slightly over 2,000,- 
000 individuals covered by credit 
life insurance. At the end of 1956, 
over 32,000,000 persons were pro- 
tected. This represents an increase 
of over 4,500%. During this time, 
the average size of the policy in- 


creased from $173 in 1945 to $530 
18 


in 1956. In 1956, companies writing 
credit life insurance paid death claims 
of nearly $77,000,000. 

The large volume of insurance in 
force in this country today, the many 
millions of people covered by this 
protection and the important effect 
which the payment of millions of 
dollars of benefits has on the 
economy, places this type of insur- 
ance in a very important position in 
the insurance industry as a ‘whole. 
Where credit life insurance statis- 
tics have formerly been included 
along with other forms of life insur- 
ance, insurance companies and reg- 
ulatory bodies have recognized the 
importance of segregating such in- 
formation and establishing entirely 
separate departments and reporting 
forms to accumulate the information 
to which I have referred. 


All Types May Use 


Today all types of business firms 
may make this form of insurance 
protection available to their custom- 
ers, unless specifically precluded by 
state laws. The basic requirement for 
a credit life insurance program is a 
debtor-creditor relationship. Credit 
life insurance is being used in many 
areas of business in which one would 
not normally expect. One application 
is the “go now, pay later” plan of 
one of the major airlines. If a 
person wants to take a trip 
around the world, he can do so 


for a reasonable down payment, with 
the balance being paid off in regular 
monthly payments. His life is insur- 
ed automatically when subscribing to 
this plan. 


Survey Conducted 


Is credit life insurance really pop- 
ular with customers? In an attempt 
to answer this question, an indepen- 
dent survey was conducted by a 
Western University. Over 8,500 
purchasers of credit life insurance 
were asked by mail if they liked the 
protection and if they would buy it 
again. Of those who replied, 92% 
answered yes. Other similar surveys 
have revealed the same results. 

An interesting story on this point 
comes from an Indiana operator. A 
few years ago, after having had 
credit life insurance available to his 
customers for a long time, he decided 
to discontinue the issuance of the 
insurance. He _ was 


ers who asked for insurance and) 
were quite upset to learn that they 
could no longer buy this protection. 
Needless to say, he restored the 
credit life insurance program and iS 
today one of its strongest advocates.! 

It is not unusual for a lending) 
institution to achieve a very high 
participation by their customefs 
when the plan is on a purely op: 
tional and voluntary basis. Naturally 


(Continued on the next page) 
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the customers have to be told about 
the availability of the insurance and 
what it means to them. Once they 
have become familiar with credit life 
insurance and have learned the value 
of it, they will not be without it. 


Growing Pains 


As with a rapidly growing child, 
credit life insurance developed a few 
growing pains which meant prob- 
lems and unfortunately some abuses. 
The major abuses were: 


1. Excessive insurance. 

2. Pyramiding. 

3. Overcharging. 

4. Non-payment of claims. 


These abuses were caused by those 
who saw opportunities for unusual 
profits through the sale of credit 
life insurance. It is unfortunate that 
because of a small minority a dark 
shadow was cast upon the whole in- 
dustry, causing unfair criticism of 
the majority. This shadow has 
virtually disappeared in the light of 
legislative correction and common- 
sense awareness. 

With the growth of the credit life 
insurance industry, a need was felt 
for an association of credit life in- 
surance companies. Such an associa- 
tion was formed, calling itself The 
Consumer Credit Insurance Associa- 
tion. It is made up of companies in 
the United States who write credit 
life and credit accident and health 
insurance. This association, recog- 
nizing the need for uniform regula- 
tion throughout the 48 states, pro- 
posed a model bill which was sub- 





mitted to the National Association 
of Insurance Commissioners for their 
consideration and recommendations. 
The N.A.I.C. appointed a special 
sub-committee to review this matter 
and as a result of a recent meeting, 
have released the original model bill 
with their suggested amendments, I 
am sure that this will be carefully 
considered by all states and will be 
a major influence for the continued 
sound growth of this industry. 

Another form of insurance which 
should be a part of our consideration 
today is credit accident and health 
insurance. Basically, credit accident 
and health insurance serves the same 
purpose as credit life insurance does. 
However, it does pay off the full 
amount of the indebtedness at the 
time of the disability of the bor- 
rower. Rather, it pays on the basis 
of his monthly payments. After an 
initial waiting period has _ been 
served, usually 14 days, the credit 
accident and health insurance pays 
the individual’s monthly payment on 
a per diem basis during the term 
of his disability. 


Credit Accident and Health 


* Credit accident and health is as 
important as credit life insurance 
and perhaps more so. If a debtor 
dies, he may have had some form of 
insurance which will help his widow ; 
however, if a person is disabled, quite 
often there is no financial help. 
When a debtor is disabled, his fixed 
expenses continue, and if he is hos- 
pitalized and under the care of a 
physician, the additional burden of 
medical expense presents itself. 
Credit accident and health insurance 





is a logical consideration for more 
complete protection of the debtor 
and should be kept in mind in con- 
sidering future improvements of 
existing statutes. At least one large 
lending institution uses this coverage 
in Connecticut at the present time 
and finds it extremely satisfactory. 


The Outlook 


The low cost of credit life insur- 
ance and the popularity which it has 
achieved in the minds of the borrow- 
ing public will assure continued ac- 
ceptance and growth. Industry is 
convinced of its advantages and it 
has achieved recognition by insur- 
ance companies everywhere as 
indicated by the fact that there are 
about two hundred companies in the 
country today offering this type of 
protection. 

Clearly the greatest influence on 
the future of credit life insurance in 
the United States has been and will 
continue to be the level of consumer 
credit. There is no question in my 
mind that our present system of 
purchasing consumer goods on 
credit and particularly on the install- 
ment basis, will continue as a part of 
the American way of living. New 
uses for the application of credit life 
insurance are continually being de- 
veloped and credit accident and 
health insurance is rapidly develop- 
ing along the line that credit life 
insurance did a few years ago. 

Every indication points toward 
an increasingly security-minded pop- 
ulace which accepts the proposi- 
tion that no man’s debts should live 
after him. : 
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INDIANA 


IN THE DARK ON SELLING 


MUTUAL FUND SHARES ? 










GENERAL 


AGENCIES OPEN 
Florida © Georgia ®@ Illinois © Indiana ¢ Kentucky ® Maryland 

ichigan @ Missouri © New Mexico ® Ohio ¢ Pennsylvania 
Tennessee @ Virginia © West Virginia @ D. of C 


The modern life insurance salesman has a mutual fund connection so as to round 
out his ability to fulfill his clients’ needs. Yet many salesmen are “in the dark’’ on 
the various requirements of licensing and being able to sell mutual fund shares. 
Let us help answer your questions and show you how you might qualify to sell 
this type of investment. Write me—today. 


A. g. Noel, Agency Superintendent 





IN Arizona @ California © Delaware 


© Hawaii 
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H. HAROLD LEAVEY 
Vice President and General 
Counsel 
California-Western States 
Life Insurance Company 


nN 1932, when I first became a 

lawyer, an aged mother brought 
me the life insurance policy issued 
by a fraternal society upon the life 
of a son who had just died. The 
mother was the designated benefi- 
ciary. The son had married some 
years after the policy was issued. 
He executed an affidavit respecting 
a lost policy and had a duplicate 
issued. He then named the wife as 
beneficiary. The insurer had 
promptly paid off to the wife— 
beneficiary. After researching the 
law of California, I advised the 
aged mother that she did not have 
a valid claim. 

For the preparation of this paper, 
in order to ascertain the practices 
of a representative number of com- 
panies, I prepared a questionnaire 
posing fourteen questions, some with 
several parts. One hundred com- 
pleted questionnaires were returned 
from one hundred twelve trans- 
mitted. 

It appears from my survey that 
there may be said to be predominant 
practices among companies. Several 
indicated the matter had been given 
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considerable study before adopting 
the present liberal practices. The 
responses of approximately 10% of 
the companies indicate timidity. It 
is clear that a large percentage of 
companies have had an eye upon 
reducing cost of administration and 
of cooperating with or trying to 
please policyholders. 

90% of companies will issue a 
duplicate policy to a policyowner 
who completes an affidavit indicating 
loss or destruction of a policy. 60% 
require all beneficiaries and assign- 
ees to sign an affidavit. A very few 
provide a waiting period after a 
reported loss and before the issuance 
of a duplicate. Twelve companies 
make a charge for the issuance of 
a duplicate. 90% of those who will 
issue a duplicate ordinarily make no 
investigation of the facts, but accept 
the affidavit of loss. 


Issue Certificate Instead 


Many companies prefer to issue 
a so-called certificate of insurance 
after a reported loss rather than a 
duplicate. The conditions for such 
issuance are essentially the same as 
for the issuance of a certificate. 

A familiar policy requirement is 
that the policy must be surrendered 
in order to obtain payment of pro- 


ceeds. Twenty-four companies re- 
port that they no longer include such 
a provision in their policy forms. | 
made inquiry as to why companies 
made a requirement of surrendering 
the policy. About 75% of the com- 
panies state that they follow the prac- 
tice to reduce the number of in- 
quiries they believe they would get— 
perhaps years after payment of pro- 
ceeds from heirs or relatives of an 
insured person who may find the pol- 
icy. Twenty-four companies assert 
that possession of policy is addi- 
tional evidence of the identity of the 
payee. 

However, life insurance compan- 
ies make no effort to gain possession 
of a policy which goes out of force 
by non-payment of premiums. I 
know of no company which requires 
surrender of accident and _ health, 
automobile, fire or other policies 
upon either payment of loss or be- 
coming worthless by expiration of 
time. A minority of life companies 
have critically reviewed their costs 
involved in procuring surrender of 
policy. Some which have investi- 
gated, no longer make the surrender 
requirements. Some now require 
only surrender of title on front page 
of policy. 

It is my conelusion that, from a 
legal point of view, a surrender of a 
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policy is not necessary. Any purpose 
served is only a practical or admin- 
istrative one. Some companies, 
which do not require surrender, 


indicate considerably less corres- 
pondence or administrative burdens 
than were anticipated when the non- 
surrender practice was inaugurated. 


Other Replies 


Other replies show that: 
Only twelve companies require the 
posting of an indemnity bond where 
there is a lost policy and it is to be 
paid as a death claim. 
Eighty-one out of eighty-two com- 
panies indicate a practice of per- 
mitting a policy loan after a policy 
has been lost. Only two in such cases 
require an indemnity bond and five 
require an indemnity agreement. 
90% of companies permit a change 
of beneficiary after a policy has been 
lost. 10% assert they will not permit 
such a change. 
Ninety-one companies report they 
have not suffered any loss where a 
duplicate policy was issued after the 
original was claimed to be lost. Five 
companies reported a “loss.” Eleven 
companies indicate they have become 
involved in some litigation. In four 
companies, this involved only an 
interpleader action. Some cases are 


For January, 1958 


reported to have involved a “‘com- 
promise.” Only one company re- 
ported a case where a judgment re- 
quired in effect a payment twice. 
Since the amount involved was 
small and since a bonding company 
paid off on a forgery involved in 
the transaction, one suspects that 
this instance is not one to scare 
counsel. 

In answer to the question, “In 
prescribing conditions and _proce- 
dures for the issuance of duplicate 
policies, policy loans, cash surren- 
ders, or for settlements where poli- 


Cooperating with policyholders 


cies are claimed to be lost or de- 
stroyed, are you guided more by con- 
siderations of a purely legal nature 
or more by considerations of an ad- 
ministrative-clerical nature ?”” Twen- 
ty-five companies said purely legal, 
twenty-five companies said purely 
administrative-clerical, forty-three 
companies indicated both. 

Thirty-eight of the companies re- 
sponding to the questionnaire also 
furnished a copy of the form they 
use when the insured or owner of a 
life policy asserts that it is lost or 
destroyed and requests the insurer 
to issue a duplicate or copy of the 
policy. The forms are variously de- 
nominated as affidavits, declarations, 
statements or certificates of loss, and 
in a few cases, merely as applica- 
tion for duplicates or copies. How- 
ever, regardless of title, twenty- 
seven of the thirty-eight forms are 
to be executed as sworn statements 
before a notary public. The other 
eleven are not. 

Striking similarity was noted in 
the make-up and content of the 
thirty-eight forms furnished. All 
provided first for a description or 
identification of the lost policy. All 
also either inquired as to whether 
there had been any assignment. 
pledge, transfer or change in title of 
the policy or else asked the persons 

(Continued on the next page) 
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NOW! 
from Continental 


The Right Plan 
of Group Insurance 
for Firms of 
Every Size 


Now, your firm can have group 
insurance designed expressly for 
your needs . .. whether you have 
just a few employees or very 
many. Continental Assurance 
offers every standard coverage: 
life, sickness, accident, hospital, 
nurse and surgical. And Conti- 
nental also offers many unusual 
group services: 


1. Group Long-Term Dis- 
ability, ideal protection for 
key men and executives. 


Group Non-Cancellable 
Hospital-Surgical benefits 
for retired employees and 
their dependents. 


Group Major Medical to 
carry the immense financial 
load presented oy serious, 
prolonged medical care. 


Group Hospital-Surgical 
conversion privilege for ter- 
minating employees, a Con- 
tinental first. 
Backing every Continental plan 
is a tradition of flexibility. Con- 
tinental is determined to make 
your group plan as attractive 
as possible. Write us for in- 
formation. Or, talk with your 
agent and broker and learn the 
difference between realistic pro- 
tection and just another plan. 


CONTINENTAL 
Assurance Company 


310 South Michigan Avenue 
Chicago 4, Illinois 








Policy Replacement—Continued 


requesting the duplicate to swear, 
state or declare that no such transac- 
tion unknown to the company had 
ever taken place. 


Details Requested 


Thirty-three of the forms asked 
questions designed to bring out all 
the facts concerning the manner or 
circumstances of the alleged loss or 
destruction, twenty inquired as to 
how and where the policy was kept, 
who, had possession and when it was 
last seen. Twenty-seven requested 
a description of the efforts made to 
find the lost policy. 

Thirty-three of the forms included 
an agreement, as consideration for 
the issuance of a duplicate or copy, 
to indemnify the company or to 
save it harmless from any claims or 
expenses arising as a result of the 
transaction. 

Thirty-four included an agree- 
ment to send in to the company 
either the original, the duplicate, or 
the copy in the event that the one 
claimed to be lost or destroyed 
should ever be found. Thirteen con- 
tained an agreement to relinquish 
all right, title and interest in the 
original, and in any prior duplicates 
or copies, in consideration of the 
issuance of the duplicate or copy 
being requested. 


Reason For Caution 


Why would a company have any 
reluctance to furnish a duplicate 
policy? Why do some, even in fur- 
nishing a duplicate, do so without 
signatures? One may assume there 
is a fear of double liability. There 
are some cautionary pieces of ad- 
vice in circulation which may lead to 
fears. Companies generally, through 
their field forces and upon the filing 
face or jacket of a policy, urge the 
policyowner to keep it in a safe 
nlace. 

Generally. lawyers agree that it 
is the intangible contract which may 
be valuable and not the policy itself. 
For some reasons, however, there 
are opinions abroad, including some 
within insurance company offices, 
that the piece of paper called policy 
has a certain value which is pre- 
sumed lost if the policy is lost. In 


other words, some practically regard 
a policy in the same light as a nego- 
tiable instrument although it is le- 
gally clearly not negotiable.’ 

This concept followed by some 
insurance men may arise in part 
out of two sections of Williston on 
Contracts, Vol. 6, Sections 1878 and 
1890, stating that life insurance pol- 
icies may perhaps be mercantile 
specialties. Essentially, specialty 
means a promise under seal. Two 
English nisi prius decisions are cited. 
An examination of these does not 
lead to the conclusion that a dupli- 
cate policy should not be issued after 
a loss.? 


Waiving Surrender Requirements 


Another pertinent passage in W1l- 
liston on Contracts states that 
“apart from a protecting statute, it 
seems that an innocent holder for 
value by transfer from the owner of 
such a document as a policy of in- 
surance, a non-negotiable bond or 
note, or a savings bank book would 
not be ousted of his rights by the is- 
sue of a new instrument by the 
debtor even under a decree of 
court.’ 

As authority for this statement, 

Williston cites the Restatement of 
Contracts, Sec. 170 (4) which pro- 
vides : 
“If there is (a tangible token or 
writing, the surrender of which is 
required by an obligor’s contract for 
its enforcement), and the obligor 
does not obtain surrender thereof, 
he is under a duty to render the 
agreed performance in spite of a pre- 
vious discharge * * *, to an assignee 
who for value in good faith, without 
notice of the discharge, purchases 
from the obligee or from any as- 
signee such token or writing.” 

Research does not reveal an in- 
stance where this section has been 
applied to life insurance policies. In 
fact, several cases have raised an is- 
sue relating to the provision of the 


1 See “‘Are Life Insurance Policies Negotiable 
Instruments” (1955) XII Proc. Assoc. Life Ins. 
Counsel 389. Charles W. Kappes, Jr., Esq. 
Immel v. Travelers (1940) 373 Ill. 256, 2 
N.E. (2d) 114. 

2 Campbell vs. Christie (1817) 2 Starkie’s Re- 

ports 64. This involved insurance on a shi? 
with a change in voyage plans without the 
written consent of all underwriters. 
Forshaw vs. Chabert (1821) 3 Broderip & 
Binghams Reports 158 also involved ship 1 
surance and a change in plans not completely 
consented to in writing by underwriters. 


3 Williston on Contracts, Vol. 5, Sec. 1600. 
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policy which requires it to be sur- 
rendered. However, the courts hold 
that the insurer has a right to waive 
this requirement. It is said to be 
a requirement for the benefit of the 
insurer, 

Immel vs. Travelers Insurance 
Co.,® perhaps more clearly than any 
other decision, has established the 
rule of law that an insurer will not 
be required to pay twice where a 
duplicate policy has been issued. 
Here, a bona fide holder for value 
relying upon possession of the orgi- 
nal policy, failed to notify the insurer 
of his claim of right and company 
had subsequent transactions with in- 
sured to the prejudice of the one 
having physical possession of the 
original policy. 

Travelers issued a $25,000 policy 
to Volk upon his life. It provided: 
“No assignment hereof shall be 
binding upon the company unless 
made by an instrument in writing 
endorsed upon this contract, 
nor unless a duplicate shall be fur- 
nished to the company. . . .” 


Volk Assigned 


Volk assigned to Lumber Com- 
pany which gave insurer notice and 
a copy. Volk was president and 
principal stockholder of Lumber 
Company. Policy was destroyed. 
Volk, his wife, and Lumber Com- 
pany executed affidavit of loss or 
destruction and Travelers issued 
first duplicate. First duplicate (con- 
taining copy of assignment to Lum- 
ber Company) was delivered to 
Immel, trustee, in connection with 
Lumber Company financing. Trav- 
elers was not notified by Immel. 

Subsequently an unidentified per- 
son presented partially burned pol- 
icy and request made for duplicate. 
A second duplicate was issued and 
this came into possession of Volk. 
Lumber Company reassigned its in- 
terest in policy to Volk. Volk made 
a change of beneficiary to Noel State 

(Continued on the next page) 
45 wygert vs. Durham Life Ins. Co. (1956) 
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Shaw vs. John Hancock Mut. iy Ins. Co. (1936) 
Sup. Ct. Errors Conn, 182 Atl. 472. 

Royal Union Mut. Life Ins. Co. vs. Lloyd (8th 
Cir, 1918) 254 Fed 407. 

Mutual Benefit Life Ins. Co. vs. Swett (6th Cir, 
1915) 222 Fed 200. 

Supreme Council of the Royal Arcanum vs. Beh- 
og fi! 247 U.S. 394, 38 S. Ct. 522, 62 L. 


5 Supra n. 6. Trial Court and Appellate Court 


— = both held against insurer. Supreme Court 
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DESIGNED for 


MODERN LIVING 


THE PLICO 65 


newest addition to the 


preferred PLICO series plans— 


featuring... 


a low rate, whole life paid up at 65. 

M $10,000 minimum issue. 

M issued from ages 10 to 65. 

M waiver of premium. 

M $5.00 or $10.00 per month disability income. 


purchaser benefits for ages 10 to 14. 


THE PLICO 65 


FLEXIBLE FOR 
MODERN NEEDS 


Address inquiries to the Agency Department 


F hiladelphia A ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


Joseph E. Boettner, C.L.U., President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 


James H. Burdick, Agency Vice-President 




















Policy Replacement—Continued 


Bank, trustee, change consented to 
by insurer and endorsed upon sec- 
ond duplicate. Volk died and Trav- 
elers paid Noel State Bank. Immel 
sued insurer on theory of insurer’s 
negligence in issuing second dupli- 
cate. 

The court holding for insurer 
said : 
“We must not permit ourselves to 
confuse the contract of insurance it- 


self with the policy, which is a mere 
written evidence of that contract. 
The contract itself governs the rights 
of the parties and their liabilities to 
each other, and this must remain 
true whether that contract is evi- 
denced by one or several written 
instruments. It is also necessary to 
bear in mind that the policy is not 
a negotiable instrument and that it 
is governed by its own terms .. . 
An insurance company may lawfully 
provide that any policy it issues can 





Are the reasons 


BANKERS LIFE of NEBRASKA has shown 


such a TREMENDOUS INCREASE 
in BROKERAGE SALES 


eeep THE EXECUTIVE LINE ($25,000 Minimum) 
Executive Special — The Return Premium Executive — 


Executive 10 


(ey THE BUSINESS SPECIAL ($10,000 Minimum) 
<p THE SIXTY-FIVE SPECIAL ($10,000 Minimum) 


THE PREMIUM INVESTMENT PLAN 
(20-year guaranteed premium return) 


THE PROGRESSIVE BENEFIT PLAN 
(exclusive Juvenile Plan) 


| ah dtanieneshaecated ANNUITIES 
PARTICIPATING SETTLEMENT OPTIONS 


fas TOP TERM RIDERS 
(Return Premium Rider-Level Term, Additional Protect- 
ion Rider, Family Income Rider Available For 25 Years) 


[Tey UNDERWRITING (substandard Risks up to 500% 


Mortality) 


We Invite Inquiries 
Please Write, C. H. Heyl, Vice-President and Director of Agencies 


be assigned only upon such terms as 
are therein provided, and if such 
terms are not complied with, the 
assignment is invalid as against the 
company.” 

To the claim of right by a pledge, 
the court in the Jmmel case held that 
an assignment is an essential part 
of a pledge where the thing pledged 
can be delivered only by assignment. 

A different view of the relation- 
ship between assignment and pledge 
as regards a life policy was taken by 
the Minnesota Supreme Court in a 
1937 case® which did not however, 
involve a lost policy. Further, it was 
a case where the insurer was at all 
times aware of the existence of the 
pledge to the bank and its claim. 

The policy concerned provided 
that no assignment of it should be 
binding upon the company unless in 
writing and filed with the company. 
Insured, being indebted to the bank 
in excess of the face amount of the 
policy left it with the bank but at 
no time executed a written assign- 
ment although assignment forms had 
been furnished to the bank by in- 
surer at bank’s request. Insured’s 
wife was the named beneficiary. 

In this state of affairs insured died 
and his wife demanded the proceeds. 
Insurer, which apparently was _un- 
der pressure from the insurance 
commissioner, wrote the bank say- 
ing it intended to pay the wife-bene- 
ficiary unless restrained from doing 
so. The bank took no action and in- 
surer paid the wife without receiv- 
ing the policy, which the bank still 
held. 


Action Then Taken 


This action was then commenced 
against the insurer and the wife by 
the bank. The trial court found the 
policy was pledged as collateral and 
gave judgment for the bank against 
both defendants. In affirming the 
judgment, the Minnesota Supreme 
Court stated that in its opinion, 
where there is a prohibition in a 
policy forbidding the assignment of 
the policy without the consent of the 
insurer, the purpose of the prohibi- 
tion is to advise the company of 
policy assignments only, and_ that 
therefore the policy may still be the 

(Continued on page 33) 
6 Janesville State Bank v. Aetna Life Ins. Co. 


200 Minn. 312; 274 N.W. 232; 111 ALR 705 
(1937). 
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eas Vice President 
such New England Mutual Life 
the Insurance Company 
- the 

REQUENTLY | am asked by ex- 
dge, Brecatives of other companies what 
that § [| believe to be the secrets behind the 
part § growth and spirit of the New Eng- 
iged § land Life. Sales have almost doubled 
nent. # in the past five years and my inter- 
tion- § rogators suspect that some magic 
edge § formula has been used. Personally, 
n by # | don’t believe in magic—I don't 
in a @ think we have any secrets. Our sales 
ever, @ operation is no different from that 
was @ of hundreds of other companies. 
at all | was appointed to the vice presi- 
f the MH dency in charge of agencies after 


laim. 
vided 
id be 
SS in 
pany. 
bank 
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having traveled the route of the agent 
and the general agent. When IJ as- 
sumed the duties of vice president 
in the home office, I compiled a list 
of the requirements of the jobs of 
agent and general agent, the work 
that I already knew, to determine 
how many of those requirements 
would fit into my new assignment. 
It is obvious that I prefer to utilize 
the tried and the true whenever pos- 


ired’s § sible. This same predilection has 
ry. been characteristic of our company, 
1 died § whose sales have increased steadily 
ceeds. § despite (or because of) avoidance 
s un- § of sales gimmicks, radically “new” 
rance § policies, or unusual commission 
; say- § “deals” with agents. 

-bene- 

doing 

nd in- As a Producing Agent 

eceiv- ee be 

k still As an agent writing life insurance, 

I was told that in order to be success- 

ful, one should have: 

1. An adequate knowledge of the 

business. 

“ed 2. Ability to prospect continuously 
rence fi and to upgrade prospecting. 
‘ife by B , - : : 

3. An intelligent, understandable 
nd * presentation of life insurance, made 
al 7 an adequate number of times each 
waist week. 

i tt 4. Skill to close the sale immediately 
prem’ & after making the presentation. 
ee, f 5. Adequate records. 
; 6. Cooperation with the general 
— é agent or manager. 
a a One of the first work control 
it " 7 books given me had this statement 
ri ¥ on it: “Only as I am honest with 
a myself will I succeed.” That state- 
be the : " ‘ : 
ment made an indelible impression 
on me. I never forgot that I must 
Atk ‘70 fe not kid myself or anyone else about 
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little things 
add up 


the work | had to do to succeed as a 
salesman. I also soon discovered 
that a good agent is a better agent 
if he is teamed up with a successful 
general agent or manager rather than 
if he works for a mediocre individ- 
ual. 

















































As General Agent 


Having listed the requirements of 
the successful agent that had worked 
well for me, I made a similar list of 
requirements for a general agent or 
manager. The two lists turned out 
to be remarkably similar. Here are 
some of the items that appear on the 
second list : 





1. Adequate knowledge of the life 
insurance business. I learned that 
what is adequate for an agent is not 
necessarily adequate for a general 
agent. An agent might specialize in 
a certain area, whereas a general 
agent must be informed about all 
specialties. His job approaches that 
impossible assignment of being all 
things to all men in his agency. 

2. The general agent must know 
how to teach and train men in life 
insurance. He must know how to 
teach and train men to find a market ; 
to make an intelligent, understand- 
able presentation of life insurance; 
how to get agents to give their pres- 
entations an adequate number of 
times each week. He must be able to 
impart the necessary skill of closing 
cases. He must know how to teach 
and train men to keep adequate 
records and books; how to budget 
and live within a budget. An agent 
who is frantic in his attempt to close 
a case because of desperate need for 
subsistence money is frightfully in- 
effective. 

(Continued on the next page) 
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Little Things Add Up—Continued 


3. A large part of the general agent’s 
assignment is to inspire his agents 
to raise their sights. The agency 
head must know how to teach an 
agent to overcome all competition. 


4. The general agent must be an 
astute businessman, office manager 
and administrator. He must be the 
kind of leader who attracts and holds 
the right man for life insurance sell- 
ing. He must remember to keep the 
sales force happy and enthusiastic 
about the business, the company, and 
their associates, and he does not for- 
get that the office personnel must 
come in for their share of attention. 

Just as an agent turns to a general 
agent for advice, direction and help, 
a general agent needs the assurance 
that he can turn to the home office, 
and, more particularly, the agency 
department for the answers to his 
needs. 

What kind of an agency depart- 
ment did I want to head? What’s 
behind an effective agency depart- 
ment? What are the little things 
that add up? 


Identical Requirements 


Surveying the lists of require- 
ments for the agent and for the gen- 
eral agent, I discovered that almost 
the identical requirements must be 
expected of every member of the 
agency department. The sheer scope 
of the vice president’s job is over- 
whelming and the burden is far too 
much for one or even a few execu- 
tives to carry. I regard my agency 
department as my able right arm 
and, fortunately, the description of 
my job encourages delegation of re- 
sponsibility and authority. I never 
forget to use this privilege of the 
executive, and I believe my staff 
respects me for treating them as 
able, thinking, experienced special- 
ists. 

A happy, confident, and capable 
agency department staff can be a 
company’s greatest asset. To be a 
real asset, the staff should know 
how to accomplish every aspect of 
the agent’s job, as well as the gen- 
eral agent’s work. Moreover, they 
must be able to train men in the 
work of being successful agents and 
general agents. They must have the 
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knowledge and skill of specialized 
salesmen in the fieldforce. Agency 
department members must be com- 
petent in order to deserve the re- 
spect of both agents and manage- 
ment. 

Let me insert here, by way of 
parenthesis, that for many years, I 
have been disturbed by the fact that 
many life insurance companies pay 
less to a director of sales than they 
pay to the average individual he 
supervises in the field. A staff ca- 
pable of directing the sales activity 
of a life insurance company from 
the home office should be compen- 
sated on a basis commensurate with 
the size of their jobs. 


Six Areas 


Our agency department is made 
up mainly of persons taken from 
our sales ranks. They have been 
trained by us in home office agency 
department work. This training is 
continuous, and I regard the func- 
tion of training as being most im- 
portant. Our staff is divided into 
six areas which are as follows: 
Agency operations and finance—te- 
sponsible for making agency costs 
studies which involve a cost break- 
down of all the operating costs in 
an agency. These studies are made 
available to each general agent so 
that he can compare his costs with 
other similar offices—similar in lo- 
cation, size, area and age. The divi- 
sion also makes recommendations 
on the individual agency budgets 
and gets the data and prepares a 
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survey of the agency which gives an 
accurate picture of its growth, as 
well as its administration. 

They also prepare an agency anal- 
ysis for the director of agencies to 
use in his annual visit, and this 
enables the director to discuss intel- 
ligently, not only the cost account- 
ing items, but sales development as 
well. The analysis contains a five 
year picture of the full-time agents 
and their new business paid for, 
new organization which is the devel- 
opment of new men to replace those 
we lose through attrition, the devel- 
opment of areas outside of the 
agency city, the status of the agency 
training system, general over-all 
service to policyholders and, in addi- 
tion, an actual check-up of the phys- 
ical plant. 

This division also prepares and 
supervises all of the general agents’ 
contracts and amendments, as well 
as keeps records on our 1,610 full- 
time agents’ contracts and 3,700 
contracts with brokers and others. 
Sales promotion division—respon- 
sible for the creation, production and 
distribution of sales promotion ma- 
terial. When you say that fast, it 
doesn’t sound like anything extra- 
ordinary. However, in 1954, we sent 
out 313,000 letters and received 
27,400 replies; in 1955, 483,000 and 
received 47,000 replies; in 1956, 
675,986 with 57,427 replies, and in 
1957, we will have sent out approxi- 
mately 864,000 and expect to receive 
63,000 replies. Direct mail plays an 
important part in keeping our sales- 
men supplied with leads on people 
who may be interested in life in- 
surance, 


Visual Sales Matter 


Visual sales material such as we 
prepare, not only enables an agent 
to tell his story a little quicker but 
the prospect remembers it longer 
and, at the same time, may be moti- 
vated to action sooner. Much visual 
sales material indirectly serves as a 
means of teaching the agent by keep- 
ing him informed of new develop- 
ments. One picture sometimes 
equals many hundreds of words. 

The sales promotion division is 
responsible for the promotion of our 
production clubs and sales contests. 
Our November and December con- 
tests in 1955 helped us establish a 
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2s an new high in January 1956 of $21,- 
1, as 000,000 over our best previous Jan- 
uary ; in 1956, the contest helped us 
anal- beat the previous January by $14,- 
es to 000,000 additional. 
this After many years, I finally learned 
intel- why a salesman will work for a 
ount- contest; why he will spend more 
mt as time and more effort during con- 
i five test months than he will at any 
gents other time of year. The commis- 
| for, sions are the same and surely the 
devel- awards are not significant enough 
those to stimulate. My observation leads 
devel- —§ me to believe that the reason a sales- 
f the § man will work as he does in a con- 
gency —§ test or campaign is because he does 
ver-all § not like to be beaten—he doesn’t 
}addi- § like to lose anything. He wants to 
phys- § be a winner. 
‘s and 
gents’ Secretary 
swell Agency Secretary—concerned with 
O full- § the hundred some odd leases which 
3,700 we have in our general agencies and 
hers. district offices. Careful selection of 
espon- & the location, and experience in ne- 
on and gotiating leases affords us a savings 
on ma- § which, although difficult to estimate, 
fast, it is, nevertheless, important. Com- 
extra- § parison of rents in various cities, 
we sent comparison with other companies 
eceived Bt and studies of this nature help us 
00 and keep our costs, as far as rents are 
; 1956, concerned, in line. At the same time, 
and 1M F the agency secretary must also act 
PPFOX!’ Bas a secretary to all committees in 
 Tecelve B the agency department and at meet- 
lays an ings of our general agents and 
ir sales- Bieaders executive committees. 
1 people 
life in- §Pilot’s Log Division—publishes our 
monthly magazine and, equally as 
important, creates a number of ideas 
for visual sales promotion pages. 
ee Pension Consultant—our trouble 
| ot shooter, ever ready to be of service 
fitter on the 2,118 cases on the pension 
icker but aie to aie rage ‘bl 
t longer s. He is also responsible 
. Mor the training of agents to sell 
be moti- Bt. 2 
h visual @eemsion trusts. He has designed a 
ts isual sales booklet for the sale of 
rves aS 2 Boension plans, and held conferences 
‘by keep Be various arts of th t 
develop- § atonn ronan f. 
: ining men in how to sell pension 
ometim<s Bind profit sharing plans 
‘ords. : 
ivision is MPirector of Field Training—respon- 
ion of our BBible for developing, promoting and 
, contests. Mmaintaining all phases of our field 
nber con- §Pducational and training services 


stablish a f#hrough his division, he conducts 
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EQUITABLE LIFE OF IOWA IN 


— THE NORTHWEST 


In bustling cities and quiet villages of the Pacific 
northwest, through Washington’s apple country, 
Oregon’s rich timber lands and Idaho’s famous 
potato sections, Equitable Life of Iowa is ably rep- 
resented by these general agents and their agency 
associates. Theirs is a distinguished record of fine 
insurance service in keeping with Equitable’s 
high traditions. To these men, congratula- 
tions from the Equitable Life of Iowa! 
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LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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twelve schools per year. In this visited by one of the four directors 
division, we also have a man whose _ at least once a year for a two-and- 
responsibility it is to promote bro- one-half or three day period. In 
kerage business from the home office their visits, they review the agency 
level with the various general agen- analysis and make a thorough check 
cies. with the general agent as to whether 

Backed by this home office agency or not he is adequately representing 
department staff, our directors of the company in his territory, not 
agencies, four in number, with two only as to new sales, but as to serv- 
assistants, keep in close touch with ice to old policyholders and plans 
each agency; twenty-three agencies for continued growth. 


for each director. Every agency is (Continued on the next page) 












Little Things Add Up—Continued 


As a rule, he may have a speaking 
engagement before a local Under- 
writer’s Association, or perhaps the 
Life Insurance Trust Council of the 
city which is composed of attorneys, 
life insurance men and trust officers. 
He reviews the district agency de- 
velopment, as well as the local office 
development and watches closely the 
general agent’s financial advance- 
ment. He takes ideas from one 
agency to another to stimulate pro- 
duction. He acts as the contact man 
for the general agent in the home 
office at all times, and is responsible 
for promoting all of the company’s 
services in his assigned agencies, and 
for encouraging their growth and 
efficiency. 

The following are some policies 
and practices that ought to be men- 
tioned—all seemingly insignificant 
when taken separately but tremen- 
dously important in the long run. 

A. Communications 

1. Ten-year plan 

Just as we knew that an agent and 
a general agent must project a plan 


for the future, we also realized that 
the sales program of our company 
had to be planned well ahead. The 
result was a ten-year plan for prog- 
ress that has been both a guide and 
an incentive to both agency depart- 
ment and field. Broad plans of op- 
eration were laid out, pertaining to 
the expansion of agencies, number 
of agents, and amount of business 
to be written—among other factors. 
The success of the plan for progress 
attests to the necessity of such a 
master plan, revised from time to 
time, according to the needs of the 
company. 


Systematic Checking 


A master plan, however, would 
be of little value unless there was a 
systematic method of checking prog- 
ress. Our agency department—di- 
rectors, and the training, sales pro- 
motion, and finance divisions—are 
well aware of their individual roles 
in the master plan. In order to keep 
on schedule, each division submits 
at the end of each quarter a report 
covering what has been accom- 





EXECUTIVE VICE-PRESIDENT 


MAKES CALLS WITH AGENT! 


Home State Life’s Executive 


Vice-President L. L. Hoecker, 
center, here makes a sales 
presentation with agent L. H. 
Hasemeyer, right, to a grocery 
store owner prospect in Fort 
Worth. Hasemeyer is an out- 
standing salesman with 17 years 
with Home State Life. 


The plan of having company 
executives make sales calls from 
time to time with outstanding 
salesmen is evidence of the 
closeness of Home State Life 
company Officials to their agents 
and their customers. The result 
is sound, practical, saleable 
policies, profitable for customer, 
agent and company alike. 





INSURANCE COMPANY 
HOME OFFICE 6TH and N. ROBINSON 


OKLAHOMA 


28 


Cc 


oe ee | 


plished and projecting activity for 
the ensuing quarter. 

As one of our division heads 
wrote in a memorandum to me, 
“These detailed plans, in writing, 
coupled with periodic written re- 
ports of progress, force everybody 
not only to think through problems 
but to put them on paper, a method 
that has a way of amplifying loose 
thinking. Reports of progress are 
reminders of tasks we promised our- 
selves we would do but left undone 
under the pressure of every day 
expediency.” 

In all divisions of the department, 
projects for the next year are out- 
lined in December, and due dates 
given them. Such reports put the 
spotlight of facts upon existing situ- 
ations. These quarterly and annual 
reports are widely circulated among 
the entire agency department and 
home office executives. There can 
never be much question about what 
has been done and what is expected 
to be done toward the whittling 
down of objectives stated in the 
ten-year plan for progress. From 
my personal viewpoint, I consider 
this aspect of our communications 
system quite essential; our line and 
staff type of organization would be 
weak without this strong support. 
2. Staff meetings 
When the agency department was 
smaller than it is now, many of its 
activities were discussed around the 
lunch table in the company cafeteria. 
Everybody on the staff was kept 
fairly well informed about one an- 
other’s activities. As the depart- 
ment grew larger, it became appart- 
ent that informal meetings should 
be held once a week and that they 
should be scheduled regularly. 


Secretaries Attend 


In addition to the staff of the de- 
partment, secretaries take turns at: 
tending the meetings in order to 
understand better how their work 
fits into the general scheme o 
things. 

We strive for an informal atmos 
phere at these meetings. Each pet 
son is given an opportunity to make 


a contribution, to ask questions, ty 


try on an idea for size. Often the 
staff meetings serve as a testing 
ground for ideas brought back from 
the agencies, or ideas that have bee 
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developed by one of the divisions. 
| believe such staff meetings in 
which everybody is encouraged to 
give free expression to his ideas is 
one of the best ways an agency 
officer can have for evaluating the 
work being done by his associates 
irom week to week; also, to detect 
possible weaknesses or morale situa- 
tions that might go unnoticed. 

3. Staff meetings with other depart- 
ment heads 

Aware that a sales department of 
a home office can become severely 
detached and independent in its 
functioning unless steps are taken 
to prevent such detachment, last 
year we inaugurated a series of 
informative meetings. Various de- 
partment managers were invited to 
talk to our agency department about 
the nature of their work and its 
relation to agency department activi- 
ties. The result has improved mu- 
tual understanding. Other than the 
exchange of operational information, 
an important by-product was that 
all departments which participated 
in the program were reminded of 
their interdependence. 


Executive Committees 


4. Staff meetings with executive 
committees of the general agents 
association and the leaders associa- 
tion 

These executive committees meet at 
the home office yearly to share ideas 
with various home office personnel. 
So that certain suggestions related 
directly to the jobs of agency de- 
partment members may be heard 
first-hand, our staff is urged to sit 
in on the proceedings of the execu- 
tive committees. In this way, the 
general agents and the leaders get 
to know our staff specialists per- 
sonally, and we are enabled to un- 
derstand more fully how to assist 
our management and sales force. 

3. Policy manual 

When I first came to the home 
office, I found myself, making de- 


cisions about a variety of subjects. 


In my search for right answers, I 
Was continually having to determine 
vhat precedent had been by inquir- 


to makeing as to decisions made about sim- 


lar cases in the past. This was 
umbersome and inefficient. More- 
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others as new to the work as I was. 
We all needed to know in a hurry 
what company policy was as it re- 
lated to agency management, and 
we needed to have policies. 

Out of the need for consistency in 
policy, there evolved a policy man- 
ual, which states not only the policy 
toward decisions related to some 
seventeen topics, but also the rea- 
sons behind the policies. 

The advantages of such a policy 
manual are substantial, and I recom- 
mend it as a means of standardizing 
the operation of an agency depart- 
ment in which authority is vested in 
several persons. Any newcomer to 
the department can consult the 
manual and make decisions that are 
just and consistent and equitable. 
A general agent or a manager can 
be confident that his home office 
director is making decisions based 
on policies common to all of our 
ninety agencies. 

I believe that communications have 
an important bearing on morale. The 
destructive grapevine works hardest 
in organizations where management 
fails to provide necessary informa- 
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tion to the people involved. It is 
a childish and often a damaging 
characteristic of management some- 
times to hold back information so 
as to feed their ego with the thought, 
“I know something you don't 
know.” How much better to inform 
people involved about changes in 
policy as quickly as practicable! 
6. Trip reports 
Another method of keeping every- 
body on the staff informed is the 
trip report. Every member of the 
department who makes a visit to 
an agency circulates among the de- 
partment and executes a detailed 
report as to his findings in the 
agency. We also have a telephone 
report form for use by directors. 
This, too, is circulated. 
7. Bulletins 
If we seem to have a surfeit of 
bulletins emanating from the agency 
department, it is all in the interest 
of keeping our people, both in the 
home office and in the field, informed 
as to what is going on. We believe 
that mistakes are kept to a minimum 
this way. 

(Continued on the next page) 





Little Things Add Up—Continued 


Each week, the secretary of the 
department publishes a summary of 
proceedings at the regular staff 
meeting, primarily for the informa- 
tion of traveling personnel who had 
to be absent. However, everybody 
gets a copy of the bulletin for his 
file. 

Also, the secretary publishes for 
general circulation throughout home 
office departments, a “confidential 
bulletin.” Its main objective is to 
inform as to visitors expected, 
changes being made in agencies, and 
other occurrences. 

A third publication, a bi-weekly 
bulletin entitled, “Agency,” con- 
tains memoranda and letters from 
various members of the department. 
In this way, the general agent or 
manager receives all communica- 
tions from the agency department 
under one cover, with an index. 


Stimulation 


The sales promotion division has 
its own “Sales Promotion Check- 
Up” sent to each agent and to people 
in the home office. This is issued 
about once a month in the interest 
of keeping agents stimulated with 
new and interesting sales material. 
We try to make it easy for the agent 
to sell if he will remember to expose 
himself to the life insurance market. 
B. Responsibility and authority 
Among the advantages most appre- 
ciated by my associates in the agency 
department is the security they en- 
joy in the knowledge that they are 
given authority to carry out the 
responsibility assigned to them. 
“Delegated authority” probably is 
the most glibly uttered, yet least 
practiced, of all administrative con- 
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You'll get it quicker if your pos- 
tal delivery zone number is on 
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to speed mail delivery. Be sure 
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your return address—place it 
after the city, before the state. 
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cepts. Many executives gleefully 
deal out responsibility in reckless 
fashion but keep the authority to 
themselves—or, at best, dole it out 
in miserly fashion. Such a practice 
is the sure way to breed defeatism 
and frustration among personnel. 

It is better, I believe, to delegate 
authority in a literal way. If a di- 
rector, for example, has the respon- 
sibility of assisting an agency head, 
he must have complete, uncondi- 
tional authority. He must be confi- 
dent, not at certain times but at all 
times, in matters great and small, 
that he has the support of his execu- 
tive officers. By adhering rigidly 
to this policy, I am freed for my 
primary role as counselor and ad- 
viser to the staff, and the individuals 
on my staff are encouraged to grow 
through exercise of delegated au- 
thority. 

Most of the men in the department 
have had considerable field experi- 
ence that required them to make 
their own decisions and to stand 
on their own feet. It would be 
difficult for them to work in an 
agency department that did not give 
sufficient authority for a sustained 
feeling of personal importance in the 
handling of the various positions. 


A Solid Relationship ~ 


Authority is granted in propor- 
tion to responsibilities listed in the 
job descriptions. Because of this 
authority, our staff enjoys not only 
a friendly relationship, but a solid 
business relationship with our agents 
and the agency heads. In my experi- 
ence as general agent, I would have 
had little respect had the company 
sent me merely errand boys from 
the home office who could not make 
decisions on the spot. 

C. Teamwork and pride 

One of my earliest impressions of 
employment in the home office was 
the importance attached to the con- 
cept of teamwork. I learned that 
just about the highest compliment 
that could be paid one of the staff 
was that “he is a good team man.” 
Each man had his responsibility and 
authority, but there was no room 
for prima donnas. 

Teamwork must be an essential 
quality of a good agency department. 
There are numerous occasions in our 
company, such as schools and con- 


ventions, when individuality must be 
subdued for the purpose of accom- 
plishing a task in the most profi- 
cient way. Yet, the nature of the 
department’s work requires that 
personnel be highly individualistic ; 
that they be able to take initiative 
and use sound judgment ; that many 
be of the so-called “sales tempera- 
ment.” I should not want to be 
surrounded by “yes men,” even if 
they were available. Intelligent 
questioning of procedures is a source 
of strength, and a means to im- 
proving performance. 


Hand-in-Hand 


We have tried to give our staff the 
security that comes with both inde- 
pendence and teamwork, and have 
found that these qualities are not 
contradictory but that they go hand 
in hand. 


D. Human Relations 


I deliberately have reserved a dis- 
cussion of human relations for the 
last, for I feel that we need to know 
more about motivational behavior. 
What keeps personnel behaving at 
a high level of inspiration for maxi- 
mum results? On the other hand, 
what makes them behave perfunc- 
torily with minimum results? What 
can be done to help our agency de- 
partment staff behave like cham- 
pions consistently? I suggest they 
be treated like champions. 

Loyalty and efficiency are not cre- 
ated overnight by some code or 
appeal or promise or hand-out. 
Morale and team spirit are the prod- 
uct of consistently high executive 
character displayed over a period of 
years. The character of leadership 
includes forethought in the interest 
of employees, fairness and imparti- 
ality, liberality in giving credit 
where credit is due, honesty in living 
up to promises. 

But to all these necessary quali- 
ties, we have to add something 
special: Consideration of the staff 
in minor matters. Only through 
many people is it possible for a 
company to progress. We cannot 
boast of an “open door” policy; we 
must go through the open door t0 
reach our staff. 


taking my staff, each one different 
in temperament, emotions and skill 
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and developing them into a satis- 
factory work unit. Morale, it has 
been said, doesn’t start at the bot- 
tom of an organization, but trickles 
down from the top. 


Fulfill Potential 


The joy of leadership and the 
thrill of being in charge of men, 
whether in an agency or in a home 
office, consists in spending the last 
ounce of your management talent 
so as to see the men under you 
fulfill their highest potential in their 
jobs and raise their stature as effi- 
cient workers. 

Eugene J. Benze, in his book “Of- 
fice Administration,’ writes that, 
“Morale, in a nut-shell, is determined 
by the degree to which employee 
‘wants’ are satisfied. ,The satisfac- 
tion of employee ‘wants,’ therefore, 
creates morale. It is as simple as 
that.” 

What do people want? I believe 
they want to be treated as one who 
belongs, to be kept informed of com- 
pany matters that might affect them, 
to have their suggestions received 
with attention, to be promoted ac- 
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cording to their merits, and to work 
under executives they can respect. 

Not many years ago, security 
headed the list of wants, but polls 
during the past five years indicate 
that other wants rank above secu- 
rity and even above the amount of 
salary. Social and emotional needs 
rank high nowadays, and they can’t 
be played around with as things to 
be extended by grace of a company. 
They are at the core of morale. The 
work that men do is an essential 
part of their lives, not mainly be- 
cause by it they earn bread, but 
because a man’s job gives him 
stature and binds him to society. 


Individual Recognition 


In helping our agency department 
and fieldforce to progress, I try not 
to forget that every one of us hun- 
gers for recognition as a unique 
individual. Trivial though symbols 
of recognition may appear to one 
who has grown beyond them (and 
do we ever grow beyond them?), 
they are of vital importance. How- 
ever humble a man’s job may be, 
he is entitled to be given the assur- 


There are still quite a few peo- 
ple in the good old U. S. A. we 


haven’t written yet. 


THE 


NATIONAL LIFE 
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INSURANCE COMPANY 
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ance that it is important and that 
his ability in it is highly regarded. 
He needs the assurance over and 
over that he is wanted and that 
he belongs. 


MILLS LAW SUPPORTED 


THE AMERICAN LIFE CONVENTION 
and the Life Insurance Association 
of America have formally presented 
to. Secretary Anderson a statement 
urging the Treasury Department to 
support an extension by Congress 
of the Mills law to cover the tax 
year 1957. The letter sent the Treas- 
ury emphasizes that the 1942 life 
company tax formula was aban- 
doned in 1947. Since then, Con- 
gress has shown no intention to re- 
vive it and the Treasury has never 
advocated such action, says the 
letter. Reapplying the abandoned 
formula would so drastically change 
the basis and incidence of Federal 
income tax on individual companies 
that it would be tantamount to en- 
acting an entirely new law, accord- 
ing to the life insurance organiza- 
tions. 
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Policy Replacement—from page 24 


subject of a valid pledge or gift 
since another policy provision, that 
the policy must be delivered to the 
company as a condition of payment 
of proceeds, is designed to advise the 
company of any other claim under 
the policy and protect it from paying 
the policy twice where the insured 
had placed the policy out of the 
possession of the beneficiary by 
pledge or gift. 


The Minnesota court relied upon 
three earlier cases 7 for its statement 
that an anti-assignment clause does 
not apply to transfers of the policy 
by pledge or gift. Although the 
Minnesota case itself was not cited 
in the later Immel case, the Travel- 
ers’ case was cited. The Illinois 
court noted that the New York case 


7 Traveiers’ Ins. Co. v. Healey, 19 Misc. 584; 
44 NYS 1043. 
Pog v. Kreutzinger, 27 Mo. 311; 72 Am. Dec. 


Opitz v. Karel, 118 Wis. 527; 95 N.W. 948; 62 
LRA 982. 
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prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 


3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a_ satisfactory level. Result: 
establishment in business without 


indebtedness! 


4. Group sales: Monarch men can 
offer group insurance as well as 
personal insurance—group disa- 
bility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
@ management training program 
that is working! 
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was not decided by a court of appel- 
late jurisdiction. The Missouri case 
involved a policy of fire insurance 
rather than a life policy, and the 
Wisconsin case stated that a policy 
which provided an assignment must 
be in writing could be the subject of 
a valid gift by mere delivery only if 
the insurer did not seek to enforce 
the provision against the assignee. 

For these reasons it appears the 
Immel case contains the better-rea- 
soned view of the law on this point. 
The important distinction between 
the two cases is that Aetna, the in- 
surer, in the Janesville State Bank 
case, did have notice of the pledge. 
The insurer in the Jmmel case did 
not. 

It is because of this reasoning 
that one legal counsel wisely ob- 
served that the most important thing 
to examine is company’s own file to 
determine if company has been put 
upon notice of any claimant’s inter- 
est in the policy. 

The court in the /mmel case stated 
the public policy argument well: 
“It is essential to the prompt pay- 
ment of losses that life insurance 
contracts be denied negotiability, 
and prompt payment of losses has 
come to be one of the most desirable 
of the attributes of such contract. 
Life insurance is depended on for the 
payment of estate taxes, for the edu- 
cation of children, for all forms of 
immediate cash demands and for 
the very living of the family of the 
deceased policyholder pending ad- 
ministration. Any impairment of 
this vital feature of the most general 
American contract would be of se- 
rious consequence to millions of peo- 
ple, and yet this very thing would 
result from any conclusion different 
from that which we have arrived at. 

Under the law, there is no reason 
why duplicate contracts may not be 
issued as the convenience of the 
policyholder may require. If, how- 
ever, it should be held that these 
contracts are negotiable or trans- 
ferable without notice, then the com- 
panies will, of very necessity, require 
a substantial bond for replacement. 
If a company must pay at its peril. 
with the ever-present possibility of 
secret liens, or that another policy 
may be outstanding, then come the 
dangers of forgery, theft and other 
frauds, and against these there 

(Continued on page 34) 
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would be little possibility of protec- 
tion. Even by interpleader, it would 
be impossible to know who should 
be made parties. 

We believe that the only safe 
course is to continue to hold, as we 
do, that these policies are not nego- 
tiable, that they are not contracts but 
merely evidence of contracts, and 
that the companies, in good faith, 
may safely pay promptly to those 
shown by their own records to be en- 
titled to payment.” 

Even where policy is delivered to 
a specified beneficiary in payment for 
services rendered, the insured -has 
been permitted to execute an untrue 
affidavit of loss and when a duplicate 
has been issued, change the benefi- 
ciary. The insurer has been held not 
to have a duty ‘to take precaution to 
guard against a false statement by 
the insured.4 


Previous Beneficiary not 
Prohibitive 


The fact that an insured does not 
have the policy in his possession does 
not bar him from changing a bene- 
ficiary. The retention of the policy 
by a previously designated benefi- 
ciary does not give such beneficiary 
a veto right over the contract provi- 
sion reserving to the insured the 
right to make a change of benefi- 
ciary.® Such change of beneficiary 
can be made to the prejudice of a 
wife beneficiary 1 through a dupli- 
cate, The same result follows even 
if wife has had the economic burden 
of the premiums from her funds.™ 

Some states have provided by 
statute that a company which pays 
the proceeds by way of discharging 
its obligation under the contract by 
paying in accordance with the terms 
of the policy or pursuant to ternis 
of an assignment, if there has been 
one, is fully discharged, unless, of 
course, another person has filed 
notice with company of a claimed in- 


8 Shaw vs. John Hancock Mut. 
Sup. Ct. Errors Conn. 182 Atl. 472. 
9 Witt vs. John Hancock Mut. Life Ins. Co. 
(1935) Sup. Ct. N.Y. App. Div. 282 N.Y.S. 874. 
10 Alfama vs. Rose (1949) Sup. Jud. Ct. Mass. 
83 N.E. 2d 868. A group insurance certificate was 
involved in which untrue affidavit was made to 
procure duplicate policy. 
Metropolitan Life Ins. Co. vs. Jokiel (1940) Ill. 
App. 4 life cases 1160. 

11 Royal Union Mut. Life Ins. Co. vs. Lloyd 
(8th Cir., 1918) 254 Fed. 407. It should be noted 
that in Mr. Henley’s paper (Supra n. 2) he re- 
ferred to the lower court decision only in this 
case, 
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terest in the policy.* I am some- 
what surprised that Legal Counsel 
have not sponsored the adoption of 
such statutes in more states. 

Research reveals little case au- 
thority dealing with the situation 
where insurer issues a duplicate pol- 
icy or copy upon the affidavit or 
declaration of.insured that the orig- 
inal is lost or destroyed, pays the 
proceeds to the beneficiary as shown 
on the duplicate, and subsequently 
is faced with a claim from one in 
possession of the original who pur- 
ports to have taken as donee from 
the insured. 


Recent Case 


There is one recent gift case how- 
ever, which involved a suit to obtain 
proceeds of group life policy where 
the master policy, and certificate is- 
sued to each insured, provided the 
certificate and the insurance and 
benefits (prior to loss) should be 
non-assignable. Insured gave his 
certificate to his son as a gift and 
thereafter remarried and without 
surrendering certificate (he repre- 
sented to insurer that original cer- 
tificate was lost and received a dupli- 
cate certificate) changed the bene- 
ficiary from his son to his wife. 

After both son and widow had 
filed suits, the insurance company 
filed bill of interpleader and paid 
proceeds into court. Trial court en- 
tered decree adjudging son entitled 
to the proceeds as donee of a valid, 
irrevocable gift. Upon the widow’s 
appeal, the Maryland Court of Ap- 
peals held that insured could not 
give his son that which the insurance 
contract prohibited. The trial court 
was reversed and the widow held 
entitled to the proceeds as the bene- 
ficiary of record.1* The opinion does 
not reveal whether the court at- 
tached any significance to the lost 
certificate—duplicate factor in the 
case, 

There have been many litigated 
cases involving both inter vivos and 
causa mortis gifts of insurance pol- 
icies. which have not involved any 
problem relating to a lost policy.’ 

12 Ariz. Ins. Laws, Art. 11, Sec. 25 
Calif. Ins. Code, $. 1017 
Idaho Ins. Laws Chap. 14, 41-1401 
La. Rev. Stat. 22:743 
N.J. Stats. 17:34-8 

13 Bimestefer vs. 
205 Md. 541 (1954) 


1433 ALR 2d 273. This annotation reports 
many of these cases and the rules they establish. 


Bimestefer, 109 A2d 768; 


Since they do not, no particular pur- 
pose would be served here in specu- 
lating upon how those rules might 
be applied in a case which did include 
a lost policy—duplicate problem. 
One writer on the subject of gifts 
of life insurance has stated : 
“Only if the company, ignorant of 
the gift, paid the beneficiary in re- 
liance on the policy’s being as it 
seemed to be, would anyone be hurt. 
In such case, the insured would be 
estopped ; the donee, as a volunteer 
would be bound by that estoppel, 
and also to blame for not notifying 
the company of his assignment.® 
Suffice it to say here that a life 
policy is clearly an appropriate sub- 
ject of gift.1® It is the policy of the 
law to receive with caution the claim 
to a gift asserted for the first time 
after the death of the alleged donor, 
and that the burden is therefore upon 
the purported donee to establish a 
completed gift by clear and convine- 
ing evidence.17 Research did not 
turn up any cases where a lost policy 
involved in a gift caused the insurer 
a double liability. 


Interpleader has been held not 
proper where a duplicate policy has 
been issued.1® The Tennessee Su- 
preme Court stated that the insut- 
ance company may have so handled 
the matter as to become liable on the 
original and to have become liable 
upon a duplicate issued in lieu of the 
original. The leading cases on this 
subject, Conn. Mutual vs. Tucker™ 
and National Life Ins. Co. vs. Pim 
grey,”° assumes that the insurer was 
not in the position of a disinterested 
stockholder. The interesting thing 
about these cases is that the court 
did not consider it necessary to de: 
termine before dismissing the inter- 
pleader action whether the insuref 
actually did incur a second liability 
by issuing a duplicate.24 The late 
decisions following the Immel case 
point to the conclusion that if 
court critically examines the prob 
lem, interpleader should be held t 
lie. 


15 Alan Loth, Gifts of Life ae Ins 
ance Law Journal, Sept. 1945, p. 519. 
16 Supra, n. 20, p. 277. 
17 Lo Presti vs. Manning, 13 P2d 1002; 12 
cA By (1932). See also 33 ALR od 273, 32 
8 American National Ins. Co. vs. New 
(1987) Tenn. 3 Life Cases 2d 356. 
a (1901) ‘yg Atl. 26. 
20 (1886) 6 N.E. 93 
(1887) 11 N.E,. 562 
21 Problems of the Insurer, E. M. Gros 
(1933) 13 Boston Univ. Law Review 440. 
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HAND-OPERATED DUPLICATOR 


Completely new from feed tray to re- 
ceiving tray, this hand-operated model 
direct process duplicator is said to possess 
all the advanced features of the electric 
models, except for the electric drive and 
those controls pertaining to electronic op- 
eration. The machine offers new engineer- 
ing and operating features for increased 
versatility and adaptability both in general 
duplicating and in simple system use. In- 
cluded are a new eighteen inch drum 
width which can accommodate forms up to 
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office efficiency 


18 x 14 inches in size, fully adjustable 
side guides and feeder wheels which per- 
mit feeding from any position across the 
feed tray and snap-in, snap-out adjustment 
of rubber pressure pads to assure con- 
stantly similar pressure. Finished copies 
automatically fall into stacked alignment 
on the two-position receiving tray which 
can be adjusted to correspond with the 
setting on the feed tray. The master 
clamp is divided into sections, each self- 
adjusting to varying or multiple thicknesses 
of master paper and is said to feed 500 
sheets of paper automatically, at a speed of 
120 copies a minute. Other features include 
selective liquid distribution which permits 
the operator to confine the flow of liquid 
to the area being duplicated; a visual 
liquid gauge on the fluid tank; and a 
three-digit reset counter. 


MAIL MASTER 


A compact unit that will open, seal, and 
affix stamps to envelopes, the Mail Master 
helps to speed up the movement of incom- 
ing and outgoing mail. Easily portable 
since it weighs only six and one-half 
pounds, it measures eight by eight by 
seven inches high, and has a carrying 
handle. Constructed of aluminum, steel, 
and brass at points of water contact, with 
ground steel cutting knives in the stamp 
affixer and self-sharpening rotary blades 
in the opener. It is modernistic in design 
and is available in a blue-grey fine 
wrinkle finish. Coils of five hundred 
stamps, in many denominations, joined 
sidewise, are available at any post office. 
A product of the Commercial Controls 
Corporation, a subsidiary of Friden Cal- 
culating Machine Company. 


SMALL ELECTRONIC 
COMPUTER 


Efficiency and economy for small and 
medium sized businesses is claimed for 
the Monrobot IX which the manufacturer, 
the Monroe Calculating Machine Company, 
says brings the advantages of office auto- 
mation into the average office. The desk 
size electronic computer can be programmed 
to meet the requirements of any billing 
application. Information is fed into the ma- 
chine through an electric typewriter with 
a conventional keyboard. The computer 
turns out invoices which, if desired, can be 
electronically dated and consecutively 
numbered. All parts of the equipment are 
made in modular units for easy repair and 
programming. 


MONEY COLLECTOR 


An innovation in premium collecting to 
save the agent time and money by reduc- 
ing call-backs has been introduced by the 
Heath-Gandy Corporation. The small unit, 
constructed of heavy gauge steel with 
baked on enamel, acts as a bank for the 
policyholder; he places his payment in the 
box on payday or at some other convenient 
time and the agent picks it up during the 
week. Available in two types—master key 
or one key with each box plus master key, 
there are four screw holes inside the box 
for easy mounting. Major feature is the Duo 
lock for which keyblanks cannot be bought 
at local locksmiths. Supplied in various 
colors, with company name imprinted if 
desired. 
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Meehanization 


of Agents’ 


Commissions 


MARTIN H. TINSLEY 


Chief Accounting Officer 
Union Labor Life Insurance Co. 
New York City 


T IS WELL KNOWN that account- 
Line for agents’ commissions is one 
of the most baffling record-keeping 
jobs to mechanize. The job can be 
geared to machines on a piece-meal 
basis, but then one of the chief advan- 
tages of machine record-keeping— 
production of all related records sim- 
ultaneously—is lost. In other words, 
a loose, disconnected machine meth- 
od, while still stronger than pen and 
ink, leaves much to be desired in the 
way of speed and control. 


Before and After 


At Union Labor Life we have just 
come up with a new method. Pos- 
sibly the best way to describe it, is to 
give a before-and-after picture. A 
glimpse of our old system might 


bring the advantages of the new into 
sharper focus. 


Old systems—Under our old sys- 
tem statements for about two hun- 
dred agents were posted by machine. 
The machine only produced a bal- 
ance ; it did not automatically accum- 
ulate totals of the other columns on 
the statement. One of the girls in the 


office would have to make an adding 


machine listing of each column to 
produce an analysis. The totals of 
the adding machine tapes were then 
posted by hand to the agent’s ledger. 


Under the system, we were com- 
pelled to go through the statements 
during the month and pick off the 
open items—those items that had 
been credited to agents, but had not 
been paid. This in itself needless to 
say, was a tedious and time-consum- 
ing detail. 


Mechanized method — When 
money is received, posting slips are 
made up for group posting and for 


ordinary posting. The posting slips 
are in duplicate. The original is used 
for premium posting, the carbon is 
used for commission posting. 


Machine Work 


At the bookkeeping machine, the 
operator arranges her slips by agent 
and by category (first year or re- 
newal). After she has slipped the 
agent’s ledger and agent’s statement 
in the machine side by side, she is 
ready for machine work as follows: 


1. The operator picks up the old 
balance on a tally roll at the left. 


2. She enters the policy number, and 
the date prints automatically on the 
statement and the account advice. 


3. She types the name of the insured 
and the agent. 


4. When she posts the commission 
and identification of the entry, she 
takes a total. The figures print auto- 
matically on the agent’s ledger. 

5. The operator removes the agent’s 
ledger and picks up the cumulative 
balances. When she re-inserts the 
agent’s ledger the totals print auto- 
matically. 

This machine routine has produced 
results at a speed not possible in the 
old system. The agent’s account 
advice is ready to be mailed and is, in 
fact, mailed daily. The statement 
itself is mailed weekly. The carbon 
of the statement is kept for reference. 
It is used as a posting medium for 
posting checks to the agent’s ledger. 
It should be noted that the balance 
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Interviews for Executives 


EDWARD F. O'TOOLE, 
President, 
O'Toole Associates 


ELECTION TECHNIQUES for key 
ny ein and the effectiveness of a 
small company’s ability to compete 
are very closely related. For in the 
final analysis an insurance company 
is nothing more than a collection of 
people, and it is on these people that 
the accomplishment of a company’s 
plans and programs depends. 

Most companies today have some 
systematic method for the selection 
of clerical personnel. Yet in most 
companies, the selection of key peo- 
ple is perhaps not as systematic as 
the method that is used for putting 
on new clerical employees. There’s a 
great variety of approaches used by 
top executives to size up the key peo- 
ple with whom they will work. 


The First Five Minutes 


One executive holds to the theory 
that you should be able to make up 
your mind about an applicant for a 
key job in the first five minutes of 
your interview. Another one insists 
that he can tell whether or not a girl 
would make a good executive sec- 
retary solely by judging her physi- 
cal appearance, without any discus- 
sion or interviewing at all. 

This may be hard to believe, but 
these are just common examples of 
the feeling on the part of many 
executives that they have an infalli- 
ble intuition when it comes to the 
selection of key personnel. 


Blind Spot 


We know one very fine execu- 
tive, a top man in all other respects, 
who has such a blind spot. He in- 
sists that he does not need to do 
more than to talk briefly with a 
man about any particular job in 
his company in order to determine 
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How To Organize Interviews 
For Key Jobs 


1. Above all, set aside enough time 
so that the interviewing job can be 
done right. If possible, find out 
quickly whether the job conditions are 
acceptable to the applicant (salary, 
hours, travel, etc.). If the interview is 
long, plan an “intermission.” 


2. Determine the facts needed. Put it 
another way—be sure to know what 
the job requires. 


3. Be systematic in interview work. 
Use tests, if desired, but don't expect 
them to do the job. Other helps: 
application blanks, patterned inter- 
views, rating sheets, etc. 


4. See as many job applicants as pos- 
sible; it will help in forming compara- 
tive judgments. 


5. Prepare for the interview in ad- 
vance. Privacy, courtesy, attention 
and consideration should be the 
watchwords. Remember, every inter- 
view is a public relations job. 


6. Be sure to cover the job, the com- 
pany and the applicant in the inter- 
view. After that's done the partici- 
pants can talk about anything else 
they want. 


7. Use the various types of questions 
for their intended purposes: starter 
questions (to put the applicant at 
ease); definitive (to get the facts); 
check-up (to validate his story); ex- 
pression (to see how he can talk and 
explain); technical (to see if he really 
does know what he claims). 


8. We are looking for certain things 
about a man in such an interview: 
What has he done? (accomplish- 
ment); What could he do? (aptitudes, 
or potential); What does he like to 
do outside work? (interests); What 
does he think of things and people 
in general? (attitudes); What about 
his health, vigor and vitality? (phys- 
ical condition). 


9. The interviewer's entire concentra- 
tion should be given over to intelli- 
gent listening. A single remark could 
give him a clue to an important ave- 
nue of inquiry. 


10. Thoughts should be summarized 
while they are still fresh in the mind; 
put in writing; checked with others. 








whether or not the man would suc- 
ceed on such a job. He can give 
you examples of very successful 
men in his company whom he has 
judged on that basis. 

But he won't tell you about the 
young man whom he interviewed 
just a few years back, who wanted to 
get into the agency department. He 
interviewed the young man for about 
ten minutes, then told him that he 
had no sales supervisory ability, and 


that he should dismiss the matter) 


from his mind. 

The young man in question was 
impressed with this demonstration 
of the President’s great skill at in- 
terviewing. So much so that he 
immediately resigned his job and 
went to another company. Today 
that young man is the second in 
command in the agency department 
of his new company. He is being 
groomed to succeed the agency vice 
president when he retires some five 
years hence. Meanwhile, everyone in 
his new company agrees that he has 
supplied the vital spark that was 
needed to greatly improve their 
agency operations. 


Actually is Tough 


It really is difficult to pick key 
people for key jobs. The President 
of one of our largest client com- 
panies told us not long ago that he 
has kept a fairly good record of his 
successes and failures over the past 
twenty years. These include men 
both in home office positions and 
in managerial jobs in the field or- 
ganization. Over a_ twenty-year 
period, this man has been able to roll 
up an average of successes of ap- 
proximately 60%. He has done this 
with the use of every tool available 
to him. And he is quite convinced 
that anyone who can do better than 

(Continued on page 40) 
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ACCUMULATIVE REPORTS 

CATALOG SHEETS 

COST SHEETS 

ENGINEERING DRAWINGS 

INVENTORY SHEETS 

MANAGEMENT REPORTS 

MANUALS 

OFFICE FORMS 

PRICE LISTS 
RSONNEL DIRECTORIES 

PARTS CATALOGS 

SALES LETTERS 

TELEPHONE DIRECTORIES 


SPEED and QUALITY in paperwork duplicating 
NO LONGER ARE PROBLEMS! 


hether it’s a simple report of a few 
pages and a few copies, or a monu- 
ental report of hundreds of pages, 
t can be copied onto offset paper 
asters by xerography at low cost. 
Quality is exceptional. Each copy 
n off on an offset duplicator from 
A master prepared by xerography is 
precisely like the original. Everyone 
lse’s copy will be as good as yours. 
What’s xerography? 
That would have been a fair ques- 
ion a few years ago when The 


a e Xerography copies anything written, 


printed, typed, or drawn ¢ Same, en- 

larged, or reduced size ¢ Copies onto 
all kinds of masters— 
paper, metal, spirit, trans- 
lucent—for duplicating « 
Copies line and halftone 
subjects. 


Haloid Company first unveiled it. 
But today xerography is widely known 
—in business, industry, and govern- 
ment—as the world’s most versatile 
copying process. 

Every department in a modern 
plant can use xerography profitably, 
day after day, week after week, speed- 
ing intracompany communications, 
getting vital information to the field 
quickly, cutting important costs 
everywhere. 

Xerography is used increasingly to 
prepare masters for cumulative re- 
ports; catalog, inventory, and cost 
sheets; engineering drawings, man- 
agement reports, manuals, office and 
factory forms, personnel and tele- 
phone directories, price lists, sales 
letters, news releases, and others. 


Every day someone finds new uses 
for versatile xerography. And every 
day it’s saving money, doing things 
never before deemed feasible. 

If you’ve installed XeroX® copy- 
ing equipment, you know that speed, 
quality and accuracy in paperwork 
duplicating no longer are problems. 

It will pay you to investigate the 
many advantages of xerography. 


THE HALOID COMPANY 
58-105X Haloid Street, Rochester 3, N.Y. 


Branch offices in principal U.S. and Canadian cities | 


HALOID 
XEROX 





booklets 


P294—How to Chose a Copy 
Machine 


Choosing an office photocopy machine 
can be difficult and confusing because of the 
many machines on the market and the various 
types of processes they utilize to produce 
copies. However, there are four basic types 
—diazo, dye-transfer, infra-red and silver- 
transfer. This booklet describes each of them 
in easy-to-understand language, and points 
out the needs they will serve best. 


P295—Hiring and Holding Help 


This six page leaflet comprises a handy 
check list for those concerned with the 
procurement of competent personnel and 
the reduction of employee turnover. Perti- 
nent questions analyze company effective- 
ness in advertising for help, sources of pro- 
curement, in-plant facilities, treatment of 
employees, benefits, indoctrination of new 
employees, and the use of temporary or 
part-time services. 


P296—Data Automation System 


To men of management who may have had 
no experience with large scale digital com- 
puters, this 196-page manual offers not 
only orientation in the capabilities of com- 
puters but also in the methods by which 
problems are solved. The philosophy under- 
lying the design of computers is also in- 
cluded. The point of view throughout is not 
that of the engineer or the programmer, but 
of management and its problems. The two 
important benefits—record maintenance with 
less personnel, lower cost, less time and 
greater accuracy and the ability to obtain 
more complete and current reports on which 
to base more enlightened decisions—are 
thoroughly investigated. Some of the unit 
headings are: electronic computer classifi- 
cations, selection and training of personnel, 
coding techniques, characteristics of mag- 
netic tape, input and output to the system, 
file maintenance, and sorting data. 
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Interviews—from page 38 


a 50% score in this regard is doing 
extremely well indeed. 

The fact of the matter is that se- 
lecting key people for the important 
jobs in a company is very hard 
work. There are no easy solutions 
to this problem. The only thing to 
do is to get down on paper as many 
facts as possible about the person 
under consideration ; to review them 
carefully alone; and to go over them 
at length with other officers who 
may be able to supply some help in 
this regard. 

Make no mistake about it, poor 
selection is extremely costly to the 
company. 

Even on clerical jobs it is gen- 
erally agreed that to train a clerk 
who fails on the job could run into 
a total cost of a couple of hundred 
dollars or more. To recruit and 
train a failure on a key job, whether 
at junior or senior officer level, could 
run into the thousands of dollars. 

A few years back one of our 
smaller client companies secured a 
new agency vice president. This 
man had a fine knowledge of the 
life insurance business and he had 
a good record of successful per- 
formance. However, most of his 
experience had been gained in fairly 
large companies in the eastern part 
of the country; whereas our client 
company was a small city midwest- 
ern company. 

To sum it up, the new agency 
vice president found it impossible to 
make the adjustments that were re- 
quired to allow him to operate suc- 
cessfully in the smaller cities, with 
the personal-producing type of gen- 
eral agent. Not only that, he and 
his family found it hard to make the 
social transition from big city life 
to small city living. After a rela- 
tively short period it became appar- 
ent to everyone that this situation 
just would not work out success- 
fully. Yet it took another year and 
a half for the circumstances to de- 
velop which allowed this man to go 
back to an eastern company, and 
for our client company to secure a 
man more suited to their particular 
type of operation. 

How much did that poor selec- 
tion cost the company? It would be 
very hard to develop the statistics 
on this. About the only thing that 


we could do would be to approxi- 
mate what it had cost in terms oi 
the salary concerned. But what 
about the hidden cost ?—the disrup- 
tion of the field force; the loss of 
business that was occasioned by the 
fact that the men in the field could 
not adjust to the methods and the 
plans set forth for use by this par- 
ticular agency executive; and the 
business which was lost through the 
loss of two long-service general 
agents who left the company during 
this period. 

In our way of thinking, the most 
important single thing in the selec- 
tion process for key people are the 
interviews with the top executives 
of the company and one of the most 
important things in setting up an 
interview is to allow enough time 
for its careful completion. 

Naturally, the time to be allowed 
will vary with the nature of the job 
under consideration. If it is an in- 
terview for the job of first-line su- 
pervisor, whether it is a new person 
or someone-whom it is planned to 
promote from the ranks, then pos- 
sibly a half hour to forty-five min- 
utes may be sufficient. If for a 
senior officer job, then three or four 
interviews may be needed, each of 
them extending over several hours 
or more. 


Take A Break 


A word of caution in this regard: 
If it seems that an interview will 
run two hours or more, it is always 
good to break it up in the middle to 
give both the applicant and_ the 
interviewer a breather. Otherwise 
the interview could begin to bog 
down and get stale simply because 
of a lack of rest time. 

We cannot give any hard and fast 
rule as to how long an interview 
should be. But we can suggest 
certain signals to look for that will 
indicate that nothing further would 
be gained by continuing the in- 
terview. For example, if the man 
being interviewed wants a salary 
that is beyond the capacity of the 
company to pay, then there is little 
point in continuing the interview. 
Similarly, if the job requirements 
are not satisfactory to him, from the 
standpoint of travel or hours to be 
worked, etc., then for all practical 
purposes the interview is over, Or 
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News 


if he does not have the proper quali- 
fications for the job, it does no good 
to prolong the discussion. 

An interview starts long before 
the person to be interviewed comes 
into the office. It begins when the 
requirements of the job are set 
down. When this is done, it is then 
known what requirements will have 
to be sought with respect to educa- 
tion, prior experience, personality 
qualifications, physical vigor, etc. 

The job should be talked over 
with other senior officers in the com- 
pany, especially the senior officer to 
whom the new man will report, if 
the job being sought is not itself of 
senior officer calibre. 


Be Systematic 


What management is trying to do 
in an interview, is to form a judg- 
ment on a most intangible thing. 
Namely, the personality and the 
qualifications of\another human be- 
ing. Because this is such a difficult 
job, the interviewer should be as 
systematic as he possibly can in try- 
ing to arrive at this judgment. He 
should use all of the tools and the 
help he can get. 

The first and most basic tool is the 
application form. Even if the per- 
son under consideration is now in 
the company’s employ, some com- 
panies find it advisable to have him 
complete again the company’s appli- 
cation blank. Review this carefully 
before the interview. 

Testing is another good auxiliary 
device, to supplement the inter- 
view. I emphasize the word “aux- 
iliary,” because there frequently is 
a tendency to rely too much on the 
test results. Even the most ardent 
advocates of testing will not sug- 
gest this. So the interviewer should 
let test result eliminate from his 
mind all of the other facts that he 
may have gathered about the person 
under consideration. Tests are help- 
ful. But they are not perfect, and 
they should not be,used as though 
they were. 

Another helpful guide is what is 
known as a patterned interview. A 
patterned interview is nothing more 
nor less than a checklist of the points 
to be covered in the interview with 
the person concerned. It can help 
make sure that no really important 
points are overlooked under the 
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pressure of the interview. If a 
checklist or a patterned interview 
guide sheet is used, try to be very 
discreet in checking off the points or 
in making any notes. Keep note-tak- 
ing down to an absolute minimum, 
so that the individual who is being 
interviewed is not disturbed. 

It is most important to get a very 
full and complete description of the 
applicant’s background. This may 
sound elementary, and it probably is. 
But often interviews are completed 
without such data being obtained. 
Naturally, a _ significant element 
would be the applicant’s educa- 
tional background. Of greatest im- 
portance, and the one which cer- 
tainly should be explored at length, 
is his work history. 

Then there is the matter of the 
references which the individual is 
willing to give. Many people are 
cynical about references that are 
given by a job applicant. But such 
references can be used effectively if 
the individual named is called up. 
Then, in the course of the discus- 
sion, he can be asked if there is any- 
one else whom he knows who might 
have some helpful information about 
the applicant. In that way, some 
which 
will give a more objective viewpoint 
on the individual than the ones 
which are named by the man him- 
self. 

If possible, more than one per- 
son should interview the applicant. 
Then they can get together after 
the applicant has departed and com- 
pare notes. If this is done though, 
make sure that all are proceeding 
on the same basis. 


Interview Many 


Sometimes the very first man who 
applies for the job seems to have all 
of the necessary qualifications. If 
so, the interviewer could be tempted 
to hire him right off. We would ad- 
vise against that. 

Even if the first applicant seems 
to be the man in mind, it is 
always desirable to interview at least 
one or two others. If it does nothing 
else, it will tend to confirm that the 
original judgment was correct. 

There are some men who make a 
wonderful impression during the 
first interview. They can give any 
number of reasons, all of them logi- 
cal, as to why they may have had 


an unsatisfactory work history up to 
the present time. It is unfortunately 
true that there are men who can 
make a fine impression during an 
interview, but who seldom will work 
out successfully on the job. There- 
fore, a basis comparison should be 
established among at least two or 
more applicants for any job under 
consideration. 


Right Set-Up 


Sometimes executives do not give 
much advance thought to the inter- 
view they have with applicants for 
key jobs. 

First and foremost, of course, ar- 
rangements should be made for 
complete privacy during the course 
of the interview. Nothing is more 
distracting than to have an execu- 
tive’s secretary jumping in and out 
during the course of such a discus- 
sion. Further, arrangements should 
be made to shut off the telephone 
during the time that the interview 
is in progress. After_all, if the job 
is important enough for the top ex- 
ecutives to spend their time in per- 
sonal interviews, then it should be 
important enough to shut off the 
telephone and keep the secretary 
outside the officer’s door. 

A comfortable chair should be 
provided for the applicant. And he 
should be ushered into the execu- 
tive’s office as soon as he arrives. 
Do not keep him sweating it out in 
an anteroom while the executive 
goes about signing papers or con- 
ducting other business. If he is 
courteous enough to be punctual, 
then the executive should be courte- 
ous enough to have him come in as 
soon as he arrives. 

Equally important is the fact that 
within his own mind, the executive 
should prepare for the interview. 
He should make certain that he is 
not worrying about other details of 
the business while the man is across 
the desk from him. It would be 
better not to hold the interview, if 
only half of his mind could be de- 
voted towards the business at hand. 

Even though the applicant may 
not be successful in his quest for the 
job open, it must be remembered 
that a public relations job is being 
done for the company in every inter- 
view conducted. So it is essential 
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Mechanization—from page 37 


shown on the statement is always the amount of the 
check due the agent. 

Under the new plan there is a network of proofs that 
makes it virtually impossible for an error to slip through. 
This is a strong feature, since we handle about two hun- 
dred posting slips a day. Under a pen-and-ink system 
there is always opportunity for transposition of figures, 
careless writing of figures, and so on. If there is a pen- 
and-ink error, it must be located, traced through, and 
corrected. It is a tedious task to insure that the figures 
are the same on all records. 

By producing all related records at the same writing, 
the mechanized setup provides a system that is inde- 
pendent of any one particular highly-skilled individual. 
Figuring ‘is done mechanically, posting to the proper 
columns is performed automatically, and totals are ac- 
cumulated automatically as posting takes place. Produc- 
tion is not only substantially higher, but the completed 
records are easy to read and easy to audit. 
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POLYETHYLENE— 
New Plastic Pockets 


RAG CONTENT— 
With Acetate Windows 


AECO manufactures all 
types of policy pockets, 
including the new 
POLYETHYLENE which 

is completely transparent 
and noted for durability. 
Furnished plain or printed 
at surprisingly low cost. 


Individually designed 
pockets of rag content 
papers are made to fit 
your policies, printed, 
lithographed, or plain. 


America’s most modern 
envelope plant specializes 
in Insurance Policy 
Pockets. 


Write today for samples. 


ATLANTA 


P. O. Box 1267 


ENVELOPE 
COMPANY 


ATLANTA 1, GEORGIA 


MARTIN H. TINSLEY 


The matter of auditing is not of minor importance 
when one considers the amount of checking necessary 
on the various records in an insurance company. Ma- 
chine-printed figures cannot be changed without detec- 
tion, and all totals are mechanically correct and in proof. 
Thus, the results of the new system provide a control 
for management that is not possible under a pen-and-ink 
method or under a system designed around several dis- 
connected machines. 

This description of the mechanized accounting setup 
would not be complete unless there was a description 
of the savings that have accrued. 

The two machines that we usé on the job have saved 
us the full time of two persons. When one considers 
the dollar value of a good set of auditable records, and 
the dollar value in having records up to date, the total 
savings come to $9,800 a year. Since our investment in 
the system was about $10,500, our return is something 
like 93% on our investment. 

These savings are over and above such advantages as 
ease of training and what might be termed flexibility. 
That is, the equipment we use on agents’ commissions 
is not confined to that job. We also handle our group 
premium income individual record system, our regular 
premium income records, and our payroll records on 
the same equipment. 


CHIMES APPRECIATED 


RESIDENTS AND EMPLOYEES within a two-mile radius 
of the Kansas City Life Insurance Company buildings 
voted overwhelmingly in favor of the chimes installed 
on a trial basis by the company in conjunction with the 
opening of the new addition to its home office. The 
chimes, set for nine a.m., twelve noon and five p.m. are 
followed by brief programs of inspirational music which 
is produced electronically, with a carillon effect. 

Favorable comments were received by the entire 
guest-list of nearby hotels who affixed their signatures 
to requests that the chimes become permanent. Large 
employee groups of business firms in the area added their 
approval. After the two-week trial period, the com- 
pany announced that the chime installation would be 
permanent and further, that on ‘occasions such as 
Thanksgiving, Christmas, Fourth of July, etc., addi- 
tional special music would be presented. 
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GUY FERGASON 


Motivation and Management 


URING THE PAST YEAR we have 
DP teeecovea that considerable at- 
tention has been given to the subject 
of motivation. The dictionary de- 
fines motivation as “that within the 
individual, rather than without, 
which incites him to action.” Com- 
panies are spending millions of dol- 
lars experimenting with ideas which 
are intended to tap the hidden and 
often latent reserves of human en- 
ergy with the hope that employees 
will be triggered into action. In 
many instances, within the areas of 
our observation, the efforts toward 
motivation were of the nature as to 
make the employees’ job easier and 
to relax standards on the assump- 
tion that gratitude would inspire the 
employee toward higher efficiency. 


Better Understanding Required 


Motivation is substantially a per- 
sonality characteristic. As the dic- 
tionary definition points out, it 
comes from within rather than from 
without ; however, outward stimula- 
tion will trigger the inner spring. 
For instance, the employee who 
wants to be liked, will work harder 
if he is complimented on a task well 
done. 

Management’s job has changed 
and it is continuing to change even 
as we write this column. The change 
has come about primarily as the re- 
sult of industrial growth which has 
created jobs faster than people can 
be trained and are available to fill 
them. Even if the labor market 
were to reverse itself and jobs and 
people were to be in imbalance in 
terms of people, the changes in man- 
agement’s job would not revert to 
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the “boss-ship” status of two or 
three decades ago. 

Today the executive ranges far 
beyond the narrow confines of our 
old fashioned job definitions. He 
is a politician in the sense that he 
has public responsibilities—he is a 
public relations man in the sense 
that his words and conduct come un- 
der public scrutiny. He is a person- 
nel man, a salesman, a student and 
a teacher. We are not gilding his 
capacity with star dust, but we are 
emphasizing the growth of respon- 
sibilities. 

There was a day when the per- 
sonal profit motive was the one effec- 
tive motivation for executive manage- 
ment. We do not have to go into 
the details of the social reform which 
took place under the cloak of a tax 
on income, originally for revenue 
purposes. We need only to look at 
the income tax rates applicable to in- 
dividuals to become aware that a 
91% tax rate is not basically a rev- 
enue item but a socially inspired and 
effective limit on income. 


In What Areas? 


If direct retainable earnings have 
ceased to serve as a motivating in- 
fluence for executive management, 
in what areas can motivation be 
placed and to what degree have 
changes taken place in the executive 
compensation plans? 

We can become bogged down in 
the psychological aspects of motiva- 
tion, and go round and round chas- 
ing our own tails in the fruitless 
pursuit of an answer, or we can cut 
through the technical aspects and 
come to the point of motivation, even 


though there may be an over-sim- 
plification in our conclusions. 

The so-called temperament tests 
can measure the qualities of self- 
sufficiency, domination, — self-confi- 
dence, tranquility, stability, and 
drive. We are not making a case for 
aptitude testing. We are simply stat- 
ing that in our experience some in- 
sight into the executive’s personality 
pattern can be obtained by aptitude 
testing (including temperament as 
well as vocational interest measure- 
ment ). 


Opportunity For Responsibility 


If the executive wants responsi- 
bility, then the opportunity for re- 
sponsibility will be an incentive to 
greater effort. Motivation as a 
means of inciting action is simple 
in concept—find out what the per- 
son wants and make its attainment 
or possession possible. If what is 
offered has no personal value to the 
executive, it is reasonable to expect 
its failure as an incentive. Most ex- 
ecutives want responsibility and are 
willing to assume the risks which 
responsibility entails, but they want 
the full responsibility, unfettered 
by conditions and restrictions. 

Obviously we all work under es- 
tablished policies which guide our 
decisions. We refer more specifically 
to limitations in authority which in 
fact eliminate or greatly reduce the 
responsibility for results. We have 
seen innumerable instances where 
titles are mere window dressing with 
the executive being hedged in by the 
need to obtain approval for every 
move. 


(Continued on the next page) 





Motivation—Continued 


Pick the right man—define his au- 
thority—and give him responsibility 
for results—hold him accountable for 
results—and reward him accord- 
ingly. The right man will know 
when to ask advice, but he will not 
run to top-management for ap- 
proval of his every decision just so 
he can build the protection which 
comes from following orders instead 
of determining actions. There is 
something flattering about being 
consulted and quite often top-man- 
agement would rather make the de- 
cisions than to delegate to others. 


Be Willing To Delegate 


Our advice to top-management 
people who may be suffering from a 
lack of drive in the subordinate ex- 
ecutive personnel—check your will- 
ingness to delegate, totally and 
completely. Pass down into your 
organization the authority to act and 
decide. Appraise your subordinates 
at short intervals so as to measure 
their performance. Develop them 
rather than criticize them, but do 
not tolerate mediocrity. A mediocre 
executive will remain a mediocre 
executive because he probably does 
not possess the qualities and the 
courage of leadership. 

Some executives want authority 
which to them means the right to 
command. Instead of a high domi- 
nation factor which is akin to per- 
suasiveness and persistence, they 
possess a domineering factor which 
is akin to boss-ship and the demand 
technique of employee relationship. 

As we mentioned, the high income 
tax rates have created problems of 
compensation. As a single incentive, 
financial reward is still the best. The 
confusion of interpretation of the 
value of financial incentives arises 
when it is compared to other items— 
in other words, when it becomes a 
matter of ranking financial reward 
as one of a group of incentives, there 
are other things which outrank it in 
the group. 

Opportunity, pleasant working re- 
lations, personal freedom (lack of 
restraint on office hours), prestige, 
adequate private offices, liberal va- 
cations, fringe benefits in respect to 
expense accounts, automobile, club 
memberships are but a few of the 
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items which may be considered as 
very important. But, prepare a list 
ef items (such as above, including 
financial incentives) and ask the 
executives to select the one most im- 
portant item, and the majority will 
select financial reward. Ask the same 
executives to rank the incentives, 
highest to lowest, and financial re- 
ward suffers in the comparison. 

The changes in executive com- 
pensation plans require a nice bal- 
ance between immediate reward and 
deferred compensation. One com- 
pany which defers a substantial por- 
tion of the salary increases of its 
executive staff and places the funds 
in trust for retirement use, suffers 
from a lack of enthusiastic response 
from its executives because they can- 
not enjoy in modest proportion the 
fruits of their labor. The deferred 
compensation plan is a most liberal 
one, but in compensation plans the 
immediate must be balanced with the 
future benefits if it is to inspire ac- 
tion and incite effort. 

Many executive compensation 
plans are a mixture of rated pay, 
deferred compensation, contingent 
compensation, and fringe benefits. 
The rated pay is and should be re- 
lated to the executive’s responsi- 
bilities and his ability to perform. A 
company cannot protect the execu- 
tive from the effects of income taxes 
unless the compensation is in part de- 
ferred under certain conditions so as 
not to constitute taxable income until 
it has been actually received. 


Bad Effect 


Companies, in our opinion, over- 
emphasize their responsibility as 
regards the income tax as it applies 
to individuals, and in so doing, re- 
duce the motivating effects of salary 
and salary increases. We are not 
arguing against ourselves by saying 
that income taxes have influenced 
compensation plans and by saying 
that industry should ignore the tax 
rates. We are saying that tax rates 
should not be the sole guide in de- 
termining compensation methods. 

Deferred compensation takes on 
the form of retirement income plans, 
savings plans in which the com- 
pany’s contributions are deferred, 
and other types in which a modest 
share of the compensation rate is 
deferred. What is a modest share? 


Obviously the answer lies in the 
rated salary level. In salary brackets 
below $15,000 per year, the deferred 
portion would be a relatively smaller 
proportion than in rates of $50,000 
per year or over. 

Contingent compensation may 
take the form of profit sharing, stock 
option plans or plans in which the 
reward is contingent upon certain 
favorable aspects of business. Com- 
mission compensation is a form of 
contingent pay. There are many 
who do their best work through the 
stimulation of increased earnings 
which are dependent upon the em- 
ployees’ contribution. Although the 
traditional time rated salary (so 
much per month) permits the 
individual to budget his income, it 
often brings about a condition in 
which the rated pay is not related 
to the employee’s efforts and work 
results. 


Owns Part 


Executive. compensation is tend- 
ing more and more toward the con- 
tingent type after a certain annual 
income rate is attained. Buying a 
piece of the business through de- 
ferred compensation or stock op- 
tions are popular devices. 

Fringe benefits, related to the 
business and in modest amounts, are 
in common use. Club memberships 
provide an entertainment media 
which will include some luxuries 
which might not otherwise be en- 
joyed by the employee. Company 
cars, used for company business, 
but in the possession of the execu- 
tive employee, relieve the employee 
of certain expenses and expendi- 
tures which would otherwise be 
personal and spent out of his salary 
income. There are many types of 
insurance coverage that relieve the 
employee of personal expense and 
which provide protection so essential 
to the family-man. 

No one can spell out a compensa- 
tion which would be applicable to 
all situations. We can only repeat 
and emphasize that management's 
job has changed, and some situations 
exist in which top-management is 
unaware of the change. If compen- 
sation is related to performance, the 
rate will tend to seek the level of 
the employee’s value—either in your 
company or in another company. 
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Motivation—that which triggers 
intelligent action—rests on _ the 
cornerstone of personal profit. If 
too much of the compensation is de- 
ferred, it lessens the value of the 
incentive as it applies to the average 
executive. 

We view motivation in its total 
aspects as a six-step program— 

1. Analyze the job; determine the 
responsibilities ; define the duties. 
2. Establish the objectives of per- 
formance. 

3. Analyze the individual and see 
that he fits the job. 

4. Give him the authority to act. 
5. Rate his performance. 

6. Pay him accordingly. 

There could be a seventh step— 
train the executive and give him 
every chance to meet your standards. 
If he fails after a fair chance, do not 
downgrade the salary to sub-stand- 
ard performance, but upgrade some- 
one else to the position. Nothing is 
more costly than mediocrity. 





SPEAKS FOR ITSELF 


A NEW AND UNIQUE dimension has 
been added to Maritz Sales Build- 
ers’ new 1957-58 Prize Book... 
the dimension of sound. The medium 
used to convert the printed page 
into a “talking book” is a special 
vinyl phonograph record, pressed 
by RCA-Victor, and included in its 
own record holder in the book. 

By dramatic use of voice, music 
and sound, the Prize Book becomes 
a vocal personality, providing a per- 
sonally conducted tour through its 
seventy-two pages of prize possibili- 
ties for better living that are offered 
to the incentive program participant 
and his family. 
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Interviews—from page 41 


to be thoughtful and courteous, even 
to those who will be obviously un- 
successful. 

Whatever else might be talked 
about in an interview, there are only 
three things that are important to 
the discussion. These are: 


a. The job 
b. The company 
c. The applicant 


Tell Him Essentials 


I know that in interviews of this 
type discussions of football and base- 
ball and the like frequently creep 
into the conversation, That is per- 
fectly all right, so long as the pur- 
pose of such unimportant chit-chat 
is to facilitate the main business of 
the interview. The main business of 
the interview is to tell the applicant 
about the job and the company ; and 
to find out if the applicant has the 
proper qualifications for the position 
the company is trying to fill. 

With respect to the job itself, he 
should be told the job title, and how 


-it fits in with the other jobs in the 


company ; he should be given a clear 
indication of the job requirements 
as to travel or any special skills. If 
it requires legal or actuarial train- 
ing, for example, spell that out very 
carefully so that the applicant will 
know whether or not he stacks up 
to the requirements. 

Don’t hesitate to point out any 
bad features about the job. They 
need not be exaggerated but the ap- 
plicant should know about them. If 
the job involves heavy travel, find 
out whether he is willing to do this 
travel; likewise, if there are unusual 
hours attached to the position, let 
him know that in advance; tell him 
the responsibilities and duties of the 
position; let him know what he can 
expect in the way of financial recog- 
nition if he does the job satisfac- 
torily. 

A word of caution in that re- 
spect. Too often executives tell ap- 
plicants such things as “the sky is 
the limit” or “you can build your 
own future here” or “you can write 
your own ticket.” All of these are 
beautifully sounding cliches, but they 
have absolutely no significance. I 
don’t know of a single company in 
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Interviews—Continued 


the insurance industry where the 
sky really is the limit on an indi- 
vidual’s performance in a home of- 
fice job. And very few men do have 
an unlimited future, or can write 
their own ticket either in home office 
or field jobs. Statements along these 
lines tend to build up future dissatis- 
faction. Most importantly, the sal- 
ary ranges to which the individual 
reasonably can expect to attain 
within a five to seven year period 
should be indicated, If this is done, 
many a future personnel headache 
will be avoided. 

Be sure to tell the applicant about 
the company, its recent history and 
future plans. Tell him something 
about the key people in the home 
office with whom he will associate. 
Let him know their background and 
the important contributions that they 
are making to the successful opera- 
tion of the enterprise. 

Despite all this, be sure to let the 
applicant do the most talking. After 
all, the company is trying to find out 
whether or not he will fit the job 
that is open. Even if a patterned 
interview is used, make sure that 
comments are limited to guiding the 
conversation along the proper lines. 

From time to time it will be nec- 
essary to ask questions, in order to 
keep the interview rolling. There are 
several types of questions to use 
for the specific purpose intended. 

There is the starter question. 
This question can deal with the 
weather, baseball, football, etc., and 
is intended to put the applicant at 
ease as the conversation begins. 
Then there is the definitive type of 
question, This type of question is 
intended to pin the applicant down 
on the facts sought. Then there is 
the check up type of question, This 
is to find out whether or not there 
are any flaws in the applicant’s 
story. Another type of question is 
the expression question. In this type 
of question the interviewer is trying 
to find out how well the applicant 
can express himself. 

There is another important type 
of question, which can be used in 
relation to certain jobs. That is the 
so-called technical question. This 
type of question is designed to bring 
out whether or not the individual 
really is as experienced as he claims 
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to be. For example, if the man 
states that he is an experienced ac- 
countant, then there are a few key 
questions which he could be asked 
to develop the extent .of his account- 
ing knowledge. This will not, of 
course, predict how well he will do 
on the technical side of his job. But 
it will help to bring out the facts on 
anyone who is exaggerating his ex- 
perience. The same could be done 
with respect to actuarial, agency, le- 
gal and other jobs which have a 
technical aspect to them. 


What To Look For 


The interviewer is looking for cer- 
tain things about a man’s entire 
background, 

For example, he wants to find 
out “What has the applicant done?” 
This can be developed by the records 
of his past experience. It will serve 
to give an idea of what he has been 
able to accomplish on the jobs he 
has held in the past. 

The next important thing to de- 
termine is: “What could he do if 
he were given this job?” This has 
to do with a man’s aptitude, or his 
potential. 

The third important point to dis- 
cover is: “What are his basic in- 
terests ?”’ If he is interested in com- 
munity and civic affairs, it may mean 
that he is serious-minded, likes peo- 
ple, and likes to get along well with 
them. However, if he has absolutely 
no fraternal, religious or community 
contacts of such a nature, then it 
probably would not be wise to put 
him in a position where he is deal- 
ing with the public. 

On this point you sometimes have 
to play it by ear, for it is often very 
hard to get any conclusive opinion 
developed on this point without a 
great deal of information beyond 
what can be gotten in an interview. 
For example, a man may belong to 
a church or to a fraternal order sim- 
ply because he feels it is the thing 
to do, not because he has any under- 
lying interest in the activity con- 
cerned, 

Try to find out what the indi- 
vidual applicant thinks about other 
people. That is, what does he think 
of his former employees and his 
former working associates. If he 
is extremely critical of everyone, 
and quite prone to excuse himself, 


then he may be the kind of person 
who cannot get along well with 
others. Here again is something that 
the interviewer will have to draw 
conclusions on with a great deal of 
care. He should avoid making any 
definite commitment, even to him- 
self, unless he is quite certain of the 
implications of what the man has 
said. 

Lastly, but certainly not the least, 
is information that might have been 
gained with respect to his physical 
condition, Of course, he would un- 
dergo a medical examination, since 
the job is an important one in the 
executive family. But over and 
above that, find out whether or not 
the individual has lost time from 
work ; and whether he has the vigor 
and vitality that may be needed in 
the position under consideration. 

There is a strong temptation to 
do a great deal of the talking when 
conducting an interview with an 
applicant. The man, so to speak, is 
a captive audience. After all, he 
wants to make a good impression, 
with the end result in view of getting 
the job. Resist such temptation. 


Listen Intelligently 


Make the applicant do most of 
the talking. And while he is talking, 
listen with every nerve alert to pick 
up anything of significance. 

For example, one President was 
having an interview with a man for 
a key job. The interview was pro- 
ceeding very smoothly, until the 
President asked him his general 
opinions of the city where the appli- 
cant had worked before. Almost 
without thinking the man replied, 
“Oh, the people there are all right, 
I guess, except for the bankers.” 
This remark set the President to 
thinking, since he knew the Presi- 
dent of one of the only two banks 
in that city. He contacted his 
banker friend, and to his dismay 
learned that the applicant was hope- 
lessly in debt; that he lived far be- 
yond his income; and that he had 
trained his wife and children to do 
likewise. In fact, he learned that 
the applicant was about to declare 
himself a bankrupt in order to re- 
lieve himself of his tremendous load 
of debts. 

This fact might have been over- 
looked if the President had not been 


Best’s Life News 


A 
first 
of tl 
sion: 
inte1 
thinl 
mair 
the 1 

Sc 
ratin 
ment 
tervi 
may 
cour 
they 
patte 
this | 
to w 
of th 
a pa 
view 
sequ 
opini 
tory 
appe 
press 
cond 


in m 
guar: 
be m 
Anye¢ 
perie 
that 


lines, 
bette: 
form 
gram 


Repr 
the In 
ciation. 


For J 































st of 
king, 
pick 


was 
n for 
pro- 
| the 
neral 
appli- 
Imost 
plied, 
right, 
<ers. 
nt to 
Presi- 
banks 
1 his 
ismay 
hope- 
ar be- 
e had 
to do 
1 that 
leclare 
to re- 
s load 
























over- 
t been 












» News 






alert to catch that one little com- 
ment the man made during the 
course of the interview. In every 
other respect, his background and 
experience checked out in a fairly 
satisfactory manner. 


Draw Conclusions Promptly 


After the interview is over, the 
first thing to do is to consider all 
of the facts gained and the impres- 
sions formed as a result of the 
interview ; to spend a few minutes 
thinking about them so that the 
main points are well organized in 
the mind. 

Some companies use a form of 
rating sheet to help organize judg- 
ments after an interview. Other in- 
terviewers go over such notes as 
may have been made during the 
course of the interview, whether 
they were made informally or on a 
patterned interview sheet. After 
this is done, it might be a good idea 
to write down general impressions 
of the applicant. Just start off with 
a paragraph that gives an overall 
viewpoint on him. Then, in sub- 
sequent paragraphs, write down 
opinions on his previous work his- 
tory; his education; his personal 
appearance ; his personality ; the im- 
pressions gained about his physical 
condition ; and any other points that 
may have been covered during the 
course of the discussion. 

After the interviewer has done 
this, he is in a position to discuss 
the applicant with any others in the 
organization who may have inter- 
viewed him also. 


Still Err 


With all of these points firmly 
in mind, the one thing that I can 
guarantee is that errors will still 
be made in the selection of people. 
Anyone who has had extensive ex- 
perience in this respect will agree 
that this is probably one of the 
toughest executive jobs in the book. 

However, the advantage always 
goes to the man with a plan. So if 
one can be developed along these 
lines, the interviewer will be in a 
better position to start a more in- 
formed and more successful pro- 
gram of key personnel selection. 


” Reprinted from The Interpreter, Published by 


the Insurance Accounting and Statistical Asso- 
ciation. 
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by DIEBOLD 


For automating the handling of active records 
- investigate the unprecedented posting and 
referring advantages introduced by the new 
Diebold mechanized Rotary Files. They accom- 
modate existing records on any grade of card 
or paper stock . . . eliminate punching and tran- 
scribing ... save up to 50% in time and space 
costs. There are 26 models of Diebold Mechan- 
ized Files for meeting all requirements in record 
sizes, volume and activity. Note how extra knee 
room is provided by swept-back design. Write 
today for descriptive literature on the world’s 
newest and finest mechanized Rotary Files. 
DIEBOLD, INC., CANTON, OHIO. 


DIEBOLD 
[OFFICE EQUIPMENT | 
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Diebold, Inc. * Dept. OE-2° + Canton, Ohio 
Please send complete details about your new 
Rotary Files for our 
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writes 6 months without refilling 


This handsome RECORDER” ball point desk set gives 
truly dependable service—superb writing quality. 

Writes instantly—at a paper’s touch. Once it starts writ- 
ing it doesn’t stop—writes for a full six months in 
normal use without requiring a refill. Steady, sure 
service, too—no ink “flooding” or “starving.” The strik- 
ingly modern Esterbrook RECORDER comes with red, 
blue or black ink... fine or medium point. Available 
in black or your choice of high fashion colors. Only 
$2.95 at list for complete set in black— $3.95 for colors 
and black chrome-banded de luxe model. In office or 


home it decorates any desk. 


(Ceonsamon 6 Cslhook 


New WORDATHON* Refill Cartridge writes up to five 








times longer than ordinary ball point refills, gives a 


full six months’ service—only 69¢. 


RECORDE 


*Trade Mark 


BALL POINT 
DESK SET BY 








OFF SEASON VACATIONS 


SOME COMPANIES are beginning to 
recognize the attractions of off-sea- 
son vacations, according to a survey 
of three hundred and one firms re- 
leased by the National Industrial 
Conference Board. The Board 
found that as the amount of paid 
vacation available to employees in- 
creases, problems develop if the en- 
tire work force takes all of its vaca- 
tion in only one season of the year. 
Chief among these problems are in- 
terference with production, replac- 
ing the employees during their 
absence, and scheduling the work. 
Several means of easing these diffi- 
culties were reported by the firms 
cooperating in the NICB study. For 
example, about half the companies 
have expanded the vacation season 
to include the entire year—not just 
the summer months. A majority of 
companies in the survey permit split 
vacations. In most of these cases the 
vacation can be split into one-week 
intervals. This device is a permis- 
sive one and allows rather than re- 
quires the employee to take a portion 
of his vacation at some other time. 
The Conference Board noted two 
devices which require employees to 
take the third or fourth week of 
vacation at some other time. A few 
companies that shut down for vaca- 
tions require employees eligible for 
more than two weeks to take their 
additional time during winter. In 
addition, a few companies specifi- 
cally state that employees with long 
service are eligible for two weeks in 
summer, the rest in winter. 


INSURANCE FILMS 


A NEW COMPANY which will special- 
ize in films for the insurance busi- 
ness has been formed. Martin Hersh 
(Universal Recorders) is president, 
Charles Brown (Bing Crosby Enter- 
prises) vice president in charge of 
sales and promotion, Ed H. Left- 
wich (Emperor Productions) vice 
president in charge of production, 
and Martin Ross (Emperor Pro- 
ductions) secretary of the new cor- 
poration, to be named Insurance 
Films Productions, Inc. The -com- 
pany will use the production facilities 
of Family Films, Inc., in a special 
arrangement. Offices will be at 6757 
Hollywood Boulevard. 
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Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 
1. Card File 
. Fibre Board 
. Insulated 
. Metal 
. Micro 
. Mobile Storage Systems 
Open Shelf Files 
. Portable 
. Rotary 
8. Stencil 
133. Tabulating Card 
9. Visible 
10. Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
145. Punched Tape Equipment 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 
MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
. Duplicating 
. Micro-filming 
. Mimeograph Slip Sheet 
. Typewriter, Automatic 
. Typewriter, Electric 
. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
40. Chair Cushions 


41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 

44. Desk Trays 

45. Drawer Trays 
46. Moisteners 

47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 
50. Air Conditioners 
51. Bookcases 
143. Bookstands 
52. Cabinets 
53. Chairs 
134. Costumers 
54. Desks 
55. Fluorescent Lighting 
108. Incandescent Lighting 
56. Matched Suites 
57. Safes 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
70. Envelopes 
135. Labels 
121. Letterhead 
122. Policy 
123. Ledger 
137. Photocopying 
124. Thin (Copy) 
102. Visual Policy Jackets 


SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
72. Loose Leaf Systems 
73. Marking Devices 
75. Paper Perforators 
76. Pens 
77. Pencils 
81. Staple Removers 


SUPPLIES, TYPEWRITER 
83. Copyholders 
85. Justitier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
92. Index 


94. Silencer 
95. Stands 


LOSS PREVENTION 
140. Burglary Alarms 
97. Fire Extinguishers 
63. Fire Protection Service 
98. First Aid Kits 
112. Floor Polish (Non-Slip) 
138. Safety Equipment 
128. Salvage Servides 
125. Truck Alarm Systems 
141. Watchman's Clocks 


SERVICES 

62. Accounting System 
127. Filing Systems 

64. Office Planning 
115. Photocopying 

65. Record System 

66. Sales Incentives 
146. Sound Reproduction 


MISCELLANEOUS 
131. Accident Diagramming 
132. Advertising Blotters 
116. Advertising Specialties 
103. Birthday Cards 
130. Building Evaluation 
117. Display Material 
147. Emblems and Awards 
126. Endorse & Cancel Calculators 
104. Greeting Cards 
99. Leather Goods 
114. Policy Wallets 
100. Promotional Gifts 
148. Signs 
101. Silencer for Dictating ~ 
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merging life 





BERNARD JOHN DAENZER, 
Executive Vice 
President of Wohlreich and 
Anderson, Ltd. 


LTHOUGH IT HAS BEEN GOING 
i for a very long time, the 
actual merging of life and property 
insurance sales has been resisted in 
many quarters. To a large degree, 
this resistance stemmed from the 
companies themselves and the con- 
fusion of corporate powers under 
which they operated. They were 
forced to maintain very strict lines 
of demarcation. 


Conformed with Requirements 


Consider to the contrary the ex- 
ample of a small company in London. 
It had been writing fire and casualty 
insurance for years and recently 
wanted to write some life business. 
Instead of complicated legal ma- 
neuvering, all they had to do was 
make certain that their operations 
were in conformity with the very 
simple requirements of their Board 
of Trade. 

Here in the United States, no one 
even expects that company charters 
will ever again be broadened to full 
multiple line including life. The ma- 
jority feeling is that, while we were 
wise to break down the wall between 
fire and casualty, it would be better 
to leave the life wall intact. The 
logic of this is not quite clear when 


50 


we turn around and use the wholly- 
owned subsidiary to accomplish our 
purpose. Even here we are still 
living with that peculiar legal twist 
whereby a property insurance com- 
pany can own a separate life corpor- 
ation but a life company cannot own 
a fire and casualty subsidiary and 
operate in New York. This is sched- 
uled to be changed in the 1958 New 
York legislative session. 


At the present moment, of course, 
the life companies have little to in- 
duce them to enter the fire and cas- 
ualty picture with current loss ratios 
as they are, but, long term compe- 
tition will undoubtedly require it. 
Right now, however, it is very at- 
tractive for the fire and casualty com- 
panies to go after life business. Claim 
experience has been constantly im- 
proving; there is a ready-made 
agency force; tax advantages are 
greater ; diversification is more com- 
plete. 

Regardless of company advantages 
or disadvantages, the big fact today 
is that the pace of combined life and 
property sales is definitely accel- 
erating. Paradoxically, two of the 
basic trends in the insurance industry 
are going in two different directions. 
In the personal lines field, it is a 
trend toward greater simplicity with 
new packaging and mass marketing 
techniques ; in the commercial lines 
field, it is a trend toward greater 
complexity with more complete sur- 


and 
property 
sales 


veys of life-property exposures and 
more specialized tailoring. 

The insurance industry paid very 
little attention to planned marketing 
until recent years. Life companies 
were the first to consider such factors 
as population trends, new economic 
and social patterns, buying power 
by area, share of market, and the 
proper analysis of public needs. They 
were the first to use aptitude tests 
in the selection of producers. 

More recently, there has been a 
definite trend on the part of property 
companies and especially the prop- 
erty and life groups to adopt the 
sales techniques of the life companies 


(Continued on page 52) 
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SELECT 
ORDINARY 
LIFE 


NON-PAR 


FOR THE FAMILY 


RESERVE LIFE’S 


FAMILY 


sect onoivaey &\ MAINT ENANGE 


LIFE 


A low cost non-par Select Ordinary 
Life .. . minimum $10,000. . . issued 
sub-standard to table 16...NO RE- 
DUCTION IN COMMISSION because 
of reduced rate . . . regular non-medical 
privileges . .. monthly income disability 
issued to standard risks. 


tenance riders! Conversion privileges. 


NON-PAR 


FAMILY MAINTENANCE RIDER 


Reserve Life’s Family Maintenance Income Rider, unlike the Family Income Rider, pays a fixed monthly 
sum per $1,000 of permanent insurance from date of death of the insured for a specific number of 
years. This low cost level term rider can be adapted for periods of 10 or 20 years depending upon the 
desire of the insured. For EXAMPLE: A man aged 30 who takes a $10,000 Select Ordinary Life Plan 
with a 20-year Family Maintenance rider of $10 per $1,000 and dies at age 45, will leave his family an 
income of $100 a month for the next 20 years and at the end of that period the family will receive a 
cash lump sum of $10,000 (Other settlement options are available). Full commission on Family Main- 





Reserve Life’s Select Ordinary and Family 
Maintenance (non-par) make a “perfect 
pair” for a family’s financial protection. 
Write or return coupon for details. 


GENERAL AGENCY AND BRANCH MANAGER 
OPENINGS IN SOME STATES 


Reserve Life Insurance Company 
Licensed in 41 States, Alaska and 
District of Columbia 











HoME OFFICE: DALLAS, TEXAS 














Mr. John L. Marakas, Vice President 
Reserve Life Insurance Company, 
Dallas 2, Texas 


( ) Please send me complete information on your Select Ordinary 
, Life and Family Maintenance (Non-Par) Plans. 

( ) How can | qualify to become a General Agent or Manager 

( ) Broker in my area. 


Name. 
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City 
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Merging Sales—from page 50 


in analyzing our expanding markets 
and in finding the right man to do 
the best job of satisfying the public 
needs. The emphasis is on the sub- 
urban area and instead of a quiet 
real estate office with a service man 
available attitude, the emphasis is 
on an aggressive professional sales- 
man. 

The postwar marketing men told 
a story of a new kind of mass mar- 
ket with a uniformly high standard 
of living. They point out today Mr. 


TOP-DRAWER 
SITES for 


INSURANCE 
OFFICES 


Before you build or relocate 
anywhere, consider fast-grow- 
ing Long Island. “Stay-put” 
manpower . . . unlimited water 
and power supply . . . direct 
highway and rail access to the 
Port of New York. These are 
only a few of the advantages 
available to you in specially 
designed industrial parks and 
individual plant sites. Even the 
tax situation works to your ad- 
vantage in local townships 
seeking new industries. Let's 
get together soon! 


Write for Information 
Top management of the Long Island Association 


will deal with you directly and confidentially 
to set up a date that suits your convenience. 


LONG ISLAND 


ASSOCIATION 


Garden City Hotel, Dept. O 
Garden City, Long Island 


Live...Work...Play...on LONG ISLAND! 


Family Man with an income of well 
over a minimum of $4,000 who ac- 
counts for three-fourths of the na- 
tional income. He usually owns his 
own home in the suburbs, has two, 
three or even four children, has some 
discretionary income but wants 
everything on a budget plan. 


Convenient Program Wanted 


As far as this Mr. Family Man 
is concerned, insurance has always 
been “one.” No distinction has been 
made between property and life. 
Studies indicate that he would prefer 
one insurance advisor for all cover- 
ages, fewer policy contracts, and, 
above all, a convenient way to pay 
for the whole program. 

The homeowner campaigns cer- 
tainly crystallized a lot of our think- 
ing on this subject. Here was a con- 
tract specifically designed to meet 
the needs of the mass family market. 
It made Mr. Family Man think of 
his whole insurance program. A 
large agent in Columbus, Ohio, who 
had been predominantly life in his 
operations, sent his men out with a 
complete sales presentation on the 
Homeowner package. To his sur- 
prise, in addition to a very success- 
ful Homeowner campaign, the men 
brought in twice as much life in- 
surance as they normally would get 
under their quotas. 

The answer was simple. The sales 
presentation required that the pro- 
ducer speak to both the husband and 
the wife at home in the evening. It 
was a very natural transition to go 
from over-all property insurance 
protection into income protection 
for the family, mortgage cancella- 
tion, a better over-all life insurance 
plan. 

The family automobile policy, with 
medical payments and automobile 
death and disability benefits added, 
is certainly a natural for transition 
to complete life and disability pro- 
tection. In fact, it is interesting how 
the term family package is now used 
in life insurance for the combination 
of life insurance on the father, the 
mother and the children; then you 
have the new family automobile pol- 
icy. Perhaps the new dwelling pack- 
age on the drafting boards should be 
called the family property package 
instead of the Homeowners or com- 
prehensive dwelling. It does not take 
too much imagination to put all three 


together, add a little bit more and 
come up with a complete family 
package of life, disability, direct 
property damage, third party liabil- 
ity, hospital and major medical. 

A lot of thought has been given 
by company men and agents to a 
package which would focus on the 
home: mortgage cancellation term 
life insurance; accident and health 
insurance so that there would be dis- 
ability income to pay the monthly 
mortgage and fixed charges; auto- 
mobile insurance to protect the equity 
in the house; and of course the 
Homeowner package to replace the 
home or its contents in the event of 
loss or serious third party claim. 

There is a basic mistake in hav- 
ing the insurance follow the home 
even in sales presentation thinking. 
It is like the mistake made in hav- 
ing automobile insurance follow the 
car instead of the driver. Now it 
seems impossible to undo the stand- 
ard contract with all of its ram- 
ifications. The person should be the 
base guide. People thought too long 
that fire insurance followed the home 
and was something sold by mortgage 
companies. The not-so-great secret 
is that the family unit is the focal 
center for all personal insurance. 

An agent does not have to wait 
for some company-directed program. 
He can take the initiative himself and 
build a competitive package from 
the best companies. He can seek out 
the broadest and simplest basic pack- 
ages at the lowest costs and put them 
together with a simple payment plan 
through his own bank. 


Eight Out of Twelve 


In the Homeowner campaigns of 
recent vintage, agent after agent, 
even in small communities, was found 
to have a thousand or more personal 
accounts in his office. A thousand 
personal accounts means just this 
in life terms; one out of eight fam- 
ilies this year will buy ordinary life 
insurance ; in other words, there will 
be about 125 policies for at least 
$15,000 in first year commissions 
alone. All professional aspects aside, 
this is certainly a very good cash 
reason for over-all programing of 
personal accounts. Someone is going 
to sell those one out of eight people 
life insurance in the next twelve 
months. 

(Continued on page 61) - 
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Research Needs 


J. F. FOLLMANN, JR. 
Director of Information and Research 
Health Insurance Association of 
America 


AM WELL AWARE that a subject 
| Gee as research is one which 
makes most persons instinctively 
recoil—and I cannot say that I am 
out of sympathy with their reaction. 
Often the subject is regarded as dull 
or a certain cure for insomnia; and 
often it is. Often it is associated with 
endless tables and charts; and, alas, 
these are used at times as much to 
bully the reader or listener as to in- 
form him. Hence, there is much in 
our experiences to warrant these 
reactions. 

We have witnessed funds both 
public and private, put to nonsensical 
use in the name of research. We 
have used time, which could have 
been better used in other pursuits, 
reading endless studies or even con- 
tributing to them, many of which 
are of dubious worth. We are aware 
of those studies which, while of in- 
terest, leave one speculating about 
the loopholes, the unsaid, the absence 
of objectivity, the unfinished busi- 
ness, 


A Growing Soundness 


On the other hand, there is a 
growing soundness in the techniques 
of modern research, they are being 
brought to play throughout Ameri- 
can enterprise with a suddenness 
which has outstripped the technically 
trained manpower available, and 
they relate to the business of acci- 
dent and health insurance. 

Research is a form of extremely 
fascinating and useful human ac- 
tivity, which might be defined 
variously. Roget’s Thesaurus de- 
fines research as “investigation, 
analysis, study, scrutiny, quest, pur- 
suit, exploration.” Webster defines 
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it as “careful search, a close search- 
ing, studious inquiry, usually critical 
and exhaustive investigation or ex- 
perimentation having for its aim the 
revision of accepted conclusions in 
the light of newly discovered facts.” 
A definition of more applicability 
here might be: “the organized appli- 
cation of the methods and techniques 
of science to the operating problems 
of business, the object being to give 
management a sounder basis for 
decisions.” Or a simple view of the 
subject might be the phrase used by 
the Society of Actuaries: resolution 
of impression into fact. 

The research process certainly is 
not a new one. Earliest man must 
have employed its techniques in 
simple form in making his very im- 


portant decisions with respect to 


where to build his home, where and 
when to do his planting, where to 
herd his flocks, and so forth. He 
must have used it in a crude form in 
determining which foods were poi- 
sonous and, in certain instances, how 
and why they became poisonous. 

Use of these processes on a large 
organized basis must have come 
later, however. Sargon I, perhaps 
the world’s first emperor, must have 
used research methods to some de- 
gree circa 2750 B.C. when he con- 
structed his tremendous systems of 
land irrigation. Julius Caesar is 
reported to have used them with re- 
spect to the dish-washing pro- 
cedure used by his legions in the 
field. Mendel used them in seeking 
the underlying orderliness in the 
apparent random characteristics of 
peas from one generation to the next. 
A famous instance of the practical 
use of statistics is, of course, the 
studies of Dr. John Snow in stop- 
ping the cholera epidemics in Lon- 
don in 1858, and which led to the 
science of epidemiology. 

It was in World War II, how- 
ever, that the technique as we know 


Bs 


it today, emerged full blown. Since 
then, we have witnessed the devel- 
opment of statistical research as a 
basic tool for the conduction of busi- 
ness, its operation and management. 
Today it is looked upon as a neces- 
sary and vital function. It is ex- 
pected that in the future its impor- 
tance and scope will increase ap- 
preciably as research techniques are 
constantly improved, refined, and 
extended. 


Courses Conducted 


In fact, today it is not only the 
newest but the most talked about 
technique of modern management. 
This is so to the degree that many 
corporations today are conducting 
courses, as long as ten weeks, for 
their executives in the populariza- 
tion and use of these new techniques. 
Operations research is one of the 
names used today to designate these 
activities in their highest form. As 
such, they are recognized as having 
suddenly begun to take hold as a 
comprehensive science. Many of 
their parts are long since familiar, 
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Research Needs—Continued 


however, and this is particularly true 
of the business of insurance. 

It is estimated that between two 
and three hundred corporations, in- 
cluding most of the top ones, are 
practicing operations research today 
in one form or another. The Insti- 
tute of Management Sciences esti- 
mates that current expenditures in 
this field run to more than $40,000,- 
000. The Case Institute of Tech- 


nology breaks down the uses of op- 
erations research as follows: 


Production 


Accounting 
Executive 
Transportation 
Purchasing 
Finance 

Human Relations 
Advertising 





are typical examples . . 
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Mel Hurni, who heads a broad 
study of operations research appli- 
cations at General Electric says that 
the real power of operations re- 
search in his company “lies not so 
much in the solution of individual 
problems as in providing an increas- 
ingly clear vision of a business as a 
whole—a basis for an understanding 
by all our managers of their own 
responsibilities.” 

It is to be recognized immediately 
that the science of research is still 
new and unorganized. It is, how- 
ever, a recognized discipline today, 
one which is taught in many of the 
major universities of the nation. No 
single study, however extensive, can 
provide definitive answers to all 
survey problems in a complex field 
of statistical investigation. All sur- 
vey work in the social sciences re- 
quires a constant process of adapta- 
tion to change in the field of inquiry 
and in survey techniques. 


Team Research 


Operations research has, however, 
formalized something that has 
existed in bits and pieces for a long 
time. What is new is that there has 
sprung up a new technique of team 
research, leaning heavily on the 
mathematical sciences, but using all 
the disciplines of science. It seeks 
to discover regularities in apparently 
unrelated or random activities. To- 
day there are many theories of re- 
search which have developed: there 
is the querying theory, the search 
theory, the game theory, the infor- 
mative theory, and the Monte Carlo 
method, to mention a few. And then 
there is the bikini theory ; described 
as one which reveals a very great 
deal, but which fails to disclose the 
really important things. 

The question is often raised 
whether the research man will take 
over management, replace the genius 
of management with his scientific 
knowledge. Generally the answer is 
an emphatic negative. However, the 
research man is compelled to under- 
stand, and hence assume, the prob- 
lems of management. He is evolv- 
ing a technology which the executive 
of tomorrow will be expected to 
understand. 

The fact is that business is not 
yet a science. It might be looked 
upon as being one of the oldest of 
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the arts and one of the newest of the 
sciences. Hence, what is called for 
today is a combination of the re- 
search man and the genius. Each 
has his decided role to play. In at 
least the majority of instances, each 
needs the other to the end that man- 
agement decisions might at once be 
both inspired and informed. As the 
orb of our business grows, this be- 
comes increasingly true; since the 
point is reached rapidly where there 
are no such things as little mistakes. 

It must be borne in mind that 
statistics is not a magic formula; it 
is not a crystal ball; it is not some 
abstruse equation from which all 
problems can be solved. It is not 
a substitute for thinking. It is not an 
alternative for an orderly mental 
process. It most certainly is not a 
substitute for exercising the func- 
tioning of management. It is, how- 
ever, a source of basic data; a sub- 
stitute for costly hunches, for trade 
opinion, and for gossip. 

It might also be borne in mind 
that research is a worthless, wasted 
activity unless it is put to active, 
practical use by management. Too 
often there is a tendency to receive 
the research reports, glance over 
them, route them through staff, and 
then do nothing about the situations 
which they bring to light. 


Government As Info Source 


One of the primary sources of 
statistics today in our country is the 
government. Every business has a 
stake in these statistics, since they 
can be placed to positive or negative 
use for or against that business. 
Hence, business should make cer- 
tain that these statistics are as mean- 
ingful as possible and that they are 
made available as rapidly as possible. 

It is of interest to note that last 
year there was formed the Federal 
Statistics Users Conference, having 
as its purpose the avoidance of the 
collection of unnecessary statistics, 
the making of those collected as 
useful as possible, the avoidance of 
duplication among the various agen- 
cies of the government, and the 
bringing about of the collection of 
statistics which are needed but not 
currently available. The HIAA is 
an active member of this organiza- 
tion, as are certain insurance com- 
panies. It is our ultimate hope that 
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by this means, information can be ob- 
tained which will be useful to the 
accident and health industry. 
Another important source of data 
today is the trade association. It is 
now generally recognized that one of 
the important responsibilities of a 
trade association is to collect those 
facts which are most useful to its 
members and to disseminate them as 
widely and as meaningfully as possi- 
ble. As a consequence of the recogni- 
tion of this basic responsibility, the 
trade association today is rapidly be- 
coming one of the major fact gather- 


ers for our country. The dimension 
to which this function has already 
grown warrants its recognition as an 
important instrument for the public 
welfare. Through these means, a 
tremendous range of information not 
gathered by government has become 
available. These data, in turn, are 
not paid for by public funds and are 
provided with greater speed and 
flexibility. Their quality must be 
constantly improved, however, so 
that their acceptance by the general 
public will increase. 


(Continued on the next page) 
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The qualities of valid and useful 
association statistics have been stated 
by J. B. Henlock of the United 
States Steel Corporation as: 


1. They must represent a large part 
of the industry’s total volume. 


2. Members should report accu- 
rately, promptly, and consistently. 


3. The staff should know the indus- 
try and the companies which com- 
prise it and their integrity should 
be above reproach. 

4. It is essential that qualified peo- 
ple in the industry assume respon- 
sibility for the reports, for maintain- 
ing quality, and for improving them 
when possible. 


To these four points I should like 
to add a fifth: that those statistics 
which are gathered should not be 
used as a drunk uses a lamppost; 
that is, for support rather than for 
illumination. 

Mr. Henlock points up the fact 
that one of the great values of asso- 
ciation statistics is that the small 
company can get reliable data at 
small cost and that such data can 
place it nearly on a par with larger 
competitors. In discussing some of 
the uses of association statistics to 
any business, Mr. Henlock mentions 
these : a basis of comparison between 
a specific company and the industry 


as a whole, a basis for advertising 
campaigns, a means by which a spe- 
cifie company can measure its par- 
ticipation in the total effort of the 
industry, the measurement and 
analysis of markets, a basis for pub- 
lic relations endeavors, and for use at 
legislative hearings and with admin- 
istrative government. 


Research In A & H 


The accident and health insurance 
industry is no exception to this gen- 
eral trend which has been proceed- 
ing. To the contrary, actuarial and 
statistical analyses are basic to the 
continued expansion of voluntary 
health insurance as a mechanism for 
the insurance of medical expense and 
against loss of income resulting from 
accident and sickness. But as a $3%4 
billion industry, I believe it can 
readily be agreed that the accident 
and health field has sorely lagged 
behind the parade when compared 
with many other industries, includ- 
ing other segments of the insurance 
business. 

It is a refreshing and hopeful sign, 
therefore, to note that recently, top 
management has taken cognizance 
of the needs for greater research at 
the industry level. This cognizance, 
and the resulting action, now point 
to the distinct possibility of bringing 
to the accident and health business, 
for the first time on a broad scale, 
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a depth and breadth of knowledge of 
itself in relation to the socio-eco- 
nomic factors with which it is con- 
cerned which have not generally ex- 
isted in the past. To say this another 
way: the possibility is now pre- 
sented through which the necessary 
maturing process of accident and 
health insurance can proceed, to the 
end that this business will continu- 
ingly better serve the insurance needs 
of the American public. Certainly 
this is the desiderata. 

On April 12, 1956, after consider- 
able study and assessments of the 
needs of our business, top manage- 
ment, functioning through the Joint 
Committee on Health Insurance, 
brought into being the Health In- 
surance Association of America. 
One of the expressed purposes of 
the new association was to be “the 
collection and dissemination of such 
statistics as are deemed necessary 
or desirable. One broad area for 
statistical work is in developing 
more detailed knowledge of accom- 
plishments by. the business for use 
in public relations work, and to add 
generally to the knowledge of the 
business.” This statement of pur- 
pose is noteworthy, since it repre- 
sents the first occasion of a distinct 
and clear recognition of the need of 
the industry for research. 


Blueprint for Work 


That this statement of purpose 
was not simply a matter of idle, high 
sounding words became evidenced 
two months after the new association 
was formed. On June 8, 1956, an 
ad hoc committee of company execu- 
tives, representing the American 
Life Convention, the Health Insur- 
ance Association of America, and 
the Life Insurance Association of 
America, requested the HIAA to 
“prepare and provide a blueprint of 
a proposed industry program of re- 
search, education, and information 
designed to result in the extension 
of voluntary health insurance to in- 
surable risks not now insured and to 
make more adequate the insurance 
benefits now provided.” 

Such a blueprint was prepared 
and, after consideration, priorities 
and responsibilities were assigned 
with respect to the several recom- 
mendations contained in it. Since 
that time, member companies have 

(Continued on page 59) 
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RALPH D. CHURCHILL 
Brundidge, Fountain, Elliott 
& Bateman 
Dallas, Texas 


Eighth Circuit Court of Appeals Rules 
Doctor's Privileged Communication 
Statute Not Applicable To Facts. 


Aetna Life Insurance Company 
issued one Gordy two $5,000 life 
policies in 1928. The policies pro- 
vided that the company would pay 
an income of $50 per month and 
waive premium payments in the 
event Gordy became totally and per- 
manently disabled through disease 
prior to age 60. In April of 1952 
Gordy became 60 years old, but con- 
tinued to pay the premiums through 
1955. The last month of 1955 he 
made claim to the company that he 
had become totally and permanently 
disabled in November of 1949, which 
was more than two years before he 
attained age 60. As the company 
denied liability he brought suit to 
recover the premiums he had paid 
after his alleged disability, for the 
accrued amount of disability bene- 
fits, and for future disability bene- 
fits. 

The jury rendered a verdict for 
Gordy and the insurance company 
appealed to reverse the judgment. 
The Eighth Circuit Court of Ap- 
peals reversed the judgment and 
remanded for a new trial. 

The testimony disclosed that 
Gordy became ill in November of 
1949 and three doctors testified, one 
being a psychiatrist, that he was 
mentally incompetent from that date 
through 1955, The doctors stated 
that his mental state was such that 
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The Legal Spothoht 


he was unable to concentrate and 
carry on the ordinary affairs of life. 
He was sent to the Mayo Clinic in 
Minnesota and a Dr. Figi treated 
him there. Aetna Insurance Com- 
pany took Dr. Figi’s deposition. The 
deposition disclosed that Dr. Figi 
was of the opinion that Gordy was 
not disabled until February of 1951 
and that in the latter part of 1953 
was able to carry on his business. 
The plaintiff objected to the ad- 
mission of Dr. Figi’s deposition in 


_evidence on the ground that it was 


a privileged communication and in- 
admissible in evidence under Arkan- 
sas law. 

The Arkansas statute provides in 
part: “If two or more physicians 
* * * have been in attendance on the 
patient for the same ailment, the 
patient by waiving the privilege at- 
taching to any of said physicians 
* * * by calling said physician con- 
cerning said ailment shall be deemed 
to have waived the privilege attach- 
ing to the other physicians * * * .” 

The court cited the Arkansas Su- 
preme Court case of Albritton, 
Admr. v. C. M. Ferguson & Son, 
122 S.W.2d 620, which held that the 
plaintiff cannot claim a privileged 
communication of one physician un- 
der circumstances similar to this 
case. 

As the defendant insurance com- 
pany’s rights were prejudiced by 
being denied the right to use a com- 
petent witness, the case is reversed 
and remanded for a new trial. 

Aetna Life Ins. Co. v. Gordy, 
United States Court of Appeals for 
the Eighth Circuit, October 4, 1957. 
3 CCH Life Cases (2d) 579. 
Owens, McHaney, Lofton & Mc- 





Haney, Pyramid Life Building, 
Little Rock, Arkansas, for appel- 
lant. 

H. B. Stubblefield, Pyramid Life 
Suilding, Little Rock, Arkansas, for 
appellee. 


Oklahoma Supreme Court Allows 
Testimony of Complete Occurrence 
in Accidental Injury Case. 


Vernon Johnson, the insured, was 
shot several times by Arthur Simp- 
son about 9:00 P.M., May 10, 1954. 
The insured and Simpson were in 
the town of Drumright about 3:30 
P.M. and began drinking beer. They 
continued their drinking spree until 
dark when they started home. They 
were “pretty drunk” and began a 
quarrel which resulted in a fight. 
The insured proceeded to his home 
where he obtained his Colt revolver 
and came after Simpson. Simpson 
armed himself with a .22 automatic 
rifle and in the exchange of gun fire 
both shot the other several times. 
Insured admitted that he was still 
intoxicated and that he and Simp- 
son had always been good friends. 

Johnson, the insured, filed claim 
for hospitalization and expenses with 
Republic National Life Insurance 
Company, which had written an ac- 
cident policy on him previously. The 
insurance company denied liability 
and Johnson sued. 

The trial court refused to allow 
any testimony to go before the jury 
except what occurred at the very 
time of the shooting, which resulted 
in Johnson’s injuries. The trial court 
further instructed the jury as fol- 
lows concerning the term “accident.” 

{Continued on the next page) 
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Legal Spotlight—Continued 


“In this connection you are in- 
structed that an ‘accident’ as that 
term is used in this lawsuit means 
anything happening unexpectedly, 
or without known or assignable 
cause; an event the cause of which 
was unforeseen; any unpleasant or 
unfortunate occurrence, causing loss, 
injury, suffering or death.” 

The jury found for the plaintiff 
and the insurance company appealed 
to the Oklahoma Supreme Court. 

Justice Halley wrote the opinion 
for the Supreme Court reversing the 
trial court’s judgment and ordering 
a new trial. 

The Supreme Court said that it 
was prejudicial for the jury not to 
have had the matters that had trans- 
pired from 3:30 P.M. until 9:00 
P.M., the time of the shooting. The 
Court further stated that the proper 
definition of the term “accident” in 
a situation like this is as follows: 
“Death is accidental within the 
meaning of an accident insurance 
policy indemnifying insured for loss 
of life caused by accidental means 
when it results from a gunshot 
wound intentionally inflicted upon 
the person of insured by another 
without provocation or wrong do- 
ing on the part of insured.” 


As the jury was not instructed 
properly in its charge, nor was al- 
lowed to hear all the testimony prior 
to the shooting the case should be 
reversed and a new trial held. 

Republic National Life Insurance 
Co. v. Johnson, Oklahoma Supreme 
Court. Filed October 29, 1957. 3 
CCH Life Cases (2d) 624. 
Wayne B. Snow, Savage, Gibson, 
Benefield & Shelton, Oklahoma City, 
Oklahoma for appellant. 

Jack B. Sellers, Drumright, Okla- 
homa for appellee. 


FTC DEVELOPMENTS 


CLOSER LIAISON between the Federal 
Trade Commission and state insur- 
ance departments should result from 
a conference between the commis- 
sion and members of the National 
Association of Insurance Commis- 
sioners’ Committees on Preserva- 
tion of State Regulation and Federal 
Liaison. The conference, which was 
requested by Commissioner McCon- 
nell of California, was held in Wash- 
ington during December. Within the 
limits it is permitted, the FTC 
agreed to forward to the state de- 
partments, information on com- 
plaints regarding accident and 
health advertising. 
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OVER 4 BILLIONS OF INSURANCE IN FORCE 


The Supreme Court has agreed 
to review Circuit Court decisions 
in the National Casualty Company 
and American Hospital and Insur- 
ance Company cases. The cases 
hinge on whether or not Federal 
Trade Commission authority over 
accident and health insurance com- 
pany advertising is limited to those 
states which do not have adequate 
laws regulating such activities. 

The Federal Trade Commission 
has upheld the ruling of its hearing 
examiner that the accident and 
health advertising of the Postal Life 
and Casualty Insurance Company, 
Kansas City, was not false or mis- 
leading. This is the first time such a 
dismissal of charges has been upheld 
by the Commission itself. The jur- 
isdiction of the FTC was not at 
issue in this case. 

Another hearing examiner, how- 
ever, has given an initial decision 
that the advertising of the Guarantee 
Reserve Life Insurance Company 
of Hammond, has been misrepre- 
sentative. He also sustained the 
FTC’s claim of jurisdiction. 


CAPA TEAM COMPLETES 
TOUR 


Forty INSURANCE EXECUTIVES from 
a number of European countries re- 
cently completed a tour of several 
cities in the United States. The 
purpose of the tour was to study 
electronic computers and the uses 
to which they are being put in Ameri- 
can insurance companies. The men 
in the tour were from some of the 
one hundred six French and twenty- 
six other European companies which 
comprise the Comite d’Action pour 
la Productivite dans 1’Assurance. 


TAX AGREEMENT 


THE INDIANA BLUE CROSS organi- 
zations have agreed to pay the state 
gross income tax beginning with the 
year 1957. This is considered by 
other accident and health writers a 
victory over what they have con- 
sidered an unfair competitive rating 
advantage. The Indiana law is 
unique in that in that state the Blue 
Cross carriers are organized under 
the same laws as all domestic mutual 
insurers. 
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Research Needs—from page 56 


received a copy and work has pro- 
ceeded with respect to several of its 
recommendations. The broad out- 
line of this blueprint indicates the 
many areas needing further investi- 
gation. Indicated, is a program at 
once costly and time consuming. 
That the industry has seen fit to 
approve such a program is testi- 
mony to the sincerity of the industry 
in serving the public interest. 

Briefly, what are some of the re- 
search needs in the accident and 
health field? They are many. They 
are varied in nature. They are not 
always easy of attainment. Some are 
even unresearchable on the basis o 
presently available data or researc’ 
techniques. 


We need to know more, in an 
analytical sense, about the growth 
and development of private healih 
insurance. Meaningful analysis of 
the personal medical bill of the 
American people and the relationship 
of health insurance to this bill is 
needed. Much more information 
about the American consumer is 
needed ; who he is, how he chooses 
to spread his resources, his attitude 
toward such things as installment 
purchases, his medical care, his 
medical bills, his attitude toward the 
various types of health insurance, 
where he obtains his information 
about health insurance and how re- 
liable he feels this to be. 


We need to know much more 
about the effect of health insurance 
on the incidence and cost of medical 
care. We have to have information 
on the evolution proceeding in med- 
ical care, the development of broader 
out-patient care, self service hospital 
facilities, convalescent and nursing 
home care, and home care, whether 
these forms of care are insurable and 
the effect they might have on the 
cost of insurance. We need more in- 
formation so that judgment cam be 
made of the efficacy of insuring such 
forms of care as dental care, prac- 
tical nursing, home nursing, and 
visual care. 


We need more knowledge with 
respect to the incidence, extent, and 


cost of duplication of insurance cov-/ 


erage where it results in over-insur- 
ance, and of the incidence and cost 
of over-utilization and abuse of the 
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il.sulance coverage, and o. the creep- 
ug uigher costs which often appear 
WwW .esuu trom the existence of insur- 
an.e ; all so tuat we might find proper 
and adequate solutions to these prob- 
iems. \yve need to know more about 
such population groups as the aged, 
dependent persons, those empio, ed 
in small groups, those living in rural 
areas, and those who are impaired 
or substandard risks. What is the 
cost of insuring these people? What 
problems have to be faced in further 
extending to them the benefits of 
health insurance? 


Loss Experience 


We need loss morbidity experi- 
ence of several types, particularly 
with respect to certain aspects of 
major medical expense insurance 
and the effects of the principles of 
various types of deductible amounts 
and coinsurance. We need to know 
more about the incidence and nature 
of cancellation and non-renewal and 
of the cost inherent in any voluntary 
restrictions of these contractual 
rights in the instance of deterioration 
of health. 

These needs are not the total, but 
they are most of the important ones. 
They are the ones which are directly 
related to the great opportunity pre- 
sented to the insurance companies 
in this country to serve the people in 
such manner as will guarantee the 
continuance of the great traditions 


of our medical corps, including that 
of free choice. They are related to 
the opportunity to relieve the gov- 
ernment from the necessity of enter- 
ing this area of social insurance to 
any greater degree. More than this, 
they are related to the important 
role which insurance companies play 
in the preservation of the greatest 
of our American heritage, the free- 
dom and dignity of the individual. 

How can these research needs be 
satisfied? Some, perhaps many, can 
be satisfied by the organization of 
the HIAA, bringing into play its 
committee structure, the cooperation 
of its member companies, and its 
staff. Some can be satisfied by data 
from the many sources outside the 
insurance industry. In some in- 
stances, satisfaction might have to 
be sought by the employment of out- 
side research agencies or the en- 
gagement of personnel for a specific 
purpose. In this manner the creation 
of a too large staff on a permanent 
basis can be avoided. In this way 
also, special funds can be brought 
into play aside from the budget of the 
association. Other associations and 
organizations can and will play their 
role. 

In the Division of Information and 
Research of this association, our ap- 
proach is a hard-headed one. We 
are not interested in fishing expedi- 
tions. We are not interested in ex- 
ploring the abstruse for the pure 
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satisfaction of our intellectual curi- 
osity. We try to avoid running off 
into several directions at once. And 
even if we had any such inclinations, 
the limitations inherent in the size 
of our staff would, in itself, bring 
them to quick conclusion. We at- 
tempt always to limit our efforts to 
the necessary and to the related, 
recognizing that this can often be a 
matter of differing opinion. 

We obtain and use reliable sta- 
tistics from other sources wherever 
possible. ‘In this manner the costly 
process of collecting our own gather- 
ings is often avoided. Hence, we 
maintain active contact with the Of- 
fice of the Surgeon General with re- 
spect to the National Health Survey, 
with the Bureau of the Census with 
respect to a hospital utilization study, 
with the Departments of Commerce, 
Labor, and Health, Education, and 
Welfare. The resultant information 
should be of appreciable value to the 
accident and health industry. 

The HIAA is acting as the sta- 
tistical agency for the National As- 
sociation of Insurance Commis- 


sioners in analyzing the data re- 
ceived from the survey of cancella- 
tion and non-renewal practices of 
insurance companies. This data, 
when available, and when analyzed 
qualitatively, should be of appreci- 
able value in bringing into being, 
for the first time, a thorough por- 
trait of what these practices are and 
all the necessary circumstances sur- 
rounding the manner in which they 
occur. The HIAA, along with the 
LIAA, is assisting the New York 
Insurance Department in its com- 
prehensive analysis of company prac- 
tices with respect to insuring older 
aged persons, conversion of group 
insurance, dependent coverage, the 
insurance of persons employed in 
small groups, and cancellation and 
renewability practices. These data, 
when available, should also prove of 
interest and value to the industry. 

There are many other sources of 
data valuable to accident and health 
insurance with which we maintain 
active contact. To mention a few: 
the American Medical Association, 
the American Hospital Association, 
the American Dental Association, 
the American Public Health As- 
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sociation, Health Information Foun- 
dation, several prominent universi- 
ties, and various department of state 
governments. 

It is fully recognized that any 
gathering of statistics is a costly 
matter. It is costly to the collecting 
agency and it is costly to those con- 
tributing the data. If for this reason 
alone, all gatherings of statistics and 
research programs should be care- 
fully scrutinized. There are, how- 
ever, other matters to be considered 
at the same time. One of these is the 
fact that if the statistics are needed 
by, or useful to, a reasonable num- 
ber of the members of an association, 
and if they are of a type which can 
be adequately and sensibly collected 
by an association, it is not only de- 
cidedly cheaper to collect them once 
at the association level rather than 
for each member to collect them 
separately, but in many instances the 
broader base provided by an asso- 
ciation collection will make them 
infinitely more meaningful. In ad- 
dition to this, the question must al- 
ways be asked : how expensive would 
it be not to have the statistics? One 
of the greatest costs to any industry 
can be uninspired judgment based 
upon an invalid premise. Compared 
with this, usable statistics are quite 
cheap. 

It is in the nature of the research 
process, of the quest for knowledge, 
that we will not always succeed. 
Some problems, at least for the time 
being, are irreducible to clear fact. 
Others require time, particularly in 
the combination of circumstances 
with which we are faced; namely, 
the rapid changes constantly taking 
place not only in the insurance cov- 
erage but also in the nature and costs 
of the medical care which it is insur- 
ing. The hopeful sign is that the 
process has been designed and set 
into motion. With the full under- 
standing and cooperation of the com- 
panies it should prove a fruitful 
venture. 


GROUP ON CAMPUS 


GROUP LIFE INSURANCE is provided 
as a fringe benefit at thirty-eight of 
forty-nine colleges and universities 
which replied to a questionnaire sent 
to fifty such institutions by the Col- 
umbia University Committee on the 
Future of the University. 
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rate Looking at the commercial lines 
trend and examining the paradox of 
any that direction one can see that the two 
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78 the big accounts and service them on A Distinguished 
em a permanent basis. 
5 the ‘Survival in the personal field re- Insurance Address 
1SSO- quires concentration and aggressive 
hem selling. Yet the needs of the average The concentration of leading insurance firms—fire. 
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ri’ ie a eller of personal ance Exchange Building makes 175 West Jackson 
Cini rig 3 a eo dificult programing 1s Boulevard a distinguished insurance address—the 
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ie prove more effective than individual ; i ata tne Rha anes aces 
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course and was then told to concen- 
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he was asked to send them back to balance sheet of a company and go cluded business life insurance, ac- 
the office for a specialist. In a six down the column of assets one by cident and health, and group. For 
months period, he sold over two hun- one to make certain that everything some reason, however, the death of 
dred policies. Meanwhile, the senior is covered. This is definitely the a key man is not recognized as im- 
agent could concentrate on the com- time to consider human values when portant as a fire loss or a casualty 
mercial lines since he was relieved of all the property values are analyzed. claim. Yet it has been calculated 
the personal program detail. Com- Perhaps the omission in so many that the death of a key man is about 
mercial accounts have become much cases is due to the fact that there is sixteen times as great as the chance 
more complicated. In solving prob- no specific item for human values of a fire loss over a fifteen year pe- 
lems, in covering untisual exposures, in the financial statement of the com- riod. Some very ingenious formulas 


S the agent has had to do special tailor- pany. Actually, the buildings, the have been devised to estimate the 
=e ing and has had to seek out the un- machinery, raw materials and work- value of any individual whose special 
ie usual risk markets for such things as _ ing capital would mean nothing with- talents contribute in a substantial 
iG all-risk covers, high deductibles, out industrious employees and in- way to the flow of profits in a busi- 


pee broad liability contracts, excess telligent management. The capital- ness venture. It merely means iden- 
> Col. limits. It all takes more time but ized worth of the human element is _ tifying the men, figuring the potential 
does get results. truly as much an asset as property. loss and then recommending the best 

One technique in making a com- For over twenty years, survey cover for life and disability with 
mercial survey has been to take the forms for commercial risks have in- 
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proper consideration for payment 
methods and taxes. 

In making a commercial property 
survey of hazards, it is essential that 
the insurance advisor examine care- 
fully the legal entity of the insured. 
He must evaluate exposures in the 
light of the legal consequences of the 
insured happening to be a sole pro- 
prietorship, a partnership or a cor- 
poration. This is especially true in 
comprehensive general liability and 
workmen’s compensation. It is a 
natural to move right into the area 
of key man insurance and consider 
what will occur in the event of the 
death of the owner, a partner, a 
majority stockholder, an officer or a 
key employee. 

With 60% of the business in the 
United States still untouched ac- 
cording to a University of Illinois 
study, there is a moral obligation on 
the part of the insurance broker, 
agent or advisor to point out the 
needs of business life insurance to the 
client, his attorney and his account- 
ant. These last two are also in- 





"| don't know why your prospects don't let 
you come to them like other insurance 
agent's prospects do. 





volved because of some professional 
obligations they also have to the in- 
sured. From a monetary stand- 
point, again, here is a bonanza for 
the producer. The average premium 
is large and a lot easier to collect. 

In this trend to more and more 
complete commercial insurance pro- 
graming, there is no area which is 
hotter than group insurance. The 
merging of life and property sales 
in the group field has potentials 
which are staggering and, to some 
people, very frightening. 
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breaking year of quality business during 1957. The 


past 12 months has been another period of excellent 


growth — a growth built on a complete line of at- 


tractive life insurance plans and a high quality field 


organization to sell them. 
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The group buying of life insurance, 
accident and health, hospitalization, 
major medical and retirement income 
is an accomplished fact. Many large 
employers feel that their people are 
not properly informed on property 
insurance and have not been reached 
by insurance producers. They feel 
that the group technique means cost 
savings, simple salary deductions, 
package programing and good public 
relations, They feel that a minimum 
group property plan could provide 
a base upon which the individual 
could build a more adequate program 
with individual policies just as he 
does in life insurance. They point 
to the way ordinary life insurance 
grew at the same time as company 
group spread. 

To the contrary, it should be 
pointed out that, in addition to a lot 
of legal barriers, there are a number 
of factors which make true group 
insurance more difficult in the pro- 
perty field. The property and cas- 
ualty exposures of individuals are 
more varied-and therefore the group 
is more heterogeneous. There are a 
greater number of problem risks in 
fire and casualty, especially in the 
automobile lines—to put it mildly. 

There is a greater frequency of 
complicated or highly controversial 
claims. Finally, personal lines pro- 
ducers are not going to be happy 
with the comparison of the growth 
of ordinary life coincident with 
group. The sales potential in life 
insurance is infinite whereas the 
property field is finite. A base prop- 
erty package may prove to become 
the total property insurance of the 
employee. 

In any event, there certainly is an 
obligation on the part of the insur- 
ance advisor who is handling an en- 
tire commercial account to consider 
the needs of the employees of a firm 
from the standpoint of both life and 
property coverages. The personnel 
manager should at least have some 
information for the guidance of em- 
ployees in the purchasing of their 
fire and casualty insurance to be 
handled on an_ individual basis. 
There’s a big job to be done in ed- 
ucating the public. Something 
should be done through the high 
school curriculum. It can, however, 
be done through the employer and 
again it means greater income to the 
producer of the business, 
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RADIATION HAZARD 
SLIGHT 


RADIATION HAZARDS LIKELY to de- 
velop from nuclear weapons testing 
are too slight to be worth consider- 
ing in life insurance calculations of 
the American public’s health and 
longevity, says the Northwestern 
National. The company reports that 
they are insignificant compared to 
the commonplace hazards of our 
daily living. Within the next fifteen 
or twenty years, say the company’s 
doctors, safe disposal of radioactive 
wastes resulting from peaceful devel- 
opment of atomic power neverthe- 
less can become a substantial prob- 
lem. American casualty companies 
are already public liability insurers 
for nuclear power reactors. There 
is a radiation workmen’s compensa- 
tion case before the United States 
Supreme Court at present. 


COLLEGE RECRUITING 


PLACEMENT DIRECTORS from thirty- 
five major colleges and universities 
in the Northeast emphasized that 
most college students know very 
little about career opportunities in 
life insurance. The placement di- 
rectors, meeting at a two-day con- 
ference in Hartford in late October, 
also said that most of the companies 
doing campus recruiting are not ef- 
fective, nor are their methods com- 
petitive with other businesses. It 
was agreed, however, that effective 
recruiting can be done and a few life 
companies were singled out as hav- 
ing excellent programs. The con- 
ference was initiated by the Joint 
Committee on Careers for College 
Graduates, sponsored by several life 
insurance organizations. 


TO SELL TOOTHPASTE 


FREE INSURANCE POLICIES have been 
used in the past as’ a gimmick in 
England to boost newspaper sales. 
Now free accident coverage is being 
offered to sell toothpaste. The in- 
surance isn’t quite free—the pro- 
spective policyholder has to send in 
ls. 3d. and an empty toothpaste 
carton. He gets a reduction on the 
toothpaste, however. The insurance 
offers £500 for a death,. and lesser 
amounts for loss of eyes or limbs. 
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obituaries 


McHaney: Powell B. McHaney, president 
of the General American Life Insurance 
Company and president of the American 
Life Convention, was killed December 4 in 
an automobile accident in Washington, 
D. C. He was 52. After several years of 
private practice of the law, Mr. McHaney 
in 1936 was named a trustee in the Gen- 
eral American Life Insurance Company 
mutualization program, when he was also 
elected a member of the board of directors 
and a member of the company executive 
committee. In 1943 he was elected vice 
president and general counsel of the com- 
pany, in 1950 executive vice president and 
in 1951 president. Mr. McHaney served 
from 1948-50 on the executive committee 
of the Association of Life Insurance Coun- 
sel. He was chairman of the American 
Life Convention legal section in 1951. At 
the time of his death he was a member 
of the board of directors and the executive 
committee of the Institute of Life Insur- 
ance. He was twice elected to the execu- 
tive committee of the American Life Con- 
vention in 1951 and 1954. He had served 
the Life Insurance Association of America 
and the American Life Convention on the 
Joint Legislative Committee from 1952 to 
1955 and the Committee on Insurance 
Regulation. He was unanimously elected 
president of the American Life Convention 
at its Annual Meeting in October of last 
year. 


As an attorney Mr. McHaney had been 
active in the St. Louis, Missouri, and 
American Bar Associations, and the Amer- 
ican Judicature Society, and Harvard Law 
School Association. As a distinguished 
alumnus of the University of Missouri he 
had for a long time served as a member 
of its board of curators, serving as presi- 
dent of this board from 1951-54. He was 
also a trustee of the Lindenwood College 
for Women, a director of the Southwestern 
Bell Telephone Company, St. Louis Insur- 
ance Corporation, the Urban Redevelop- 
ment Corporation of St. Louis, Transit 
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Casualty Sep agg f a director and vice 
e St. 


chairman of Louis Symphony So- 
ciety, a director of the St. Louis Crime 
Commission, the board of the Y.M.C.A., 
St. Louis Council of the Boy Scouts of 
America, the Manufacturers and Mer- 
chants Indemnity Company, the Security 
Investment Company, and Anheuser- 
Busch, Inc. He was also on the board of 
governors of the Automobile Club of 
Missouri. He served as first secretary of 
the Citizens Committee supervising the 
$44,000,000 Post-War Improvement and 
Employment Program, and later as chair- 
man from 1949-55. He was first president 
of the Civic Progress, Inc., 1953-55. He 
was a director of the Governmental Re- 
search Institute, and a director of the 
United Fund of Greater St. Louis. He 
was elected to receive, for the years 1953 
and 1954 the St. Louis Award honoring 
him for his civic contributions as St. Louis’ 
most distinguished citizen. In national 
affairs among other responsibilities he 
served as a member of the National Com- 
mittee for Education in Family Finance, 
and as member of the Insurance Commit- 
tee of the U. S. Chamber of Commerce. 
Mr. McHaney was a Presbyterian, an Elder 
and former superintendent of the Church 
School, a Mason, a member of the Noon- 
Day, Missouri Athletic, Bellerive Country 
Club, and Harvard Club of St. Louis. He 
had been elected to Phi Beta Kappa, Pi 
Kappa Alpha, Phi Delta Phi, Alpha Kappa 
Psi, and the Key and Bogey Clubs. He 
had written a number of articles for 
professional journals and made numerous 
addresses before insurance organizations. 


Amber: Harrison L. Amber, chairman of 
the board of directors of the Berkshire 
Life Insurance Company, died November 
13th at the age of 68 after a long illness. 
Mr. Amber who had sold life insurance 
part time while attending college, joined 
the Berkshire Life as a district agent in 
1918 and within two years transferred to 
Davenport, Iowa, as district manager. In 
1922 he became general agent for the 
company in Buffalo, New York and in 
1930 transferred to the home office in 
Pittsfield. The following year he was 
elected vice president in charge of agen- 
cies and became a member of the board 
of directors. Mr. Amber was elected presi- 
dent of the Berkshire Life in 1942 and 
served until 1954 when, at the age of 65, 
he retired as president and was elected 
chairman of the board of directors. 

Mr. Amber had served as president of 
the Pittsfield Chamber of Commerce, Tax- 
payers’ Association and Community Chest. 
He was Honorary Overseer of Old Stur- 
bridge Village, Mass., and for several years 
a member of the American Newcomen 
Society and a trustee of the S. S. Huebner 
Foundation. Mr. Amber was a member of 
the Education Committee of the U. S. 
Chamber of Commerce and a delegate to 
the National Conference on Education in 
Washington in 1955. He was a Mason and 
a member of the First Church of Christ 
Congregational of Pittsfield. 


Spellacy: Thomas J. Spellacy, Commis- 
sioner of Insurance of the State of Con- 
necticut, died while attending the National 
Association of Insurance Commissioners 
mid-year meeting in New York. He was 77. 
Mr. Spellacy had served as United States 
attorney for the district of Connecticut, as 
assistant Attorney General of the U. S. 
and for four terms as mayor of Hartford 
before being appointed insurance com- 
missioner early in 1955. 









McLochlin: Ralph Edwin McLochlin, 
medical director of the National Old Line 
Insurance Company for the past 24 years, 
died November 8th at the age of 53. Dr. 
McLochlin was formerly chief of staff at 
St. Vincent’s Hospital in Little Rock and 
an associate member of the American Col. 
lege of Physicians. He was a member of 
the Association of Life Insurance Medical 
Directors of America and of the Medical 
Section of the American Life Convention. 
He was also a member of the American 
Medical Association, the Catholic Knights 
of America, the Fourth Degree Knights 
of Columbus, a past president of the 
Arkansas Heart Association, the Riverdale 
Country Club and the Pulaski County 
Medical Society, and a member of the 
Holy Souls Catholic Church. 


Cardwell: Larry R. Cardwell, general 
agent in Phoenix for the Republic Na- 
tional Life Insurance Company, died No- 
vember Ist at the age of 55, of a heart 
attack. Mr. Cardwell joined the Alliance 
Life of Illinois in 1943. The company 
later was reinsured by Republic National 
Life. He was regional director of agencies 
in Rockford, Illinois, for Mlinois, Michi- 
gan and Indiana from 1951 to 1956. At 
that time he moved to Phoenix for rea- 
sons of health. 


Aschaffenburg: William A. Aschaffen- 
burg, assistant counsel, mortgage loan de- 
partment of the Aetna Life Insurance 
Company, died November 7th at the age 
of 62. Mr. Aschaffenburg was born in 
Germany where he was educated and 
began to practice law. After coming to 
this country he joined the Aetna Life as 
an attorney in 1939 and later was ap- 
pointed title supervisor in the mortgage 
loan department, being promoted to as- 
sistant counsel two years ago. 


Riebel: Frederick Riebel III, supervisor 
of the motion picture bureau of the Aetna 
Life Affiliated Companies, died November 
19th at the age of 50. Mr. Riebel had 
been connected with the Aetna Life or- 
ganization for sixteen years and previously 
was engaged in motion picture work in 
Detroit and Hollywood. He was a gradu- 
ate of the University of Michigan. 


Steiner: Harry Steiner, CLU, a member 
of the Milton A. Feuer Agency, in Chicago, 
of The Equitable Life Assurance Society 
of the United States, died November 20th 
following a long illness. He was 63 years 
old. Mr. Steiner joined the Equitable in 
August 1927 and qualified for its Quarter 
Million Dollar Club during the few re- 
maining months of that year. He moved 
up to the Half Million Dollar Club in 
1928 and beginning in 1929, qualified for 
the Million Dollar Club every year except 
1932 and 1936. He was an Equitable 
Group Millionaire, a life and qualifying 
member of the Million Dollar Round 
Table, and a holder of nine National 
Quality Awards. In 1932 Mr. Steiner be- 
came a Chartered Life Underwriter and 
in 1934 he was graduated from the Life 
Trust Institute. The Equitable General 
Agents and Managers Association named 
him Old Guard Honor Agent in 1948 for 
his underwriting success, willingness to aid 
his associates, and service to the com- 
munity, the Society and the institution of 
life insurance. He was active in charitable 
and civic enterprises and was a member 
of the Standard and Covenant Clubs, Chi- 
cago. 
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QUALIFY FOR OUR MEXICAN CONVENTION IN MARCH 1959 


Sell the new 
EXECUTIVE 





Incentive Policy 


%*& Pays the Face Amount PLUS the Cash Value if death occurs prior to Age 65. 
* Policy Loans do not reduce the Face Amount in the event of death. 
* The perfect answer to the "buy term & invest the difference” buyer. 
* Premiin reduce at Age 65 but Face Amount remains unchanged. 


* The ideal policy for Split-Dollar sales; the beneficiary has 








a level amount of insurance to Age 65. 
* Liberal commissions. 

AGE 35—$10,000 Ask your local Central Standard 
Premium before Age 65—$251.60; After Age 65—$209.10 General Agent about this plan. If there 
Automatic Waiver of Premium Feature included in rate. is no General Agent in your territory, 
Year Death Benefit Cash Value Paid Up Value and if you have successful sales experi- 
2 $10,180 $ 180 $ 380 ence and want a General Agency of 
3 10,390 390 810 your own to sell this Executive Incen- 
5 10,840 840 1,680 tive Policy and other competitive 

10 11,960 1,960 3,560 Central Standard policies, write 

15 13,090 3,090 5,140 

20 14,130 4,130 6,320 NORMAN T. CARSON 
Executive Vice President 











CENTRAL STANDARD LIFE 
Grunded (905-2> INSURANCE COMPANY 


211 West Wacker Drive, Chicago 6, Ill. 
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CREDIT INSURANCE 
CEILINGS 


THE NATIONAL ASSOCIATION of Life 
Underwriters is supporting pro- 
posed ceilings on the amounts that 
can be charged the public for so 
called credit life insurance and credit 
accident and health insurance. 

One very extensive use of such 
insurance is to guarantee small loan 
organizations and installment vend- 
ors against loss resulting from the 
death or disability of the borrower 
or installment purchaser. In many 
cases, the debtor has to pay the re- 
quired insurance premium on top 
of the usual finance charges, Fre- 
quently an employee of the lending 
organization or installment vendor 
writes the insurance and collects a 
commission for this act. Often these 
commissions are very substantial 
and provide the creditor with a siz- 
able additional profit. 

NALU said: “While credit in- 
surance, properly sold, undeniably 
benefits the insured debtor, it re- 
dounds equally to the benefit of the 
crecitor. Consequently we see no 
earthly reason why the latter should 
reap a profit from its sale.” 


NEW MORTGAGE 
PROPOSAL 


WoOULD-BE OWNERS of modest homes 
have been having trouble obtaining 
financing recently, and the Admini- 
stration may do something about it. 
Housing Administrator Albert M. 
Cole revealed that a plan is under 
study which would insure the top 
20% of a conventional (non-amort- 
izing) mortgage. This would be in- 
tended to ease the tight money situ- 
ation now existing because of the 
limitation on F.H.A. interest rates. 
The regular F.H.A. mortgage pro- 
gram would not be affected by the 
new plan. 

Reaction to Mr. Cole’s proposal 
has been prompt. Chairman Rains, 
of the House Banking Sub-commit- 
tee on Housing, called the suggestion 
“hasty and ill-conceived.” He said 
he saw little chance that it would 
be approved by Congress. The New 
York Times reported that mortgage 
circles view the proposal as the be- 
ginning of an attempt to get the 
government out of the home mort- 
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gage picture, by reducing the F.H. 
A.’s insurance commitments, The 
G.I. mortgage program, as reflected 
by requests for appraisals in Octo- 
ber, skidded to all-time lows in a 
number of categories. 


VARIABLE ANNUITY CASE 


West Vircinia’s State Insurance 
Commissioner Harold E. Neely is 
interceding in the action State Audi- 
tor Sims, who is ex-officio securities 
commissioner, is bringing against 
the Variable Annuity Life Insur- 
ance Company of Washington, D. C. 
Mr. Neely says the variable annuity 
company is a bona fide life insur- 
ance company under the jurisdiction 
of the insurance department, and 
that an insurance company cannot 
be subjected to the dual regulation 
of the state securities commission 
and the state insurance commis- 
sioner. 


EXTRA-RISK INSURANCE 


MILLIONS OF AMERICAN FAMILIES 
are now benefiting from the many 
advances made in the issuance of 
extra-risk life insurance over the 
past decade or two, the Institute of 
Life Insurance reports. Not only do 
millions now enjoy the protection 
of life insurance for which they 
would probably have been ineligible 
fifteen or twenty years ago, but 
many millions more have insurance 
at standard rates, on which they 
would be paying extra premium 
rates on the basis existing only a few 
years ago. By the end of this year, 
according to the Institute, there will 
probably be about $16,000,000,000 
of ‘‘extra-risk” life insurance in 
force in the U. S., under more than 
5,000,000 policies. 


GAMC MEMBERSHIP 


THE CURRENT MEMBERSHIP of the 
General Agents and Managers Con- 
ference of the National Association 
of Life Underwriters is almost 5,- 
800, an increase of 16% over the 
membership at the beginning of the 


year. 
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OF SINCERE SERVICE 
TO POLICY OWNERS 


NATIONAL EQUITY— 


a sound, forward-looking 
Company with an_ out- 
standing record of growth. 


NATIONAL EQUITY— 


a Company with a com- 
prehensive plan for re- 
cruiting and developing 
career men... a plan 
second to none in the in- 
dustry. 


A few select openings in 


Texas and Louisiana for 


qualified men seeking gen- 


eral agency opportunities 
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LITTLE ROCK, ARKANSAS 
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Home Office and Fiele 





Acacia Mutual (Wash., D. €.): Edgar 
Gallagher, formerly a personal producer 
for five years, has been appointed manager 
of the Johnstown branch. He succeeded 
Lowell Berkebile, deceased, in late Octo- 
ber. Marion (Mackie) Ellis, formerly the 
manager of National Fidelity’s Kansas City 
office, now holds the same duties for this 
company, effective November 16. 


Aetna: Louis E. Gibson and Louis L. 
Stokley have been promoted to assistant 
general agents at the Shreveport, La. and 
Lexington, Ky. general agencies, respec- 
tively. Both were formerly supervisors. 
Lauchlin H. McLean, formerly on the legal 
staff of the mortgage loan department, has 
been appointed to the post of assistant 
counsel of that department. 


All American: Two new agency builders 
have been appointed: Ben Kotecki and 
George Geneser. Mr. Kotecki will service 
twenty Florida counties under state man- 
ager Harold A. Lanigan, and also be in 
charge of recruiting and training. Mr. 
Geneser, with headquarters in Des Moines, 
will service counties in Central Iowa. 


Allstate: William T. Reid has_ been 
named eastern zone supervisor; headquar- 
ters is in Harrison, N. Y. 


American Life (N. Y.): John B. Phillips 
was appointed superintendent of the Ro- 
chester branch office which is located at 
16 Main St., E., and supervises six nearby 
counties. 


American United (Ind.): F. Earl Mulcahy 
has been appointed agency assistant for 
accident and sickness insurance; he will 
handle promotion and development of 
sales. 


Bankers Life (lowa): Three new appoint- 
ments in the group sales department— 
John G. Scarborough, group representa- 
tive, Houston group office; Richard W. 
Webber, Cleveland group manager; and 
Gerald D. O’Conner, Los Angeles group 
office supervisor. 


Bankers Life (Neb.): Formerly with the 
Kemper Companies, Thomas A. Yates was 
appointed director of sales promotion, 
effective November 15. 


Berkshire: Robert C. Franke has been ap- 
pointed general agent in Philadelphia. 


Commonwealth Life (Ky.): William K. 
Nicol and James J. Dean, Jr., were elected 
actuary and controller respectively by the 
board of directors on November 30. Mr. 
Nicol was formerly controller and Mr. 
Dean, manager of the accounting depart- 
ment. 


Carolina Home Life (N. C.): L. E. (Red) 
Murray has been named director of agen- 
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cies, replacing J. R. Rogers, resigned and 
now an agent of the company. 


Colonial Life of America: Gerald W. 
McEwen has been appointed as regional 
superintendent for the eastern Pennsyl- 
vania area. He will be located in the 
Philadelphia office of Chubb & Son at 816 
Public Ledger Bldg. He was formerly in 
the home office agency department. 


Columbian Natl.: Francis N. Mulchy has 
been appointed manager of the newly 
opened Westwood, Mass. branch office. 


Connecticut General: A new brokerage 
agency has been opened in Kansas City, 
Mo., with Phillip E. Goodman (formerly 
assistant manager of the New Orleans 
brokerage agency) as manager. The Cleve- 
land branch office has been moved from 
925 Euclid Ave. to 2800 Euclid Ave. Two 
brokerage consultants appointed by the 
company to serve independent insurance 
men and their clients are Robert D. Heins 
at the newly opened Newark, N. J. office, 
and Homer A. Mann at Memphis, Tenn. 


Conn. Mutual: 7. Bertram Anderson, Jr. 
has joined the company as brokerage su- 
pervisor, Effective December 1, William J. 
Cooper, formerly an assistant branch man- 
ager for Equitable Life, succeeded Joseph 
A. Diefenbach, retired, as general agent 
at St. Paul. Mr. Diefenbach will remain 
with the agency as associate general agent. 


Continental American (Del.): John B. 
Meyers has been appointed agency assist- 
ant in the agency department. 


Continental Assurance (Ill.): The Ben- 
nett Agency, Inc., St. Petersburg, Fla. has 
been appointed general agent. Officers are 
Gene Bennett president, James M. Newton 
vice president and Les J. Ullensvang life 
department manager. The Rummel & 
Freeman Agency, West Catasauqua, Pa., 
has also been appointed a general agent. 
Principals are Charles E. Rummel and 
Roy A. Freeman. 

Edwin B. Thurman, Jr., has been named 
manager of advanced underwriting and 
John P. Pahl, agency assistant in the field 
services division. Raymond J. C. Hodgson 
of Toronto has been appointed assistant 
superintendent of agencies, Canadian de- 
partment. 

On December 1, five key men were 
promoted in the agency organization. 
They are: Paul C. Green, CLU, formerly 
executive assistant, now superintendent of 
agencies in charge of all branch office op- 
erations and special new agency develop- 
ment; Hugh S. Betts, Jr., formerly director 
of career agent program, now superintend- 
ent of agencies in charge of career agency 
development, all Canadian life insurance 
operations and the salary allotment divi- 
sion; Charles W. Kraemer, formerly direc- 
tor of field services, now superintendent 






of agency administration; Kenneth P. 
Quinn and William P. Bell, both formerly 
assistant superintendents of agencies are 
now resident superintendents of agencies 
in Cedar Rapids, Iowa and Dallas, Texas 
respectively. 


Equitable (N. Y.): Eleven new unit man- 
agers have been appointed. They, their 
headquarters, and the agencies to whiclr 
they belong are: Robert L. Benoit, Grand 
Rapids (J. J. Fraley, Grand Rapids); Vin- 
cent R. Collins, Toledo (T. R. Clark, 
Toledo); William M. Dice, Pittsburgh (]. 
Fred Speer, CLU, Pittsburgh); Maurice L. 
Goulet, Lewiston, Me. (Sidney J. Smith, 
Portland, Me.); Kenneth J. Granzow, Den- 
ver (Howard C. Nickels, Denver); Frank H. 
Hale, Burlington, Vt. (C. F. Barton, Jr., 
CLU, Springfield, Mass.); Robert E. Long, 
Buffalo (Karl J. Peterson, CLU, Buffalo): 
George F. Olsen, New Brunswick (J. 
Brooke Johnston, CLU, Newark); Warren 
E. Stroh, Baltimore (J. L. Smith, Balti- 
more); Gaylon D. Thomas, Grand Junction 
(Tom H. Mosier, Denver); and Sidney 
Zimmerman (M. R, Riskin, Chicago). 

S. Jerold Duran, formerly divisional 
group manager in Chicago, has been ap- 
pointed associate manager, group depart- 
ment, effective November 1. 


Equity Annuity Life Ins. Co., The (D.C.): 
William H. Romack, Jr., CLU, formerly 
brokerage manager for New York Life. 
has been appointed sales manager for the 
D. of C. 


Felix, Griffin, Bowman & Templin: This 
Oklahoma City partnership of attorneys 
and tax counselers has admitted Byrne A. 
Bowman as a partner. Mr. Bowman is a 
member of the Fidelity and Surety Com- 
mittee of the Insurance Section of the 
American Bar Association. Charles N. 
Berry, Jr. has been named an associate. 


First Colony (Va.): Meade J. McMillen, 
CLU, is superintendent of agencies. He 
was formerly general agent for Mutual 
Benefit Life. Daniel V. Hockenberry was 
appointed agency manager for the Alex- 
andria-Arlington area, with headquarters 
at 1707 Duke St., Alexandria, Va. 


General American (Mo.): 4. William 
Evans has been appointed to the new 
position of director of administrative train- 
ing and recruitment. William C. Fischer 
Jr. succeeds him as manager of the per- 
sonnel department. V. Randall Workman 
has been appointed a district manager in 
St. Louis. William F. Lohman succeeds 
the late Alvin Bockwinkel as manager of 
group benefits department at the home 
office. Earl L. Weiner succeeds Mr. 
Lohman as the department’s assistant man- 
ager. 


Great-West (Man.): Eric Carroll is su- 
pervisor of the Vancouver branch, and 
F R. Jost supervisor of the Newark 
branch. The former will assist C. F. Dun- 
(Continued on the next page) 
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Field Appointments—Continued 


fee, CLU, and the latter, V. K. Pitfield. 
J. B. Nettlefield, formerly superintendent 
of agencies, has been appointed superin- 
tendent of reinsurance. J. W. Brice, for- 
merly underwriting secretary, is now su- 
perintendent of agency administration. 
Over-all direction of the reinsurance func- 
tion will continue to be the responsibility 
of J. E. Morrison, assistant general man- 
ager and actuary. E. A. Palk, formerly a 
superintendent of agencies has been ap- 
pointed director of agencies. Formerly 
supervisor of the Vancouver branch, A. C. 
Mussellam, CLU, is now district manager 
at Penticton. 


Guaranty Union (Cal.): John T. Mc- 
Neilly has been promoted from chief 
underwriter to supervisor of underwriting 
and policy issue. 


Guardian Life of America (N. Y.): The 
Grogan Agency has been formed as suc- 
cessor to the agency in New York City 
managed by the late J. Elton Bragg. The 
new agency is merging with the Davis 
Agency and the principals will be Thomas 
B. Grogan and Barry H. Grogan, man- 
agers and Channing Davis, associate man- 
ager. Temporary location is at the home 
office, 50 Union Square, with a downtown 
branch at 165 Broadway. Thomas Grogan 
was formerly agency director; Barry Gro- 
gan, a brokerage manager for Home Life 
in New York; Mr. Davis, assistant manager 
in charge of the downtown office of the 
Bragg Agency. 


Home Life (N. Y.): Gerald K. Rugger 
and Robert B. Cunningham have been 
advanced to second vice presidencies from 
manager of group insurance and under- 
writing secretary, respectively. George J. 
Sieburg, Jr. has been promoted from assist- 
ant manager to manager of the Charlotte, 
N. C., agency. 


Interstate Agencies, Inc. (Mich.): A 
new affiliate, Life Lines, Inc., will be under 
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last year 


Y” AGGRESSIVE 
‘EXPANSION 


@ A 150% increase in insurance-in-force 
in the last ten years to a total of over 


@ An expansion in territory—five new 
states and Hawaii added in the past year 
@ A 30% increase in agency force in the 


@ An expanded portfolio 


the supervision of Robert W. Hoogsteen, 
who formerly was in charge of sub-stand- 
ard risks, which will now be taken care 
of exclusively by the agency. It is located 
at 45 Barclay, N.E., Grand Rapids, Mich- 
igan. 


Jefferson Nati.: New general agents are 
James N. Skinner, Terre Haute, Indiana; 
William Taylor, Rochester, Minnesota; 
James R. Zeigler, Springfield, Illinois; Wil- 
liam A, Adams, Parkersburg, West Vir- 
ginia; and Donald Kranz, Albert Lea, 
Minnesota. 


John Hancock: H. van B. Cleveland, for- 
merly executive assistant, has been ap- 
pointed associate counsel in the law de- 
partment. Tipton Sheets, CLU, is general 
agent at the new agency in Wilmington, 
Delaware, located at 803 Shipley Street. 
The district office, opened during Decem- 
ber in St. Petersburg, Florida, which will 
service that city and Clearwater, is under 
newly appointed district manager LeRoy 
Branton, Jr., who was formerly assistant 
district manager at Tampa. Richard S. 
Heath, who was associated with him as 
an agent there, joins Mr. Branton as 
assistant district manager. Ernest J. Wol- 
cott, a former home office representative, 
has been appointed manager of a new 
group office in Norfolk, Va., located at 
365 New Monroe Bldg. The company is 
also represented in that state by J. J. 
Leterman, general agent and by Melvin 
R. Van Voorhis, district manager. John P. 
Kugler, CLU, succeeds Irving Fitelson, 
transferring to Norwalk, Connecticut, as 
district manager at Providence East, R, I. 


Kansas City Life: Brock D. Holmes, for- 
merly manager of the commercial depart- 
ment of the Kansas City Public Service 
Company, has been appointed director of 
public relations. 

Life Ins. Co. of Ga.: Alvin H. Jones has 
been promoted from district manager at 
Greenville, S. C., to division manager 
for the state of North Carolina. He 
replaces W. G. Morrison, who was trans- 
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ferred to South Carolina after that state’s 
former three divisions were merged into 
one. Southern Georgia and northern 
Florida management areas have been con- 
solidated into one division, and the west- 
ern Tennessee area was merged with 
Arkansas into one division, with the result 
that there are now three divisions in each 
of the four territorial zones supervised 
by home office directors of agencies. 


Life Ins. Co. of North America (Pa.): 
Ten offices were opened simultaneously on 
December 10; their locations and man- 
agers are as follows: Baltimore, Holiday 
and Fayette Sts., John D. White; Chicago, 
231 S. LaSalle St., Ray Breuer, asst. Frank 
Spencer; Cincinnati, Fifth and Vine Sts., 
Robert Pope; Cleveland, 15401 Detroit 
Ave., Lakewood 7, William J. Doyle; Des 
Moines, 2501 Grand Ave., Edward Bird; 
—— 115 Pennsylvania Ave., Wil- 
liam Ashton; Minneapolis, Hennepin Ave. 
and Sixth St., Curtis Fuller; Philadelphia, 
Public Ledger Bldg., Independence Sq., 
Henry Wilson, asst. Walter Ross; Wash- 
ington, D. C., 15th and H Sts., N.W., 
Donald Beggs. 

A branch office will be opened in the 
Transportation Bldg., 17th and Market 
Sts., Philadelphia, for the recruiting and 
training of full-time life personnel. E. 
Leslie Ross will be manager and George 
Mansur, supervisor. 

Clyde A. Johnson was named to the 
staff as director of group administration, 
as of December 9. Mr. Johnson had been 
secretary of Pacific Mutual. 


Life Ins. Co. of Va.: Aubrey M. Foltz has 
been appointed regional director of agen- 
cies for the ordinary agency division. 
Frank L. Summers has been appointed 
manager of the Staunton, Va. ordinary 
agency and wilf be in charge of agency op- 
erations in Staunton, Lexington, Waynes- 
boro and Charlottesville. Previously an 
associate actuary for Union Life of Rich- 
mond, William H. Lewis has been ap- 
pointed assistant actuary. 


Lincoln Natl. (Ind.): William J. Landen 
joins the company as reinsurance super- 
visor. 


Maccabees, The: Donald M. Hillenmayer 
has been appointed underwriting special- 
ist. 


Manhattan Life: Harry O. Klaser has been 
appointed general agent at 798 Arcade 
Building, 812 Olive Street, St. Louis, Mo. 
Melvin M. Gordon, formerly a brokerage 
manager of Continental Assurance, was 
appointed general agent in Worcester, 
Mass., with offices at 29 Pearl St. 


Massachusetts Mutual (Mass.): Norman 
C. Ford, William J. Taylor and Logan J. 
Massee have been appointed actuarial 
secretary, assistant actuary and associate 
planning secretary, respectively. Both Mr. 
Ford and Mr. Taylor were formerly asso- 
ciate actuaries, ordinary, and Mr. Massee 
had been assistant secretary. William J. 
Clark, CLU, formerly assistant superin- 
tendent of agencies, has been promoted 
to superintendent of agencies. 

A new major department, the public 
relations and sales promotion department, 
has been established, with Robert J. 
Ardison as its director. Division heads 
include: C. Lowell McPherson, director of 
sales promotion; Seneca M. Gamble, ad- 
vertising manager; S. Alberta Stutsman, 
CLU, assistant advertising manager; Clay- 
ton H. Clapp, advertising assistant; Lewis 
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A. Shaw, public relations manager; James 
T. Houghton, Jr., convention manager; 
Robert G. Sayre, public relations assistant; 
William A. Morrision, publications editor 
and Robert B. Handyside, assistant editor. 


Midland Mutual (Columbus): Two new 
general agents are Walter J. Chacker, who 
will head the agency serving Chester, 
Delaware, Montgomery and Philadelphia 
counties in Pa., and Roy D. Butler, who 
will represent the company in nine Cali- 
fornia counties. 


Monarch (Springfield): Edward G. Tim- 
brell has been promoted from agency 
supervisor in Philadelphia to sales man- 
ager in Harrisburg, effective November 1, 
succeeding Bryn T. Evans who was trans- 
ferred to Pittsburgh after serving as gen- 
eral agent in Harrisburg. 


Mutual Benefit (Newark): William N. 
Thurman has been appointed general 
agent of the Atlanta agency, effective 
January 1, succeeding Robert L. Fore- 
man, CLU, who retired on December 31. 
Mr. Thurman was formerly associate gen- 
eral agent in the agency. 


Mutual of New York: Herbert V. Holland, 
Jr., has joined the company as accident 
and sickness specialist for the western 
region, His headquarters will be in San 
Francisco, where he will be on the staff 
of regional vice president James S. Bingay. 
Mr. Holland succeeds Larry Hansen who 
has been advanced to the sales staff for 
special managerial training. 

Peter V. Paxton has been appointed to 
direct brokerage operations in the Bev- 
erly Hills agency under manager P. F. 
Koenigsberger. Mr. Paxton, formerly a 
field representative, will be headquartered 
at 320 S. Beverly Dr. 

William Hartt, formerly assistant man- 
ager of the New York agency, will head 
the new managing agency in Trenton, 
N. J., beginning January 1. Joseph Hetra, 
former assistant manager in Pittsburgh, 
will succeed C. J. Frey, CLU, retired, as 
agency manager in Erie, Pa. Henry C. 
Barkhorn, Jr. and M. M. Packie have 
been promoted to second vice presidents 
in the securities investment department. 
They were formerly assistant director of 
industrial investments and director of 
over utility and municipal investments, 

ey 8 James A. Howe, director of 

strial investments is retiring. 

Raymond W. Seeger and Robert J. 
Sims, presently undergoing special man- 
agerial training at the home office, will 
become managers of two new agencies to 
be opened in peeps ace on February 
1. Mr. Seeger was formerly assistant 
agency manager; Mr. Sims, in field man- 
agement training work for Provident Mu- 
tual Life. The existing agency in Phila- 
delphia is under the management of 
Vesper L. Wurster, CLU. The new agency 
to be opened in Hamilton, Ontario, on 
the same date, will be managed by Gordon 
L. Joedicke, formerly district manager 
there presently on the home office staff 
for managerial training. 

In Scranton, Pa., John H. Blackman, Jr. 
is retiring as manager and John A. Mc- 
Cole, formerly manager of the Plainfield, 
N. J. agency, will succeed him. George A. 
Lynch, also on the staff for special man- 
agerial training, will replace Mr. McCole, 
effective February 1. M. Richard, Wether- 
bee, formerly a district manager for Mu- 
tual Benefit, has been undergoing the 
special training program and_ replaces 
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Robert W. Weathers, retiring, as agency 
head in Columbus, Ohio, effective Janu- 
ary 1. 


Mutual Trust (Chicago): Clyde W. Brun- 
ner has been appointed general agent in 
Pittsburgh. His office is located in the 
Law and Finance Bldg., 429 Fourth Ave. 


National Equity (Ark.): Robert H. 
Wheeler, formerly with Southwestern Life 
of Dallas, has joined the company as 
director of agents training. 


North American (Chicago): William M. 
Moore has been appointed regional super- 
visor active in Ind., Ky., and Ohio. 


Northwestern Mutual (Wis.): Glenn W. 
Buzzard has been appointed to the newly- 
created post of assistant manager of farm 
loans, ilies November 1. He will assist 
Francis E. Ferguson, manager. 


Nyhart, Howard E., Co., Inc.: Mitch Gray 
Gilbert, formerly vice president of the 
Empire State Bank of Dallas, has been 
appointed vice president. He will repre- 
sent this firm of consulting actuaries in 
Texas and other areas of the southwest. 


Occidental Life (Los Angeles): William 
Cummiskey is now a partner with 
general agent Frank B. Swanson in the 
Glendale Agency; it will now be known 
as the Cummiskey-Swanson Agency. 
Richard L. Robertson joins the com- 
pany as brokerage manager in the Hous- 
ton, Texas branch office. James E. Mc- 
Mahon, formerly an agent for Aetna Life, 
has been appointed brokerage manager in 
the San Diego, Calif. branch office. Peter 
J. Yanotta has been appointed assistant 
manager at the Newark, N. J. branch 
office. Joe G. Townsend was promoted 
from group sales representative in Dallas 
to assistant regional group manager in 
Tulsa, Oklahoma. Assistant regional group 
manager Walter W. McDaniel has been 
transferred to the New Orleans group 
office and will be succeeded at Tampa by 
Frank O. Kuhl, previously a group serv- 
ice representative. 


A new branch office has been opened in 
Toledo, Ohio under the management of 
Mac E. Snyder, who had been an agent 
and district manager for Equitable Life 
Assurance. The other office in the area 
is The Fine Insurance Agency, headed by 
Donald E. Fine. James E. Rouke has been 
appointed general agent at the newly 
opened general agency in Springfield, Ill. 
He was previously a special agent with 
Massachusetts Mutual. The first agency 
office to be established in een is at 
Wilmington, with Jacob J. Lafferty, Jr., 
as general agent. A second branch office 
in Cincinnati has James N. Sarakatsannis 
as manager; he had been supervisor in 
that city for Provident Mutual. The other 
agency in the area is headed by Max 
Abrams, general agent. 


Occidental (Raleigh, N. C.): Three new 
district managers named Jack Renwick, 
2411 W. Commerce St., San Antonio; 
Thomas E. Swaney, Victoria Natl. Bank 
Bldg., Victoria; and Irvin W. Medford, 
916 W. Grove St., Tyler, all Texas. 


Ohio Natl. (Cincinnati): Curtis H. 
Chaussee has been appointed general 
agent for the Sioux City, Iowa, area. 
George Grace has been promoted from di- 
rector of group and pension sales to the 
newly created position of insurance serv- 
ices, 


Old Republic: Joe J. Houser, of the 
Houser Insurance Agency, Los Angeles, 
has been appointed a general agent. 


Pacific Mutual (Los Angeles): John L. 
Hogg has been named manager of the 
Sacramento agency. 


Pacific Natl. Life Assurance: Edward J. 
Otte has been appointed actuary for the 
group insurance division; he was formerly 
assistant actuary for Continental Casualty. 
A regional office has been opened in Hon- 
olulu and David S. Chun appointed Ha- 
waii representative. Mr. Chun had been 
an underwriter with Continental Assur- 


ance. 
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Field Appointments—Continued 


Pan-American (New Orleans): French S. 
Pruitt and Neal E. Harrison have been 
named general agents in San Antonio, 
Texas and Tampa, Fla., respectively. Mr. 
Pruitt, whose agency is located at 201 
North St. Mary St., was formerly a gen- 
eral agent for Washington Natl. in Lub- 
bock. Mr. Harrison, with headquarters 
at 1306 S. Dale Mabry, was general agent 
in Shreveport, La. for Union Life. Ralph 
Hayes has been appointed general agent 
in Orlando, Fla., with offices at 17 S. Lake 
St. 


Pilot: Ralph Seigler, formerly agency as- 
sistant, has ,been named superintendent 
of agencies, replacing John Ball, who is 
now a general agent in Richmond, Va. 


Protective Life (Birmingham): Ten gen- 
eral agents appointed: Harry A. “Putter” 
Reese, Winter Haven, Florida; Joseph V. 
Caruso, Orlando, Florida; Nathaniel W. 
Polak, Tallahassee, Florida; William J. 
Latham, Jesup, Georgia; C. Rehan Win- 
ter, Charleston, W. Virginia; Harry M. 
Fergasun, Meridian, Mississippi; V. M. 
“Red” Coppedge, Jr., Dallas, Texas; 
Robert J. Brickell, Litthe Rock, Arkansas; 
George Zavadil, CLU, Baltimore, Mary- 
land; and Samuel C. Maxey, Roanoke, Va. 


Prudential: Louis Shein, formerly man- 
ager at Westchester, has been appointed 
manager of the Mt. Vernon, N. Y. district 
office to fill the vacancy caused by the 
continuing illness of Abraham Lieberman. 

Fred Riechers, Fresno, Calif., division 
manager for the San Joaquin Valley 
agency of Prudential, has been named 
sickness and accident insurance training 
consultant. With headquarters at the west- 
ern home office in Los Angeles (22 W. 
Calle Laureles), he will head training for 
the ordinary agency field representatives 
throughout eleven states and Hawaii and 
will travel extensively throughout the 
West. 


Louis N. Ballas has been named to head 
the Santa Barbara, Calif. agency. He had 
been training consultant at the western 
home office. In addition to Santa Barbara, 
Ballas’ special agents, Leo de Gar Kulka 
and Thomas H. Long, will service an area 
which includes Camarillo, San Luis Ob- 
ispo and Santa Maria. William D. Malone 
is district manager for the newly-created 
South Tacoma, Wash., district agency. He 
was formerly training consultant. Victor 
Lurie has been appointed manager of the 
Elizabeth, N. J. office to replace Norman 
Rosner, who has been named manager 
of the newly opened River Edge district 
office in West Englewood, N, J. Mr. Lurie 
previously headed company offices in New 
York City. 


Republic National (Dallas): Robert F. 
Conley, formerly representative in Aurora, 
Ill, has been named superintendent of 
brokerage agencies in the home office. 
Bruce Doster and Leonard B. Ulinger 
have been appointed branch office man- 
agers, the former in Fort Worth, Texas, 
the latter in Phoenix, Arizona. Mr. Doster 
was formerly unit manager in Altus, Okla- 
homa, and Mr. Ulinger assistant to the 
late Larry R. Cardwell who had been man- 
ager of the Phoenix office. 


Retail Credit Company (Atlanta): On 
December 1, three new offices were opened: 
1512 Guadalupe St., Austin, Texas, man- 
ager, George B. Burks; 1504 Eighth St., 
Wichita Falls, Texas, manager, M. T. 
Boulware, Jr.; 30 Begin Ave., Quebec, 
manager, L. N. Roy. 


Security-Connecticut: Daniel Lahn has 
been appointed brokerage manager of the 
Hartford office located at 410 Asylum Ave. 


Security Life and Accident (Denver): 
Roy J. McGee, Jr. is general agent in 
Modesto, California and adjacent. terri- 
tory. 


Security Mutual Life (Binghamton): 
Jackson B. Slussar, Jr. has been promoted 
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from manager of the agency department 
at the southeastern divisional office to as- 
sistant superintendent of agencies, with 
offices located at Suite 610, Atlanta Fed- 
eral Savings Bldg., Atlanta, Ga. 


Southern Provident (Dallas): Mrs. Dor- 
othy Shores has been promoted to chief 
underwriter with Mrs. Marie Freeman ‘as 
her assistant. Mrs. Betty Hollon is in 
charge of the policy issue department. 
Mrs. Barbara Harris has joined the home 
office staff to handle direct mail and pre- 
mium notices, 


Standard Insurance (Portland): Wilmer 
M. Hammond, Jr., manages the new Los 
Angeles agency located at 611 South Caro- 
lina, Suite 405. 


State Farm Cos.: David E. Swanson was 
promoted from assistant vice president to 
vice president-life at the western office in 
Berkeley, Calif. Leo M. Neil moves from 
the post of risk analysis in the home of- 
fice at Bloomington, IIl., to assistant vice 
president at the head office in Birming- 
ham, Ala. 


State Mutual (Worcester): George Joel 
Dockins, formerly a branch manager for 
Occidental of California, will direct sales 
in Ala., Ga., Ky., La., N. C., Tenn., Texas, 
Va., as superintendent of agencies. J. 
Kedric Thayer, as newly appointed assist- 
ant director of advertising and sales pro- 
motion, will assist Artur Sisson, director. 


Sun Life Assurance Co. of Canada: 
A. O. Mackay has been appointed assist- 
ant vice president, mortgages; D. H. Wood- 
house, M.D., associate medical director; 
W. J. Hulbig, BCL, associate general 
counsel and ‘A. G. McCracken, assistant 
counsel. In the agency branch, A. G. 
Dennis, B. E. Moore and G. P. Pim have 
been named superintendents of agencies; 
F. H. Frizzell, D. E. Hart and L. G. Sow- 
ten, assistant superintendents of agencies. 
In the secretarial branch, J. L. B. Heale 
is associate secretary; G. E. Merritt, assist- 
ant secretary; C. L. Flavell, assistant per- 
sonnel officer and K. Johnston, assistant 
planning officer. 


Travelers: T. Shad Medlin and George H. 
Schackelford have been appointed super- 
intendents of agencies, life, accident and 
health department. Mr. Medlin was for- 
merly manager of the Richmond, Va. 
office and Mr. Schackelford, assistant su- 
perintendent of agencies. Eleven field ap- 
pointments have also been made in the 
life, accident and health lines. Carl Arnett, 
who was assistant manager at Birmingham, 
Ala., was transferred to Mobile in the 
same capacity. Three field supervisors 
were appointed: Ray C. Seitz at Miami, 
Fla., Robert B. Estes at Central City office, 
Philadelphia, Pa. and Walter S. Samuel- 
son, Omaha, Nebraska. Six new agency 
service representatives are: Leonard E. 
Tingle, San Antonio, Texas; Robert G. 
Ingersoll, Oakland, California; Maxwell 
E. Betram, Winnipeg, Manitoba; Robert 
E. Miller, Toledo, Ohio; James S. Faulk- 
ner, Washington, D. C. and Richard R. 
Johnson, New York City. Robert M. 
Chesler, Jr., who was agency service repre- 
sentative at Los Angeles has been trans- 
ferred to Beverly Hills, California in the 
same capacity. 


Union Central (Cincinnati): Kirby 0. 
Foster has been appointed manager of the 
Nashville agency, 613 Sudekum Bldg. 
Grant A. Kien will be assistant manager 
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th training new members. Morton Kleiner, 
d- CLU, has joined the sales staff of the 
Charles B. Knight Agency, Inc., at 225 
Broadway, which represents the company 
ore in the New York City area. Mr. Kleiner 
ief had recently been operating his own in- 
as surance brokerage organization. This 
in agency has appointed Edward J. Griffin, 
nt. manager, and William G. Meharg assist- 
me ant manager of their group and pension 
re: department. Mr. Griffin was formerly a 
group manager, and Mr. Meharg a group 
representative. Stanley Teitelbaum will 
ner be in charge of the agency’s newly estab- 
Los lished Long Island office, which will be 
ro- located at 600 Old Country Road, Garden 
City, after January 1. 
was Union Life (Little Rock): C. M. (Bill) 
L to Scales, Jr., a prior manager of Great South- 
> in ern, has been named general agent at the 
an Shreveport, La., agency. 
of- 
oni Union Mutual (Portland): On November 
7 1, a mew agency was established in Van- 
couver, B. C., Canada, with Leslie K. D. 
| Chapman as manager. Mr. Chapman was 
Joe a non-can supervisor for the west coast 
for agencies. Foster F. Allen is the manager 
utes of the branch office that was opened in 
ms, Salem, Mass. on the fifth of November. 
» J He was formerly associated with Boston 
a Mutual as manager. 
pro- 
ctor. = Si Gs 
United American (Atlanta): Four district 
ode managers have been appointed: in Georgia, 
ce C. I, Anderson, Jesup; M. A. Parse, Way- 
eed. cross; John B. Giles, Americus; and in 
ctor: Alabama, James E. Tucker, Eufaula. 
neral 
stant United Fidelity: A mew research and 
ers planning department has been organized, 
have and Homer Drew, first assistant secretary, 
ncies: will head it. Replacing Mr. Drew as head 
Sow- of the renewal department, is James B. 
ncies. Stoops, who was formerly head of the 
Heale mortgage loan department, Cedric 
assist- Burgher, Jr., recently agency secretary, 
t per- will succeed Mr. Stoops. 
istant 
United States (N. Y.): The Cousy & 
Sharry Agency has been appointed general 
rge H. agent at Worcester, Mass., Bob Cousy and 
super- Joseph Sharry are the co-general agents. 
it and 
is for- West Coast (San Francisco): Donald 
l, Va. Gray Stewart has been named group un- 
nt su- derwriter of the west coast. He had been 
Id ap- manager of the group underwriting de- 
in the partment of Independence Life, Los An- 
Arnett, geles. 
igham, 
in the 
TVisors 
Miami, 
y office, 
amuel- 
een sales 
ard E. 
vert G. 
faxwell 
Robert § Aetna Life: $151 million of new life insur- 
Faulk- ance protection was written in October. 
ard R. 
ert M. All American: Production during Presi- 
> repre: # dent’s Month exceeded $8-million com- 
| trans: §@ bined life and A & H. 
in the 
American Founders: More than $31,000,- 
irby 0. 000 of written business has been produced 
+ of the Mm “t2ce the company’s inception date, April 
Bldg. 27, 1956. It is currently writing at the 
manage! Tate of $3,000,000 a month. 
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American Natl. (Galveston): $131,346,- 
375 in new life insurance was written dur- 
ing September and October. The Full 
Family Protector Policy accounted for $38,- 
008,685. 


Associates (Indianapolis): During the 
first ten months of 1957 life insurance in 
force increased by 50% and the pre- 
mium income for the first eight months 
equalled the entire year of 1956. Pre- 
miums of almost $100,000 was realized for 
the 30 day period preceding November 
15 for group coverages. 


Bankers Life (Des Moines): New business 
issued and paid-for for the month of 
October totaled $39,066,327, an increase of 
more than $814 million over the same 
month last year. Of this total, $20,878,970 
was ordinary and $18,187,357 was group. 
Production for the first ten months totaled 
$374,236,649, an increase of more than 
$1414 million over the same period last 
year. Of this total, $178,053,402 was ordi- 
nary and $196,183,247 group. Total life 
insurance in force by the end of October 
was $2,908,703,641—ordinary $1,710,663,154 
and group $1,198,040,487. 


Bankers Life (Lincoln): October ordinary 
business totaled more than 44% above is- 
sued and paid sales for October, 1956. Is- 
sued and paid A & H showed a 21% in- 
crease over the same period of last year. 


Equitable Life of lowa: New paid for life 
insurance for the first ten months 
amounted to $139,917,082, an increase of 
12.6% over the corresponding period of 
1956. Life insurance in force at the end 
of October totaled $1,559,798,908, an in- 
crease of more than $68 million for the 
year to date. 


Franklin Life (Springfield): A net gain 
in outstanding insurance of $47,000,000 
was recorded during October. Since year- 
end, there has been an expansion of $304,- 





000,000 in coverage, all of which is ordi- 
nary. Outstanding insurance currently is 
more than $2,725,000,000. 


Government Employees: Life insurance 
in force for the first nine months of 1957 
totaled $104,872,681 as compared to $78,- 
966,550 for the same period in 1956. Pre- 
mium income for the same _ respective 
periods was $1,851,963.01 and $1,473,721.54. 


Guarantee Mutual (Omaha): A gain of 
40% in life sales and 28% in A. & H. was 
achieved over the first ten months of 
1957. 


Guardian of America (N. Y.): More than 
$33,000,000 of ordinary and nearly $150,- 
000 in A & H premiums was submitted 
during October. 


Indianapolis Life: October, 1957, recorded 
the highest volume of sales of any Qctober 
in the company’s fifty-two years. Sales for 
the first ten months were about 10% ahead 
of the previous year. 


Jefferson National: October production 
was nearly $2 million over the company’s 
previous best month. In a six week period 
ending November 7, life business was up 
29%, over 1956 and A & H showed a vol- 
ume increase of 74% exclusive of group. 


Massachusetts Mutual: Delivered busi- 
ness during the first ten months of the year 
amounted to $750,036,163, or only $45,- 
432,947 less than deliveries for the whole 
of 1956. The ten months total is a gain 
of 17.2% over the corresponding period 
of 1956. Ordinary sales from January 
through October totaled $586,991,698 and 
represented an increase of $52,278,503 over 
the first ten months of the preceding year. 
Group production through October was 
$163,044,465 and exceeded 1956’s total by 
$57,824,784. Ordinary sales for October 
alone amounted to $53,789,291 and were 
$6,910,545 more than October, 1956. 
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Sales—Continued 


Mutual Benefit (N. J.): $107,313,438 of 
life was written during October. The 
previous high was $88,383,433, which was 
reached in October of 1956. 


Mutual of New York: From May through 
October $378,800,000 of life insurance was 
issued as compared to $289,400,000 for the 
same period last year. October put $71,- 
500,000 of coverage in force, making it the 
biggest month in the company’s 114-year 
history. 


North American (Chicago): October 
sales were the largest in fifty years. 


National Life (Montpelier): Insurance in 
force is now past $2 million. 


Northwestern National (Minnneapolis): 
Sales of individual policies through the 
first ten months of 1957 were $2,000,000 
greater than for all of 1956. Ordinary 
sales for October totaled $24,217,000, a 
gain of 17% over October, 1956. Group 
life sales through October ran 20% ahead 
of the corresponding period of 1956. 


Occidental (Calif.): October ordinary 
sales of $88,679,133 exceeded the previous 
high, set in March of last year, by over 
$1 million. 


Pacific National Life Assurance Co.: 
Reports nearly $300,000,000 in force, assets 
of $28,000,000 and an annual premium of 
over $8,500,000. 


Republic Natl. (Dallas): The $1,500,000,- 

mark of life insurance in force was 
passed by the end of October. New busi- 
ness during the first ten months equaled 
$549,000,000 and the increase in life in- 
surance in force was $332,000,000. 


pportunity 


IN SAN FRANCISCO 


National Reserve Life, one of America's fastest growing Companies with 
over $215,000,000 Insurance In Force, is continuing in 1958 its vigorous expan- 
sion program. We have available now in the desirable San Francisco territory 
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Decision" and write us today .. . 
spondence in strict confidence. 
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Savings Banks Life Ins. Fund (Hart- 
ford): New life insurance applied for in 
January through October totalled $4,334,- 
000, compared to $2,823,750 in the same 
period of 1956. Policies issued amounted 
to $3,281,500, a gain of 54% over the ten 
months total in 1956. Insurance applica- 
tions in October alone totalled $1,094,250, 
a gain of more than 300% over the $285,- 
000 sales a year previous. Policies issued in 
October alone amounted to $799,500, up 
202% over October issues in 1956. Total 
savings bank life insurance in force as of 
October 31, was $41,794,795. There were 
22,229 ordinary policies for $27,950,227; 
9521 persons were covered under group 
life insurance for $13,844,568. 


State Mutual (Worcester): Issued busi- 
ness during October amounted to $21,532,- 
429. Business to date amounts to over 
$166,000,000 as compared to $148,000,000 
for the same period of 1956. 


Sun Life (Baltimore): November was the 
biggest production month in the history of 
the general agency division. Total paid 
for business at the end of eleven months 
was 30% ahead of its 1956 production. 


United Fidelity: Production for the first 
ten months of last year exceeded the 
entire year of 1956 by 62.7%. New busi- 
ness in October was 155.1% more than in 
October, 1956. 


United Life and Acc.: Life sales for the 
first nine months were 98% over the same 
period last year. Total life insurance in 
force is now $263,371,797 in comparison to 
$216,502,447 last year. 


assn notes 


A & H Club of N. Y.: New officers for 
1958 are President, Raymond C. Williams 
(asst. mgr., a & s, Mutual Life of N. Y.); 
first vice president, Frederic W. Bumby 
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(mgr. A & M div., W. L. Perrin & Sons, 
Inc.); second vice president, Austin C. 
Fleury (asst. mgr., a & s claims, Equitable 
Life Assurance); third vice president, 
Douglas J. Moe (asst. sec., U. S. Life); 
treas., Jacob H. Gleich (claims approver, 
Metropolitan); sec., James J. Donaldson 
(mgr. a & s claims, Mutual Benefit). 


Actuarial Club of the Pacific States: 
Meno T. Lake, actuary for Occidental 
Life, was elected president for the 1958 
term. Other officers are vice president, 
G. Frank Waites, actuary, Coates, Her- 
furth and England; secretary, John -M. 
Blackhall, assistant actuary, California- 
Western States Life. 


Atlantic Alumni Assn of LIAMA: New 
president is Paul L. Guibord, general agent 
for Mutual Benefit; vice president, Arthur 
W. Schmidt, general agent for New Eng- 
land Life. 


Board of Life Ins. Medicine: Dr. D. 
Sergeant Pepper, associate medical director 
of Conn. Mut., was re-elected chairman at 
the annual meeting in October. Dr. Archi- 
bald C. Wilson of Conn. Genl., vice chair- 
man, and Dr. Paul H. Langer, Jr. of Provi- 
dent Mutual, secretary-treasurer, were also 
re-elected. Elected to the executive com- 
mittee were Dr. John E. Boland, Country 
Life and Dr. David S. Garner, Shenandoah 
Life. New members appointed to the 
board by the Assn. of Life Ins. Med. Direc- 
tors of America were Dr. Langer (second 
term) Dr. Whitman M. Reynolds, Equi- 
table Society; Dr. Harry A. Cochran, Jr., 
Lincoln Natl. and Dr. Frank A. Warner, 
John Hancock. 


Inst. of Home Office Underwriters: New 
officers: President, Charles A. Will (Guard- 
ian Life, N. Y.), exec. vice president, Jra 
A. Dryden, Jr. (Amicable Life), vice presi- 
dent and editor, J. M. Spear (State Farm), 
sec.-treas., John D. Rockafellow (Pacific 
Mutual). 


Life Ins. Agency Mgmnt. Assn.: Frank B. 
Maher, vice president of John Hancock 
Mutual, succeeds William B. Stannard, as 
president. New members of the board of 
directors are Rufus E. Fort, Jr. (vice presi- 
dent Natl. Life & Acc.), Ben F. Hadley 
(vice president Columbus Mut.), Raymond 
C. Johnson (vice president N. Y. Life), and 
Glen J. Spahn (second vice president Met- 
ropolitan). 


Middle Atlantic Actuarial Club: Officers 
elected: President, Samuel C. Tatum (v. p. 
and actuary, Jefferson Standard); vice 
president, DeLos H. Christian (2nd v. p 
and assoc. actuary, Life Ins. Co. of Va.); 
secretary-treasurer, Helen R. Gibson (mgr. 
actuarial dept., Monumental). 


Mortgage Bankers Assn.: John C. Hall 
(president, Cobbs, Allen & Hall Mortgage 
Co., Birmingham), was elected president 
succeeding John F. Austin, Jr. (president, 
T. J. Bettes Co., Houston). 


Okla. State Ins. Dept.: William J. Robin- 
son (Okla. City attorney) has been named 
to succeed William J. Alley as assistant 
actuary and attorney. Robert D. Allen was 
appointed assistant state insurance com- 
missioner and counsel effective Decem- 
ber 1. 
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policy changes 


Aetna Life is increasing its dividend scale 
for participating policies in 1958. A total 
of $5,800,000 has been allocated for divi- 
dend payments during the year. 


American United has a family policy, two 
new plans for women, and a rider for 
wife’s premium waiver. The company has 
liberalized its military limits and reserve 
aviation ratings. 


Bankers of lowa has new retention limits 
on life and disability and double indem- 
nity. The company is offering to insure 
the “insurability” of Fa a buying new 
life insurance from the company. This 
option is available for ages 0-37. The 
option can be added to a wide variety of 
plans. 


Berkshire Life has increased its dividend 
scale for next year, and will allow interest 
at the rate of 3.35% on accumulations and 
3.25% on settlement options funds. 


Colonial Life has reduced ratings for 
many occupational classifications. 


Confederation Life is now issuing a new 
participating ordinary life policy with pre- 
miums payable to age 90 in amounts of 
$100,000 to $300,000, designed specifically 
for split dollar and loan funded buyers. 
The company has a par paid-up at 90 
called the Commander policy, minimum 
$25,000, with nonforfeiture values from the 
first year. 


Connecticut Mutual has increased interest 
rates for policyholders and beneficiaries. 
Since January 1 th- company has paid 
3.5% on funds left under settlement op- 
tions, 3.35% on dividend accumulations, 
and 3.35% on money left under conversion 
deposit agreements. 


Home Life of New York is continuing its 
dividend scale for the year 1958. 


John Hancock, for the first time, in 1958 
will make additional dividends available 
under policies which include term insur- 
ance supplements. This applies chiefly to 
policies involving family income and level 
term insurance. The company has also 
initiated a program of mortuary and sur- 
render dividends for weekly premium and 
monthly premium industrial policies which 
become fully paid-up prior to the year of 
their termination. 


Lafayette Life has a family plan and a 
Senior College plan. Details are not pres- 
ently available. 


Lincoln National is now issuing a Pre- 
ferred-Value policy especially designed for 
split dollar and similar transactions in 
minimum amounts of $15,000. 


Manufacturers is increasing its dividend 
scale for 1958 over 1957. 


Massachusetts Mutual is offering nearly 
all of its ordinary insurance policies and 
riders at lower premiums, is grading pre- 
miums by size of policy, and has lower 
tates for women than for men. The divi- 
dend scale for 1958 is being increased. 


For January, 1958 
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Interest on accumulations and settlement 
options not involving life contingencies 
has been set at 3.4%. 


Mutual Benefit has issued its first group 
policy. The company has also introduced 
a pre-authorized check plan. 


Mutual Trust has announced a pre-au- 
thorized check plan. 


National of Vermont announces a 1958 
dividend scale which is essentially a con- 
tinuation of the 1957 scale, except for 
slight increases in certain areas. Interest 
will be allowed at 3.35% on accumulations, 
matured participating annuities, and par- 
ticipating settlement certificates covering 
proceeds being paid in instalments certain 
for a fixed period of years, whether or not 
followed by a life income. Interest will 
be 3.25% on funds held under deposit 
agreement and participating settlement 
certificates covering funds held at interest 
or proceeds being paid in instalments until 
exhausted. 


New England Life has a new switch on 
gradations by policy size. Instead of grad- 
ing gross premiums, dividends will be ad- 
justed for size of contract. In certain in- 
stances women will receive larger divi- 
dends because of their superior mortality 
as compared to males. 


Northwestern Mutual Life has extended 
the principle of quantity savings to all of 
its existing pension planning policies. The 
company has previously allowed such sav- 
ings only on new policies. 


Occidental of California's family rider 
provides $1,000 term on wife and children. 
If the wife dies during the husband’s life- 
time, $50 monthly is paid to the husband 


for the balance of the income period. A 
flat premium of $30 annually is charged 
for the rider. 


Old Line Life of America is now issuing 
a Family Plan policy in minimum amounts 
of $4,000 providing protection on the wife 
up to 50% and each child up to 50% of 
the coverage on the wife. 


Security-Connecticut Life has announced 
new individual and family hospital pol- 
icies, providing up to 365 days of hospital 
confinement coverage for any accident or 
illness. 


State Farm Life has a_preauthorized 
check plan. 


State Mutual is continuing its dividend 
scale for most policies of current issue 
for 1958. On American Experience busi- 
ness dividends are being increased on pre- 
mium paying policies where premiums 
are payable for the whole of life. 


Union Life of Arkansas has a Family Plan 
rider to cover the wife and children of 
an insured husband. Minimum wife’s cov- 
erage is $2,000, maximum $5,000. Each 
child has one-half the wife’s coverage. 


United Life & Accident has two returns 
of premium riders, one a 20 year plan, and 
the other to age 65. The riders may be 
attached to any of thirty United Life & 
Accident’s basic life insurance policies. 


West Coast Life has increased the amount 
of special quinquennial dividends which 
will be paid in 1958 on policies issued in 
1948 and 1953. 314% will be paid on 
dividend accumulations and policyholders’ 
funds which are non-withdrawable and 3% 
if withdrawable. Premiums paid in ad- 
vance will be discounted at 3%. 
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We took a tip 
from a typist 


AMI 


The question came up at a Heads-of-De- Con 
partments meeting. Production told Per- Naw 
sonnel that his new typist asked that a 

portion of her salary be set aside for U. S. Th 


Savings Bonds. Could it be arranged? = 
see 


This one question posed another: How renth 
many more employees, like the typist, 
would like to buy Savings Bonds auto- 
matically through Payroll Savings, yet, 
were not aware that we've had a Plan for pre 


years? footb 


Finding out was simple. tae 
steel 
A phone call brought the assistance of Sawin 


our State Savings Bond Director. He and ; 

helped plan a company-wide campaign, exect 

_ and provided all the materials to inform the v 

our people about the advantages of U. S. and | 
Savings Bonds. Everyone received an ap- 

licati BAN 

plication card. Chic 


of th 


The upshot? Employee participation 
shot up to the highest percentage since Buys 
the mid-Forties. And the whole program 
was conducted in good order. Work was 
never interrupted. 


Th 
stand 
pany, 

Today there are more Payroll savers this | 
than ever before in peace time. Look up Corp 
your State Director in the phone book or a 
write: Savings Bonds Division, U. S. grou 
Treasury Dept., Washington, D. C. 
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reports on 
companies 


AMERICAN INVESTMENT Life Insurance 


Company, Nashville, Tennessee 
New Company 


This company, wholly owned subsidiary cf American 
Investors Corporation, has been licensed by the Tennes- 
see Insurance Department. The parent company cur- 
rently is offering to the public 4,000,0C0 shares of stock 
at $2 each. From the proceeds of this financing, $6,C00,- 
000 will be contributed to the capital and surplus funds 
of the life subsidiary. Principal officers of the life com- 
pany are: Chairman of the board, George Preston Mar- 
shall, president of the Washington Redskins professional 
football team ; president, Frank Poole, former Carolina 
investment banker ; executive vice-president, Ernest C. 
Steele, formerly vice-president and actuary of Guaranty 
Savings Life of Montgomery, Ala.; and vice-president 
and agency director, Ralph C. Hewitt, insurance sales 
executive of Greenville, S. C. The company will write 
the usual forms of life insurance, as well as accident 
and health, hospitalization and credit coverage. 


BANKERS LIFE and Casualty Company 
Chicago, . Illinois 


Buys Manhattan Casualty 


The company has purchased virtually all of the out- 
standing capital stock of the Manhattan Casualty Com- 
pany, New York, for $2,500,000. A substantial part of 
this stock was owned by the Fleet Owners Holding 
Corporation, the investment firm of Richard Woike 
and Company, Inc. (which owns Fleet Owners) and a 
group of associated interests. Shortly after the acquisi- 
tion, the Bankers Life and Casualty contributed $1,000- 
000 in additional funds to the Manhattan Casualty in 
the form of $200,000 additional capital and a contribu- 
tion to surplus of $800,000. 


CALIFORNIA LIFE Insurance Company 
Oakland, California 


Dividend Declared 


A dividend of $.60 per share on the Class A $5 par 
value stock and $.12 on the $1 par value common stock 
was paid by the company on December Ist to stock- 
holders of record November 15th. 


For January, 1958 


COLORADO CREDIT Life Insurance 
Company, Boulder, Colorado 


Increases Capital 


The capital of the company was increased from $200,- 
000 to $300,000 by a 50% stock dividend. It is also 
proposed to increase the capital of the other companies 
in this group, the Colorado Insurance Company and 
Allied National Insurance Company. 


COMMONWEALTH LIFE Insurance Company 


Louisville, Kentucky 


Stock Dividend 


A special meeting of the stockholders of the company 
held December 20, 1957, voted to increase the company’s 
capital from $3,000,000 to $4,000,000. A stock dividend 
of 33144% was paid on December 31, 1957 to stockhold- 
ers of record December 20, 1957. It is intended that 
the present cash dividend rate will be maintained. 


CONNECTICUT MUTUAL Life Insurance 


Company, Hartford, Connecticut 


Executive Promotions 


Ward F. Stevens has been promoted from assistant 
secretary to secretary, and Douglas A. Blease from 
assistant secretary to secretary—claims. 


CONTINENTAL AMERICAN Life Insurance Co. 


Wilmington, Delaware 


Named Medical Director 


Dr. A. Henry Clagett, Jr., has been named medical 
director of this company. 


EQUITABLE LIFE Assurance Society 
New York, N. Y. 


New Group Department 


Second vice-president Joseph H. Chaille heads the 
new group insurance administration department of the 
Society under the general supervision of senior vice- 
president and actuary Walter Klem. 


FARMERS LIFE Insurance Company 


Des Moines, lowa 


Complete Multiple Line Facilities 


The companies of the Hawkeye-Security Insurance 
Group and this company have completed arrangements 
whereby each company will make its facilities available 
to agents of the other in a move which follows the de- 
veloping trend toward providing agents with complete 
multiple line facilities. 
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UNITED LIFE'S NEW 


RETURN OF PREMIUMS RIDER 
IS NOW AVAILABLE WITH 


MODERN 
UNITED LIFE 
POLICIES: 


either RP20 (20-year Plan) or RP65 (Plan to Age 65) 
- with either rider on a basic policy, all premiums paid 
PLUS full face value of policy will be paid in event 
of death 
Get full details now! UNITED LIFE 
AND ACCIDENT 
CONCORD, 1913 
NEW HAMPSHIRE 


Write H. V. STAEHLE, JR., C.L.U., Field Management V. Pres., 

United Life, | White Street, Concord, N. H. 

— SERVED: Cal., Conn., Del., D. C., Me., — “cane *Mich., 
H., N. J., N. C., *Ohio, *Pa., 2.1.5.6. Wi ¥ 

SSansiel Agency opportunities available. 








The focal point in 


INDIANAPOLIS 


@ No finer accommodations 
anywhere—400 rooms and 


In the heart of downtown .. ” 
suites. 


| blk. from Union Station, 
near all shopping and 


: @ Radio in every room— 
entertainment. 


TV and air-conditioning 
available. 


e@ Famous Westchester 
Grill. 


e@ Red Gazelle Cocktail 
Lounge. 


« Complete Convention 
Facilities. 


-@ Garage Service at Door. 


"Always the Best in 
Hoosier Hospitality." 








Wm. A. Atkins. President 
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GENERAL AMERICAN Life Insurance 
Company, St. Louis, Missouri 


Named President 


Admiral Sidney W. Souers, board chairman, has 
also been elected president of this company following 
the sudden death of Powell B. McHaney. 


GOVERNMENT EMPLOYEES Life Insurance 
Company, Washington, D. C. 


Dividend Declared 


This company declared its regular semi-annual divi- 
dend on its capital stock of $.15 a share payable De- 
cember 28, 1957 to stockholders of record December 12. 


GULF LIFE Insurance Company 


Jacksonville, Florida 


Official Changes 
Dividends to Stockholders 


Changes of official titles have been approved by the 
board of directors of the company, among them being 
John W. Clarke, who is now senior vice-president and 
a member of the board; William J. Hamrick is senior 
vice-president in charge of the company’s sales organi- 
zation; and Marvin D. Miller and Louis T. Bates are 
vice-presidents in charge of combination and ordinary 
agencies divisions, respectively. Dr. John A. Wilhelm 
is vice-president and medical director, and Logan H. 
Campbell, vice-president and controller. 

A quarterly dividend of 121% cents per share has been 
declared payable February 1 to stockholders of record 
January 10. 


HOME LIFE Insurance Company 
New York, N. Y. 


Executive Promotions 


George N. Emory is now vice-president and John 
E. Crane is financial vice-president of the company, 
effective December 1, 1957. 


INVESTORS SYNDICATE Life Insurance and 


Annuity Co., Minneapolis, Minnesota 
Starts Operations 


This company has started operations with its head 
office at 8th and Marquette, Minneapolis 2, Minnesota. 
It was organized by Investors Diversified Services, 
Inc. President and chairman of the board is Joseph 
M. Fitzsimmons. 
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News 


THE MACCABEES Life Insurance Society 
Detroit, Michigan 


New Officers 


George Shelley, vice-president and director of the 
Eastern Division of The Maccabees in New York City, 
has been appointed president of the Society to suc- 
ceed John C. Lehr, who has retired and will serve as 
chairman of the board of trustees. 

Emile A. Harr, formerly manager of the Western 
New York Division, was appointed secretary-treasurer 
of this society effective November 23. He succeeds 
Norman C. Nelson who retired because of ill health. 


MATSON ASSURANCE Company 


San Francisco, California 


Merges Pacific National Assurance Company 


Changes Name 


Effective November 26, 1957 this company and Pa- 
cific National Life Assurance Company of Salt Lake 
City, Utah were merged. At the same time the title 
of this company was changed to Pacific National Life 
Assurance Company. Stockholders were issued stock 
on a one-for-one basis and the Pacific, National share- 
holders on a .2634-for-one basis. 


NATIONAL LIFE Company 
NATIONAL TRAVELERS Insurance Company 


Des Moines, lowa 


Consolidation 


Effective December 31, 1957, National Life Company 
was consolidated with National Travelers Insurance 
Company, the title of the surviving company being 
National Travelers Life Company. 

National Travelers, formed in 1907, is primarily an 
accident and health company. At the close of the 
year 1956, it reported assets $3,078,791, surplus funds 
$1,303,215, life insurance in force $6,640,962 and ac- 
cident and health premium income of $3,074,107. 

National Life, organized in 1899, had confined op- 
erations solely to ordinary life and annuity business. 
At 1956 year end it reported assets $23,100,666, sur- 
plus (including mortality fluctuation and _ reserve 
strengthening funds) $3,153,023 and life insurance in 
force $106,574,746. 

The consolidation thus produces a company with 
current insurance in force of about $125,000,000, 
annual accident and health premiums of over $3,000,000 
and an operating territory covering twenty-seven states. 


For January, 1958 
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Shenandoah’s definite plan of advancement plus 
a@ rapidly expanding Agency operation present unique 
opportunities for achievement by well qualified underwriters. 


You'll like Shenandoah’s new and modern 

contract and liberal financing plan. Bonus is allowed 

on paid business for NQA winners and for those receiving 
CLU designations. Inquiries are invited. 


G. Frank Clement, Vice President 
in Charge of Agencies 
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NATIONAL OLD LINE Insurance Company 
Little Rock, Arkansas 


50% Stock Dividend Declared 
Stock Reclassified 


The capital stock of this company was increased to 
$1,500,000 by a 50% stock dividend, and reclassified 
into 1,500,000 shares, par value $1 each, of which 500,- 
000 shares are Class AA voting stock and 1,000,000 
shares are Class BB non-voting stock. With reference 
to the 1954 capital stock, this recent change and others 
previous represent a 6-for-1 stock split instead of 10-for- 
1 as reported in our 1957 Life Reports. 


PAN-COASTAL Life Insurance Company 
Mobile, Alabama 


Control Changes 


Reinsurance Investment Corporation, Birmingham, 
has purchased the company in a cash transaction. A 
total of $640,000 was paid the president for his control- 
ling interest of 240,000 shares, plus 155,000 shares of 
unissued stock held by the company and represents 51% 
of the stock. Plans are to extend operations to South 
America as well as nationwide. 

Governor C. Bryant is the new president and Everett 
R. Luna is secretary. 


During the past six years 
the population of eleven 
Southern States has increased 


by three million! 
INSURANCE 


Lk COMPANY 
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SERVING THE SOUTH SINCE 1891 i% ei 


SEABOARD LIFE Insurance Company 


Miami, Florida 


Control Acquired 


Five businessmen, bankers, and insurance men have 
acquired the Seaboard Life of Miami. They are Martin 
D. Von Zamft, attorney and board chairman of the 
Miami National Bank and Bank of Miami Beach; Al- 
bert B. Myers, vice-president of Brown-Allen Chemi- 
cals, Inc.; Bernard Rodins, owner of Marlin Equipment 
Company and Marlin Oil Company ; Simeon D. Spear, 
C.P.A. and member of the firm of Spear, Sheldon, Safer 
and Co.; and Sam Seitlin, president of Seitlin and Co., 
insurance agency. Seaboard Life was incorporated in 
1955 and at the end of last year had $4,391,631 of life 
insurance in force. The price paid for the stock was not 
disclosed. 


SECURITY MUTUAL Life Insurance Company 
Binghamton, New York 


Official Changes 


Ralph J. Hasbrouck has been promoted to senior 
vice-president and Eugene J. Vanderbilt, Jr., to super- 
intendent of agencies of the company, and Robert G. 
Hill has been appointed second vice-president in charge 
of the accident and sickness department. 


SUN LIFE ASSURANCE Company of 


Canada, Montreal, Canada 


Executive Appointments 


E. R. Alexander has been appointed vice-president, 
finance ; J. A. McAllister, vice-president, agencies ; and 
Lachlan Campbell, F.S.A., vice-president and _ chief 
actuary. W. G. Attridge has been named director of 
agencies; and J. S. B. Pemberton, treasurer; while 
Hugh McLeod, F.S.A., A.I.A., and J. W. Ritchie, 
F.S.A., A.I.A., actuaries, will be executive officers of 
the company. 


UNITED FOUNDERS Life Insurance Company 
Oklahoma City, Oklahoma 


New Secretary-Treasurer 


Horace G. Rhodes, former assistant commissioner 
and departmental counsel of the Oklahoma Insurance 
Department, joined this company as secretary-treasurer, 
effective December 1. 


UNITED INSURANCE Company of America 
Chicago, Illinois 


UNITY MUTUAL Life & Accident Insurance 
Company, Los Angeles, California 


Mergers Approved 
Effective November 15, 1957 these two companies 
were merged with United Insurance Company of Amer- 


ica being the surviving company. Controlling interest 
had been purchased in July 1952. 
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VALLEY FORGE LIFE Insurance Company 


Reading, Pennsylvania 
New Vice President 


Jerome Gillroy has joined this company as vice presi- 
dent. He will head the service departments and will 
be in charge of the underwriting, actuarial, statistical, 
policy development and policyholders’ service divisions. 


WESTERN AND SOUTHERN LIFE Insurance 
Company, Cincinnati, Ohio 


GUARANTY UNION LIFE Insurance 
Company, Beverly Hills, California 


Merger 
Acquires Texas Prudential 


The merger of these companies has been approved 
by policyholders of Guaranty Union Life. A statement 
from President William C. Safford of Western and 
Southern said, “This merger provides a nucleus for 
Western and Southern’s Western Division, which will 
expand operations to include the eleven western states, 
Alaska, and Hawaii.” 

Shares representing 99% of the capital stock of Texas 
Prudential have been presented for acquisition by West- 
ern and Southern. The Southwestern division offices 
will be established in Texas after the two are merged. 
W. Frank Harlow, representing Kidder Peabody & 
Co., investment bankers, New York, was intermediary. 


new directors 


Equitable Society (N.Y.): Maurice Heckscher, partner in 
the Philadelphia law firm of Duane, Morris & Heckscher. 


Gulf Life (Fla.): John W. Clarke, senior vice-president. 


Lincoln National (Ind.}: Robert A. Efroymson, Indianapolis 
business executive who has been president of Real Silk 
Hosiery Mills since 1945, succeeded John A. Mayer, re- 
signed. 


The Maccabees (Mich.}: L. F. Ayer, State Manager-Great 
Commander of Michigan, replaced George Shelley, newly 
appointed president of the society. 


Mutual Life (New York}: Dr. Arthur F. Burns, president of 
the National Bureau of Economic Research, and S. Sloan 
Colt, director and former chairman of Bankers Trust Com- 
pany. 


Old Line Life (Wis.): Vantyle Coddington, president of the 
Lakeside Bridge and Steel Company, Milwaukee and 
Walter G. Zinn, chairman of the board of the West Side 
Bank of Milwaukee, who succeeds his father, the late 
Walter A. Zinn. 


Sunset Life (Wash.): James |. Davidson, vice-president and 
actuary, replaced James W. Davis, deceased. 


For January, 1958 
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Denver. Genuine Western hospitality— 
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Hotel 


i Write for details about 
our popular FAMILY RATE PLAN 


Who Did It?—from page |5 


first company operating in its area to do so. D and E, 
which are both large companies, ignore the new contract, 
but small companies B and C find themselves being 
beaten out on larger policies. Their field forces cry 
aloud for special policies and get them. Pressure in- 
creases on D and E. D finally brings out a special and 
E at last finds the competitive pressure too much. It 
begins issuing a special or perhaps grades premiums. 

At this point the situation is really back where it 
started as regards Companies A, B, C, D, and E. A had 
been a high-cost company, relative to the others. It is 
so still. D and E are low cost. The field force of each 
company got what it wanted and asked for, and yet the 
field men are no more satisfied than they were before. 
Probably some of them are more unhappy than when the 
upset started because somewhere along the line one 
company, in order to cut cost, had to shave commissions. 
The same reasoning, with variations, applies to each 
major change in the business. When the first company 
starts an innovation it should realize—and so should 
its field force—that its advantage is temporary and that 
nothing fundamental has really changed. 

Responsibility for the bad, and good, effects of the 
innovations of the past few years rests on both home 
office and field. In our view, the field has been the major 
force for change. This is a good thing and it will always 
be desirable, because many of the new contracts which 
spread throughout the industry are beneficial. By close 
contact with our customers the field men are most likely 
to discern needs and to press for contracts to satisfy 
them. 
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Acacia Mutual Life Ins. Co., Weehingten 
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(Increases Capital) 
Allstate Life Insurance Co. 
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American Republic Lite, Birmingham 
(Offer of Purcha June 107 


fficers Elected) 


ko ‘ie 
June 107 


(New Vice 


(Proposed Merger) 
Business Men’s 


(Named General Age 
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(Stockholders Dividend) 
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(Federal Exchanges Stock) . Sept. 103 
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American United Life Ins. Co., Indianapolis 
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Atlantic pratenel ig Ins. Co., Montgomery 
(New Home Sept. 10% 
Sept. 103 


Bankers Life, Des Moines 
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Bankers Life & Casualty, Chicago 
(Buys Manhattan Casualty) an. 75 

Bankers National Life Ins. Co., Montclaire 
(Stock Dividend) Oct 

Bankers Security Life Ins. Society, me Y. 
(New President No 

Beneficial Standard Life, Los Angeles 
(New Vice President) Sept. 103 
(Dividends to Stockholders) ....Oct. 107 


Carolina Home ge) Burlington 
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Central American Life, Lubbock 
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ug. 


Central Standard Life, Chicago 
(New Executive Vice President) -Sept. 103 
— season — & Accident, ery 
han 
Central § Rtates Health & Life Co. of ‘Omaha 
(New T Aug. 83 
odames Live ieee es Co., Fort Worth 
(New President) y 11 
Chesapeake Life Insurance Co., Baltimore 
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tne American Life, Corpus Christie 
Guardian Genl. Business) Sept 103 
Colpnial Life, East Ora nee 
(Negotiations Toward rechase) June 107 


Jan. 75 
Connecticut Savings Bank Life, Hartford 
(Increase Maximum) hdd 

(Officers Elected) . 103 
Continental American Life, Wiiminzten. ‘Del. 
(Named Medical Director) Jan. 

Continental Casualty Co., Chica 
(Large Group Health age 
Corvette Lite Insurance Co., 
(Ordinary Business Ceded) Au 
Cosmopolitan Life Insurance Co., Memphis 
(Stockholders Dividend) Oct. 10 
Crown Life, ph om 
(Officers Ap) 


Empire State Mutual Life, Jamestown 

(Reinsurance) ept. 
Employers’ Group Coenen, Boston 

(To Enter Life Field) Oct. 1 
Equitable Life, New York 

(Oates Elected President) 

(New Group Department) 
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Bone Life eo Co. of Iowa, Des Moines 
ew Agency Vice President) ....Oct. 107 
The. Equit py Beg Life, Washington 
(Now_ Offering em 
Estate Life Insurance Co., ———— 
(New Com: 


pany) y 
(Griffith is Acting President) oe “Sept. 104 
Farm and Home Ins. Co., Indianapolis 
(To Head Life Dept.) July 89 
Farmers Life, Des a 
So i, semper Line % 
‘ac. 
First Colony Life Insurance Co., Lynchburg 
(New Vice President) g. 84 
First United Life Ins. Co., Gary 
(New Agency Head) 
fe Insurance Co., abloten 
(Merger saps Reliance Life of 


Geor, 
Franklin Lite Sprin: 
(Proposes 50% Stoc Dividend) . -June 108 
(New Comptroller) June 108 
(Stock Dividend—Capital sais ~ oni 
ep 


(Stock Dividend) 

(Dividends to Stockholders) 
Franklin National Life, Greenville 

(Consolidation) 


General American Life, St. Louis 
(Group Advisory Council wormea) May 111 
(Wins Court Decision) June 108 
_ (Named President Jan. 76 
General Services Life, Washington, D. G. 
(Named Secretary) y 89 
Gibraltar Life Insurance oe hye eg 
(New anya Life Com any) -June 1 
ary = © Life, Phila elphia 
oF Quaker City) 
ec. Ins. Co., Oklahoma City 
ed Vice Presiden nt) pt 
Government Emplo — Life, Washin, 
(Executive rey ntment) 
(Stock Dividend 
(Dividend Declar ed) 
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(New President) 
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Guaranty Union Life Ins. Co., Beverly 
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Guardian Genl. Life Ins. Co., orpus Christie 
(Sells Life Insurance Business) -Sept. 103 
Guardian Life, New Y 
(Appointments) uly 89 
Gulf Life Insurance Co., Tee ena 
(New President) 
(Increases —— Limits) . 
(Official Chan 
(Dividends " ptacidvebtiers) a 
Gulfco Investment Group, Marksville 
(Aequires Old American Indus- 
trial) 
Home Friendly Ins. Co. of Md., i 
(Revises Title) - 105 
Home Life, New York 
(Executive Promotions) Jan. 76 
Home aye. fe Insurance Co., Baltimore 
(New Title) S 
Home State Life, Oklahoma City 
(Cash Dividend to Stockholders) May 111 
(Stockholders’ Dividend) Nov. 91 
Hospital Service Plan rs — Jersey, Howerk 
(Named Executive V 


President) 
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ICT Life Insurance Co., Dallas 
re entre wey Change 2) 
rial Life Insurance Co., Asheville 
"7 rchased by Western & Southern) i iaaoe 
ay Life Ins. Co. of America, Los 


(lee Vice-President) Nov. 
Investors Syndicate Life Ins. & Aunatity | oe oo 
Minneapolis 
(New Company) 
(Starts Operations) 


Jefferson Standard Life, Greensboro 
= Dividends to Stock- 


ders) 
( Stockholders Dividend) 
John Hancoek Mutual, Boston 
(Executive Changes) 
(Executive Promotions) 


Kennesaw Life and Accident, Mastetts 
(Proposed Merger) 
xa Western Lite. Insurance Co., Abilene 
w Company Oct. 1 
The ‘Knights pate Ins. Co., Pittsborgh | 
(License Amended) 





Life Insurance Compeny of Florida, pete 


(New Executive V atm nogy 1B 
Life Insurance Co. of Georgia, A 
ficers Promoted) 
Life Insurance Co. of Missouri, St. iouis 
(Business Reinsured) 109 
Life Ins. Co. of North America, Bhiladelphin 
(Vice Presidents Appointed 3 
(Named Vice President) 
(Issues First Policy) 


For January, 1958 


Life Insurance Co. of Virginia, ant 
(Executive Promotions) 
Lincoln Income eee Louisville 
(New Vice President) 
(Named Vice Presiaon lent) Au 
Lincoln National Life, Fort Wayne 
(Otticers Promoted) May 111 
(Extra Dividend to Stockholders) Oct. 109 
The Lone Star Life Insurance Co., — 
(Executive Vice President) 


The Maccabees, Detroit 
(New Vice Presidents) 

(New Vice Presidents) 
(New_ President 

Maine Fidelit 
(New Vice lent) 

The Manhattan Life, New York 
(New Vice Presidents) 
(Director of A 

Manufacturers Life. 

(Pro Mutalization) 
(To Withdraw from Ceylon) Oct. 109 

Massachusetts Mut. Life ; Springfield 

(Named Assistant General Counsel) 


Oct. 109 

(New Executive Vice Presidents) ..Dec. 91 
Matson Assurance Co., San sina 

(Boards Integrated 

(Merges with Pacific National) 

(Merger Approved) 

(Merges Pacific National) 

(Changes Name) 
Medical-Surgical Plan of N. 

(Enrvlling Individuals) 
Midwest me Co., Lubbock 

(Title Cha: ) 85 
Mid- Western" iniv. Life Ins. Co., Labbock 

(New Title) Au ug, 
Minnesota Mutl. Life Insurance Co., St. Paul 

(Officers Promoted) May 112 
Monumental Life, Baltimore 

(New Vice Presidents) 
Mt. Vernon Life Ins. Co. of N. Y. Mt. Vernon 

(Reinsurance) Se 104 
The Mutual Benefit Life Ins. Co., ~R. 

(Moves Home Office Nov 
Mutual Life, New Yor 

(Policy Changes 

(New Vice President) 


National ——, —_. Dallas 
(Home Office Mov 85 
— uity Lite es Co., Little Rock 
flicers Elected May 113 
Netonal Fidelity Lite, Kansas City 
(Assistant to the President) 
National Life Company, Des Moines 
(Consolidation) 
—— Old Line, Little Rock 
50% Stock Dividend Declared) . 
(Stock Reclassified 
National Union Life 
(Control Purchased) 
(New Agency Director) 
National Travelers, Des Moines 
(Consolidation) 
ae Corporation, Columbia 


Suits 
Nationwide Life, Columbus 
T Equity Shares) 
Board Chairman) 
Nebraska Nat’l Life Insurance Co., Lincoln 
(Named General Counsel) Nov. 
New York Life Insurance Co., 
(Officers Promoted) 
(Executive Promotions) 
North American Re-Assurance Co., New York 
(Officers Promoted) May 113 
Northeastern Life Insurance Co., oe 
(New Title) 86 
Northern Credit Life Insurance Co., Deksit 
Changes Name) Se pt. 106 
Northwestern Natl. Life Ins., idisnenpetis 
(Cash Dividend to Stock- 
holders) — 109 
(Increases Dividend) . 
(Nationwide Suits) 
(New Agency Director) 


Occidental Life Ins. Co. of Calif., Los Angties 

New Secretary) Sept. 107 
Occidental Life Ins. Co. of N. Ke Raleigh 
—_— Accident and Health 


(Official Promotions) Sep’ 
Old _ American Industrial Life, New 7, 2 awed 
(Control Acquired uly 91 
Old_Columbus Mutual Life Ins. Co., Vernon 
i Name) "Oct. 109 


Pacific Fidelity Life, Los Angeles 
New Administrative Vice 
President) 93 
Pacific National Assurance, Salt ae City 
(Stock Purchase Offer) June 109 
(Matson Interests Acquire 
Control) esesedewcaen ee s+ «+s i aa 91 
(Roards Integrated) 
(Merger Approved) 
(Merger Approved) 


Palmetto State, Columbia 
(Consolidation) 3 

Pan Coastal Life Insurance Co., Mobile 
(lteinsurance Ceded) May t 
(Control Changes) 

Patriot Life Insurance, New York 
(Moves Head Office) 


Peoples Life Insurance Co., Frankfort 
(Change in Control) Sept. 108 
(Executive Appointments) 

(Named Vice President) 


hd ey Life and Accident Insurance 
of America, Dallas 
(Placed in Receivership) Oct. 110 
Piedmont Life Ins. Co., Atlanta 
(Merged h U. S. Guaranty) ... 
(Merger 93 
The Pilgrim Beneficial Assoc. of Pa., Phila. 
(Reincorporation) A 
(Change of Name) 
Plymouth Life Insurance Co., Austin 
Officer Changes) May 113 
Postal Life & Casualty Ins. Co., ——— city 
(New Vice President) 113 
The Praetorians, Dallas 
(Converting to Mutual Company) .Dec. 93 
—— utual Life Insurance 
ny, Dall 
(hee itle) Dec. 
Progressive Life Insurance Co., Atlanta 
(New President) Oct. 110 
Protective Life Insurance Co., DeKalb 
New Title) Sept. 106 
Protective Security Life, Los Angeles 
(Stock Split) June 110 
(Enters Life Field) 
Provident Life and Accident, Chattanooga 
(Stock pet) Sept. 108 
Provident Life Insurance Co., Bismarck 
(Declares 100% Stock Dividend) -June 110 
(Cash Dividend to Stock- 
holders) June 110 
Provident Mutual Life, Philadelphia 
(Appointment) Jan 
Prudential, Newark 
(Stewart Retires) 


Quaker oy Life Insurance Co., ee go 
(Stockholders Dividend) May 114 
(Acquires Reinsurance) Mey 
(Acquires Girard Health & Life) . 
(Dividend to Stockholders) Nov. 

Reinsurance Investment Corp., Birmingham 
(Investment Organization) 

Reliance Life of Georgia, Atlanta 
(To Merge with the Fortune 

e June 107 

Republic National Life Ins. Co., Dallas 
(Reinsurance Vice President) ..July 92 
(Reorganizes Group Division) -- one 86 
(Executive Promotions) 

(Staff Changes 

Reserve Life Insurance Co., Dallas 

bE Pe ga —— with Kennesaw) yond 90 
New Vice President) . 87 

Richmond Life Ins. Co., Inc., iidiiniond 
(New President) 

(New President) 

Rocky Mountain Life Ins. Co., Albuquerque 
(Management Changes) 08 


Sompeatinn Life, Deluth 
(N pi a oon and Mutual 
a "Life, Miami 
(Control Acquired) 
Secured Life Insurance Co., Austin 
New e 
Security Benefit Life Insurance Co., Topeka 
(New Chairman of the Board) Aug. 87 
Security-Connecticut, New Haven 
(New President) Aug. 87 
Security Mutual Life Ins. Co Binghamton 
(New Official Positions) --May 114 
(Official Changes) 
Shenandoah Life Ins. Co., Roanoke 
fficers Promoted) 
Southeastern Life Insurance Co., Hattiesburs 
(New Director of Agencies) ....Oct. 
Southern Christian Life Ins. Co., Okla. ‘city 
New Company) Oct. 110 
Southern Life Ins. Co. of Georgia, Atlanta 
(New President) May 114 
Southern Republic Life, Houston 
(New Director of Agencies) ....Sept. 108 
Southern United Life, Montgomery 
‘o Merge with Union National) .June 110 
Southwest American Life, Houston 
(Merger with Guaranty National) .May 97 
Southwest Republic Life Ins. Co., Fort a 
(Reinsured) 
Southwestern Life, Dallas 
(Approves Stock Dividend) 
(Stockholders Dividends) De 
Standard Life of the South, Jackson 
New Vice President) June 110 
State Mutual Life, Worcester 
(Changes Name) 
State Mut. Life As. Co. of Amer., Warventer 
(New Name) 
(New Home Office Building) 
Sun Life. Montreal 
(To Withdraw from Ceylon) 
(Executive Appointments) 
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Texas Mutual Life Ins. Co., Fort Worth 
(New Title) Oct. 109 
Texas Prudential Ins. Co., Galveston, Texas 
(Merges with Western and Southern) 
Nov. 93 
Texas Secured Life Insurance Co., Austin 
(Title Change) Oct. 11 
Time Insurance Co., Milwaukee 
(To Enter Life Field) 
Treasure State Life Insurance Co., Butte 
(Second Montana Company) ...Sept. 108 
Union Central Life Insurance Co., Cincinnati 
(Officers Promoted) June 110 
Union Labor Life, New York 
(Elected Vice President-Actuary) .July 98 
(Acquires American Standard) ...Dec. 94 


Union Life Insurance Co., Little Rock 
(New Vice President) May 114 


Union Mutual Life, Portland 
(New Vice President) 
(Officers Elected) 


Union National Life Insurance Co., pet 
(Merging with Southern United) .June 110 


United Founders Life Insurance Co., 
Oklahoma City 

(Reinsures Southwest Republic) .Aug. 87 

(New Secretary-Treasurer) Jan. 7§ 


American National, Galveston, Texas 
American United Life, Indianapolis, Ind. 
Amicable Life, Waco, Texas 

Atlanta Envelope Co., Atlanta, Ga. 


faltimore Life, Baltimore, Md. 
Bankers Life, Lincoln, Neb. 

Bankers Union Life, Denver, Colo. 
Berkshire Life, Pittsfield, Mass, 
torchardt & Co., Alvin, Detroit, 
sowles, Andrews & Towne, Inc., 


Mich. 
Richmond, 


Campbell, Donald F., Chicago, Il. 

Central Standard Life, Chicago, 

Century Life, Fort Worth, Texas 

Coates, Herfurth & England, San Francisco, 
Continental Assurance, Chicago, II. 


Dawson & Son., Inc., 
Diebold, Inc., Canton, 


Miles M., S 
Ohio 


Equitable Life Insurance, 
Esterbrook Pen Company, 


Des Moines, 
Camden, N. 


Federal Life, Chicago, Il. 
Fidelity Mutual Life, Philadelphia, Pa. 
Franklin Life, Springfield, Ill. 


Gabriel, A. G., Detroit, Mich. 

Goodfarb, Lenard E., Philadelphia, Pa. 
Great Southern Life, Houston, Texas 
Groves, W. E., New Orleans, La. 


Haight, Davis & Haight, Inc., 

Haloid Co., Rochester, N. Y. 

Higgins & Co., E. P., Philadelphia, Pa. 
Home State Life, Oklahoma City, Okla. 
Jefferson National Life, Indianapolis, Ind. 
Leonard & Co., Inc., Ralph B., 
Life of Georgia, Atlanta, Ga. 


Long Island Ass’n, Garden City, N. Y. 


Va. Nyhart Co., Inc., 


Calif. 


New York, N. Y. 


United Insurance, Chicago 
(Merger Approved) 

United Life & Accident Ins. Co., Concord 
(Executive Changes) Nov. 

United Medical Services, Inc., New York 
(Appointed Labor Consultant) ...Aug. 87 

United Services Life, Washington 
(Stock Dividend Paid) 

United States Guaranty Life, Augusta 
(Merges with Piedmont) Nov. 93 
(Merger) 

United States Letter Carriers’ Mutl. Benefit 

Assn., Nashville, Tennessee 
(Correction Notice) 

Unity Mutual Life & Accident, Los Anges 
(Merger Approved) Ja 

Universal American Life Ins. Co., ‘agiaate 
(New Company) Oct. 111 

Universal Life and Accident Ins. Co., Dallas 
(New Chairman of the Board) ...May 115 

The Universal Savings Life, Birmingham 
(Offers to Buy American 

Republic) 

Valley Forge Life, Reading 
(New Vice President) 
Vulean Life and Ace. Ins. Co., Birmingham 

(Declares 10% Stock Dividend) ..May 115 


June 107 


Ww oeiiegine National Ins. Co., Evanston 
(New Public Relations Dept.) ....Nov. 94 


The West Virginia Life Ins. Co., Hestings : 


(New Company) ...............-Sept. 1 


Western Empire Life, Denver 
(New Company) 


Western Life Insurance Co., He ncseak 
ia Acquisition) 
(Ex nge Terms) 
(Stock Exchange Completed) 


Western & Southern Life Ins. Co., plans 
(New President) ..... May 11 


(Reinsures Life Insurance Co. of 
Missouri) .... 

(Imperial Life ‘Purchased) 

(Executive Appointments) 
(Merger Proposed) 

with Texas Prud.) 


{Mer 

(To er, 

(Negotiating for Insurance) ...... 

(Merger Acquires Texas 
Prudential) 


Woodmen Accident and Life, Lincoln 
(New Director of Education) 
(New Actuary) .. 

Woodmen of the World, Denver 
(President Resigns) 


Minnesota Mutual Life, St. Paul, Minn. 
Monarch Life, Springfield, Mass. 


National Equity Life, Little Rock, Ark. 
National Life & Accident, Nashville, Tenn. 
National Old Line, Little Rock, Ark. 
National Reserve Life, Topeka, Kansas 
Nelson and Warren, St. Louis, Mo. 


New 


England Life, Boston, Mass. 


North American Life, Chicago, Il. 5 


Howard E., Dailas, Texas 63 


Occidental Life, Los Angeles, Calif. 83 
Old Republic Life. Chicago, Il. 


Paul Revere Life, Worcester, 


Mass. 


Philadelphia Life, Philadelphia, Pa. 


Postal Life & Casualty, 


Kansas City, Mo. 


Provident Life & Accident, Chattanooga, Tenn. 
Provident Life, Bismarck, N. D. 


Republic National Life, Dallas, Texas 
Reserve Life, Dallas, Texas 


Sengbusch Self-Closing Inkstand Co., 
Indianapolis, Ind. 


Severin Hotel, 


Milwaukee, Wis. ........ 


Shenandoah Life, Roanoke, Va. 


Sheridan & Co., L. 


Shirley Savoy Hotel, 
Southland Life, Dallas, 


, Chicago, Ill. 
Denver, Colo. 


Texas 


Standard Life, Indianapolis, Ind. 


Tiffany & Co., Carl A., Chicago, Tl. 


Underwriters Credit & Guaranty Corp., San Francisco, Calif. .. 
Union Life, Little Rock, Ark. 

Union National Life, Lincoln, Neb. 

United Benefit Life, Omaha, Neb. 

United Life & Accident, Concord, N 

United Services Life, Washington, D. C. 


Wolfe, Corcoran & Linder, New York, N. Y. 


Woodward and Fondiller, Inc., New York, N. Y. 
Woodward, Ryan, Sharp & Davis, New York, N. Y. 
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